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Carries Authority Wherever it Goes 













“From the Halls of Montezuma” to the far reaches of the Pacific, 
the Marine Corps emblem betokens quality among fighting men. 
We who produce these emblems — and many other items used 
by the armed forces —can claim proudly that the O-B symbol, 
too, bespeaks quality wherever it is seen. 


* We're planning ahead—so that as soon 

( i i as war work ends, we can quickly be- 
~ Ings gin to supply your needs amply. Mean- 
while, rely on us to continue to serve 

on Exo. you to the utmost of our ability. 









are well made 
— fast selling — profitable 


heh Your Wholesaler 






"KEEP ON BUYING U. S. WAR BONDS — FOR VICTORY!" 


Osth, + Barton G: 


MANUFACTURING JEWELERS 
118 Richmond Street, Providence, R. I. 


Branches: New York, Chicago, Los Angeles 
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(PATENT APPLIED FOR} 


~ FABRIC WATCH STRAPS , 


a that adjust themselves 


- AUTOMATIC FIT 










,,. to fit long watches ... 





: or short watches ... now 
- present for the first time | 
a fabric watch strap that is 





- THE ONLY FABRIC STRAP 
_ MADE TO FIT WATCHES 


' Note the unusual tapered 
construction. 3/4" wide under 
the watch, but tapered to 
only 5/8" for the rest of its 
length. Never before accom- 
plished in fabric straps. 


Here is a comfortable, handsome and long- 
wearing strap, actually four plies of highest 
quality cloth, with the weight and strength 
of leather. Finest workmanship, typical of 
Kon-ite quality. Equipped with time-tried 
Kon-ite molded buckles and keepers. 


Order from your jobber. 


Manufactured Only By A. SAUER & CO., Cincinnati, Ohio 
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the Jewelry Industry Pub- 
licity Board's post-war 
fund. See editorial, p. 186. 
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SPEAKING OF 


HE black market in watches has 

a thriving branch in the Dark 
Continent, according to a copyrighted 
dispatch from John Steinbeck to the 
New York Herald-Tribune. 

Seems that two M.P. officers gave 
chase in their jeep, one night out- 
side Oran, to a weapons carrier that 
hurtled past at mile-a-minute clip. 
Crowding the carrier to a stop off 
the road, the M.P.’s found three 
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drunken soldiers inside and _ took 
them for questioning to the Army 
lock-up in town. 

“A guy named Willie was driving. 
He jumped out and ran away,” said 
the short, fat one of the three. But 
the two others nodded their heads 
toward the little, plump soldier when 
the M.P. sergeant asked who drove. 

Told to roll up his sleeves, Private 
Fattie revealed four wrist watches, 
one a G.I. watch. And his wallet 
contained 10,000 francs and 3000 
American dollars, his “life savings.”’ 

The M.P.’s ordered out a detail, 
to bring in the truck and search the 
place all around where it was located. 
“Look out for watches,” commanded 
the lieutenant. “It will be a case 
about this size. It would have a 
thousand in it if they are all there. 
The Arabs are paying 40 bucks for 


? 


them. O.K., lock these men up! 
© © 

ATCHES are getting scarcer 

and scarcer, and now people 


_ Start throwing them away. Tsk, tsk. 
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Karl Legge of Cahnute, Kan., is the 
fellow we're talking about. How- 
ever, he had nothing but the best 
intentions. One day not too long ago 
he was sitting in his motor boat in 
the middle of a lake when suddenly 
splash—the motor came loose and 
sank. Preparing to plunge in after 
his investment, he thought first of his 
Hastily he 
unfastened the strap. Then he threw 
the watch into the lake. 


© 
om of the most poignant words 


to be found anywhere in the 
Bible are those of the 49th verse of 
the 31st chapter of Genesis: “And 
Mizpah; for he The Lord 


watch between me and thee, when 


expensive wrist watch. 


said, 


we are absent one from another.” 

With many a girl buying a ring 
for her Service Man fiance, before 
he goes off to some distant battle 
front, Weisfield & Goldberg, Seattle 
jewelers, epitomized the sentiment 
of this meaning-full Bible verse in a 
series of men’s diamond rings by in- 
scribing the word “Mizpah’”’ inside 
each ring. 

That was a year ago, and in the 
meantime hundreds of engaged young 
women and young war brides have 
given such Mizpah personal remem- 
brance rings to their departing 
mates-to-be or husbands. 

Now the jewelers have a Mizpah 
bridal pair, for Service Men’s giving 
to the girl or bride they leave be- 
hind. And these rings, too, diamond 
solitaire and wedding band, are in- 
scribed with the single word, Miz- 
pah, with the implied text as a talis- 
man expressing the sweethearts’ 
faith that eventually they will be re- 
joined in peace and happines:. 
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EMEMBER that story about 
the Greek chap who got lost 
ina maze...? 

Harken to the sad tale of Em- 
manuel Burns, jeweler of Oshawa, 
Canada. 

Mr. Burns not long ago was called 
into police court for failure to make 
proper returns on the excise tax for 
his jewelry sales for nearly an en- 
tire year. “Guilty,” pleaded Mr. 
Burns to Magistrate F. S. Ebbs, 
who then 
totaling $1,591 plus court costs. 

The reason for Mr. Burns’ de- 
fault? Well, he explained, he hadn’t 
been able to keep any tax records; 
he had lost his experienced help at 
the time the tax law went into ef- 
fect and hadn’t been able to secure 
any trained assistance since. 


assessed him penalties 
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HOROUGH chaps, these psychic 
master-minds of the “Master 
Race.” Not leaving a stone unturned 
in their plans for a German-domin- 
ated political and industrial Europe, 
they have dipped into their private 





cosmos and come up with a plan for 
a super-watch so perfect that its 
superiority will be conceded through- 
out the world. This watch will save 
the day, apparently, for a postwar 
Europe that will be waiting, open- 
mouthed and bug-eyed, for just 
such a miracle to supply their needs. 
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First revelation of the great things 
in store for folks who need watches 
appeared in Die Uhrmacherkunst— 
author, Dr. Ernst Krutz. According 
to a translation by the British Horo- 
logical Journal of July, Dr. Krutz 
declaimed, “The men who create the 
watches and the factories which build 
them must be free from the commer- 
cial spirit. The leader of this multi- 
plied industry must be driven by 
idealism and the idea of sacrifices to 
forge a path for the new German 
watch (and perhaps, clock).” 

Just what this wonder-watch is 
going to look like Dr. Krutz didn’t 
reveal to the hoi polloi—however, 
warming up to his subject he did re- 
veal that this watch “has to be 
created by a fanatical intuition.” 

Amazing what crawls out when 
you leave no stone unturned, isn’t 
it? 

© 


 epcnactecregdl propeller now be- 
ing used on German warships 
and that the U. S. Navy could have 
acquired 42 years ago may have been 
invented in a St. Louis jewelry store. 
The propeller both propels and 
steers a vessel. 

Back in 1901, Emanuel M. Perles, 
of Perles & Co., Inc., had in his em- 


ploy an inventive genius, name of 
W. S. Avard, one of whose devices 
Mr. Perles helped patent. This, a 
propeller that both propels and turns, 
was tested on the Mississippi river 
with brilliant success and offered 
gratis to the Government. 

When the Navy turned down the 
idea, without giving it a trial—that 
was the end of Mr. Perles’ and his 
friends’ interest in the invention, 
which had cost them several thou- 
sand dollars. 

Then, a few weeks ago, Jeweler 
Perles saw a photo of a Nazi ship 
turned about by a Voith-Schneider 
propeller. ‘“That’s the propeller 
that cost us a fortune in 1901!” he 
said. He is convinced that the Ger- 
mans found the patent record at the 
U. S. Patent Office, waited until it 
expired and put it to use. Today, St. 
Louis papers say, the U. S. Navy 
is interested in the “German” inven- 
tion. 
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OWN in Burlington, N. C., it 
wouldn’t be right without the 
county fair—and it just wouldn’t be 
a county fair without C. Freeman 
Neese, who 51 weeks out of the year 
is a jeweler. The other week, the 














"Are you sure they match my teeth?" 
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big week for Burlington, he’s man- 
ager and treasurer of the Alamance 
County Fair. , 

No peanut proposition, this fair is 
big business. It attracts between 
10,000 and 15,000 people annually, 
and is one of the biggest and best. 
managed expositions in the South 
land. 

Mr. Neese—known as “Pete” to 
his friends inside and outside of the 
jewelry business—is an old hand at 
showmanship. Back in 1916 he ang 
his two brothers-in-law organized the 
Heritage Bros. Circus, which 
traveled in 15 railroad cars through 
the U. S. and Canada. 

But Pete’s roots are deeper in the 
jewelry trade than in the show 
world. He was born right over his 
dad’s jewelry store. 
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ICTORY is on the way, all 

right, says Sherman J. Sloan, 
retail jeweler Mo. 
There are signs and portents. Mr, 
Sloan’s first preview of the chimes 
of Victory came one day when he 
was busy in his Victory garden. He 
thrust his spade into the ground and 
up popped a double potato grown in 
a “V.” Came a few days later, and 
Mr. Sloan was again gardening. 
Yep, there was a repeat. This time, 
strangely enough, it was a V-shaped 
tomato. 

Mr. Sloan had his suspicions by 
that time, but now he’s convinced! 
The other day a watch was brought 
in to his store for a new mainspring. 
He opened it up—and there was the 
broken one, bent in the form of a 
perfect V. 


of Cameron, 
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SIGN that is both artistic and 

attention getting is used by 
Oscar W. Dreyer, clock and watch 
repairer, of Long Beach, Calif. Over 
the front of the little building is a 
big Swiss clock, with numerals of 
white that can be seen for a consid- 
erable distance. It is flanked by 
signs reading: ‘““We specialize in re- 
pairing Swiss and American watches 
of all kinds” and “We repair repeat- 
ers, chronographs, chime clocks, 
electric clocks, Swiss and American 
watches.” One window is filled with 
watches, the other with clocks, dis- 
plays being frequently changed to 
show the wide variety carried. 
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They Don’t 
Want Goodies 


Bat Service Men crave such 
Christmas gifts as lighters, 


watches, pens. pencils, rings 


HEN a mother, wife or sweetheart asks ‘What 

shall I send Bill for Christmas?” (Bill being a 
Serviceman overseas, and needing his Christmas package 
mailed before Oct. 15) you can give her a series of 
sound suggestions, based on a survey of Service Men’s 
gift wants by the Office of War Information. 

Tell her not to send food, “a waste of space and a 
deep disappointment,” according to Service Men polled. 
Not cigarettes, “available at the PX.’’ Not assorted 
commercial packages of goodies. 

Tell her to send something compact and durable, so 
that when troops move, gifts will not have to be left 
behind. Soldiers in different combat areas do not want 
the same articles, says the OWI; what may be a fine 
gift for a soldier in New Zealand may be useless in 
North Africa, but: 

“There are a few gifts which soldiers in any combat 
zone will welcome: Cigarette lighters that will light in 
a strong wind, shockproof, waterproof wrist watches, 
hunting or boy scout knives and small, inexpensive 
cameras with ample supply of film.” (Of these four uni- 
versally-desired gifts, jewelers usually stock the first 
two; sometimes all four.) 

Windproof cigarette lighters are the No. 1 Christmas 
gift wish among Army men everywhere. They were 
named high on the want list in eight of the 10 combat 
areas surveyed by OWI. Often desired, too, are extra 
flints. 

Next most desired gifts are wrist watches and small 
cameras, both of which were asked for in seven of the 
10 fighting zones. The watches should be, if possible, 
shockproof and waterproof, and down in Puerto Rico 
the boys specified luminous dials. 

Other jewelry store gifts which Service Men hope for, 
in various areas, follow: 
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American fighters, like these in New Guinea, were often dis- 
appointed in last year's Christmas packages. Disintegrated 
cakes, you know, or things they could easily buy at the nearest 
PX. But this year OWI surveyed their gift wants, in advance. 


Rings—Aleutians, Canal Zone. Fountain pens—Aus- 
tralia (here they “shouldn’t leak at high altitudes”) and 
Aleutians. Ink in plastic containers—Australia. Pen 
and pencil sets—China-Burma-India and Canal Zone. 
Extra leads for mechanical pencils—China-Burma-India. 
Stationery—Australia, Puerto Rico, Canal Zone. (Sta- 
tionery should be in a handy portfolio, rigid enough to 
serve as a writing surface.) 

Radios—Aleutians, Fiji Islands (there is a five-pound 
limit on packages, so the radio must be small). Cigarette 
cases—Canal Zone. Pipes—Middle East, Canal Zone. 
Nail scissors and clippers—Sicily, Puerto Rico. Foun- 
Identification 
Compact 
knives— 


tain pens—European theater, Sicily. 
bracelets—European theater, Canal Zone. 
shaving kits—China-Burma-India. Pocket 
Canal Zone. 

Men in the Navy differ only slightly from Army men 
in what there would like their Christmas parcel to con- 
tain. Among items not asked for by the Army are small, 
folding picture frames, billfolds with space for identifica- 
tion card, and checkerboard and backgammon games. 
Marines in the Pacific, asked what they wanted, named 
shockproof watches, pen and pencil sets, cigarette light- 
ers, stationery and photographs. 

As for the WACs, they want, besides “glamorous bath- 
ing suits” and bobby pins, such things as small sewing 
and manicure kits, manicure scissors, dog-tag chains, 
identification bracelets, cameras and wrist watches. 

The Army Post Office expects to handle 10 to 15 mil- 
lion Christmas parcels during the month before Oct. 15. 
The Navy anticipates 6 million packages as compared to 
last year’s million gifts, and warns that gifts for sailors, 
Coast Guardsmen and Marines must be mailed before 
Nov. 1 to arrive on time. 
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Screen Actress Jean Parker decides on a daisy motif for her 
white and canary diamond ensemble from Trabert & Hoeffer 





If You Can Design Jewelry. 
Don’t Overlook Custom Work 


by HARRY R. TERHUNE 


AN you design jewelry? Or alter standard ele- 
ments of design to the special whim of a particu- 
lar customer? 

If so, “custom jewelry” is a fascinating, profitable 
and fairly non-competitive field in which your store can 
specialize. Best of all, “custom” purchasers are usually 
style-conscious leaders in their social sets, and your store 
will get no end of valuable word-of-mouth advertising 
as the result of each satisfactory piece that your cus- 
tomers buy. 

At Trabert & Hoeffer, Inc.-Mauboussin, in Beverly 
Hills, Calif., special orders have one big purpose: To 
produce lastingly-pleased friendships for the store. 

The pictures on these pages (unfortunately without 
the benefit of technicolor) show Jean Parker, Paramount 
star of “Alaska Highway” and “High Explosive,” as 
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she selected the design for a special ensemble, watched 
part of its creation, and a few days later delightedly 
adorned herself with the made-to-order group of jewels. 

In the large photograph (above) Miss Parker tells 
James Coyle, Trabert & Hoeffer’s assistant manager, 
that she has heard a lot of nice things about the way the 
store makes special jewelry that can be worn either 
as massive pieces or separated into smaller units. She 
wants ‘“‘a lovely ensemble for formal wear” that con- 
tains simpler units suitable for every day. 

Mr. Coyle suggests a daisy motif, combining white 
and canary diamonds, and shows a number of pastel 
sketches, one of which Miss Parker especially fancies. 

Thus provided with a general idea of what she has 
in mind, Mr. Coyle introduces John Rooney, the store's 
head designer, who sketches a white-and-canary diamond 
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ensemble, adaptable for the different purposes Miss 
Parker wishes. The photograph in center of this column 
hows the movie star watching her special jewelry de- 
; s take shape upon Artist Rooney’s easel. 

ext day—we don’t have a picture of this—Miss 
Parker approves the designs and the price and asks 
Mr. Coyle to proceed. 

On her third visit (photograph, upper right of this 
page)» she is taken to the workrooms, where she is 
interested to see that the designs, by now, have been 
translated from paper into three-dimensional gold and 
precious stones. She tries on the various pieces, for 
fitting, before the final setting and polishing. 

And a week later she becomes the happy owner of a 
super-special ensemble which she can wear for formal 
occasions as bracelet and necklace, plus earrings, or 
which she can easily convert into simpler brooches and 
single clips for less formal occasions. The finished jew- 








She watches the final sketches 


els and their satisfied purchaser are pictured at lower 
right. 

Reflecting upon some broad truths of merchandising, 
after many “custom jewelry” sales of this nature, Wil- 
liam Ruser, Trabert & Hoeffer, Inc.-Mauboussin man- 
ager, said: 

“Treating a customer as she would like to be treated 
is an art—and it does take an artist, in these days of 
high taxes and war-scarce materials, to build up a 
worthwhile personal trade. 

“The finest instruments in the world are useless in 
the hands of a person who does not know how to use 
them. 

“Each patrori who enters our doors, or any jewelry 
store door for that matter, presents an individual prob- 
lem which must be solved correctly. Proper solution, 
whether it involves the most expensive or the least ex- 
pensive item a store stocks, tells the story of how well 
that store is making lasting friends and how long it 
will stay in business.” 

























Miss Parker sees a jeweler at work on her necklace 

























Custom jewelry results in walking 
advertisements for the store 

that ocuntes it. This is the story 
of how Jean Parker selected her 


special ensemble at Beverley Hills 


The finished "convertible" pieces delight her 
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IME was when John Doe needed all sorts of coax- tomers patronizing the ‘better’ jewelers in contrast to 
ing to spend his scanty and hard-earned dollars— those with the old-time ‘borax’ appeal. 
that is, whatever he and the Mrs. perhaps had left over “Now, while business is good, jewelers can increase 
after clothing, food, rent and doctors. Time was when their prestige through institutional advertising, and build 





) every sort of store was heavily stocked and battled in up an added customer confidence for the post-war 
show windows, advertising and special promotions for period.” 
the Does’ hard-to-get business. That was the era of As the illustrations show, Rogers & Co.’s war-time 
“Nothing down and a year to pay!” institutional advertisements have a great variety of 


But that’s ancient history now, what with industry themes—but the customary pictures, prices and descrip- 
and the farm competing for employees, incomes at an tions of merchandise are out for the duration. One 
all-time high throughout the mass market, and Regula- series of four-column ads dwelt upon the store’s adher- 
tion W demanding at least one-third down on instal- ence to principles during the 20 years since its found- 
ment credit purchases. Moreover, the United States ing and its meeting the challenge today of good taste, 
Department of Commerce predicts that business will long-term service, lasting loveliness and satisfaction, “for 


aa 


boom to even greater activity after the war. Rogers reputation of quality can be depended upon like 
Growing up during a scarce-money cycle when they a loyal and trusted friend.” 
had to resort to high-pressure salesmanship in order to Other ads are given over exclusively to the sale of 


operate, many credit jewelers have ignored these basic War Bonds and Stamps. Still others advise readers to 
changes and continued to use promotional-type adver- put their surplus cash into the service of freedom by 
tising. Others have cut their advertising as an unneces- investing in War Stamps and Bonds, but remark, “If 
sary expense, since they have all the business they can you plan to buy something sold in a jewelry store, may 
handle. we remind you that Rogers & Co. always have been mind- 

Rogers & Co., Indianapolis, is an outstanding example ful of quality in wisely offering nationally famous mer- 
of a credit jewelry store whose merchandising methods chandise.” 


have changed with the times, and whose big-scale adver- Another featured Rogers’ service department, where 
tising is now almost exclusively “‘institutional” and pres- patience was asked “if we seem a bit slow in complet- 
tige-building. And this about-face comes after 21 years ing your job . . . remember these are not ordinary 
of “easy credit.” times, and while we haven’t been able to serve you in 


“All his life, the average customer has wanted to buy _ the usual Rogers’ manner, we pledge one thing . . . our 
in quality-reputation stores,” summarized Sol Blickman, utmost will be done to give you satisfaction.” 


Rogers general manager. “Now he has the opportu- “Peace-Time Homes” was the heading of another, 
nity, and many credit jewelers who have not changed and the text contained the essence of Rogers’ ‘whole 
their advertising and operating policy find their cus- (Please turn to page 104) 


Many of the advertisements in Rogers’ institutional series 
discuss good taste, long-term service, customer satisfaction 
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Note flexible cord necklace (above); Maltese cross brooch (right) 


Viamonds 


“With discretion” is rule for brides' 


by DOROTHY DIGNAM 
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ERTAINLY, the blushing bride should never blush 
because of the jewelry she’s wearing. Some pieces 
traditional for her; some others are in vogue at the 
Ft. The well-informed jeweler wants to know 
saute what and how it’s worn. 

The diamond engagement ring has a long and mem- 
orablé history among American brides. This was traced 
from Colonial time to the present day in a “dress pa- 
rade” of bridal fashions presented for the press at the 
Ambassador hotel in New York under the sponsorship 
of DeBeers Consolidated Diamond Mines, Ltd., and 
staged by N. W. Ayer & Son, Inc. . 

Bugle calls and martial music of each period accom- 
panied the appearance on the runway of 12 bridal 
couples. The first six were in the costumes and uniforms 
of America’s historic war periods: The Revolutionary 

War (1780), War of 1812, Mexican Campaign (1848), 
War Between the States (1861), Spanish War (1898), 
and the First World War (1918). The costumes were 
from the famous private collection of Helen Virginia 
Meyer, and heirloom diamond jewelry from each epoch 
was worn by the brides. 

The second group of six couples represented the war 
marriages of today, with all bridegrooms in uniform and 
the brides dressed for formal or furlough ceremonies. 
The photographs on these two pages illustrate four of 
the modern bridal gowns and correct jewelry for each 
costume. 

Top, facing page—Classic white satin gown by Jay- 
Thorpe, with bouquet of natural wheat and bouvardia. 
Flexible cord necklace of diamond brilliants and bagu- 
ettes. Diamond bud ear-clips. 
Jewels by Frank S. Hartley. 

Below, facing page—Lace gown with yoke forming 
mantilla head-dress, also by Jay-Thorpe. Waterfall of 


Brilliant solitaire ring. 








Pendant cross set with square diamonds 






























































Rose petal diamond clips hold her veil 


white butterfly orchids. Maltese cross in diamonds, worn 
the new way, as a brooch. Lovelink bracelet, small soli- 
taire diamond ear-studs, and marquise-cut engagement 
ring. Jewels by Olga Tritt. 

Below, left—Bendal Original of ivory taffeta and gold 
moire, with choir cap head-dress and wrist spray of 
white pansies and gold cord. Jewels by Olga Tritt: 
Pendant cross of square-cut diamonds, square-cut soli- 
taire engagement ring, wedding band of very small 
square-cuts. 

Above—Superb satin rose robe by Saks Fifth Ave- 
nue. Diamond clips in rose petal design holding the 
veil. Diamond link necklace and large emerald-cut dia- 
mond ring, all from Frank S. Hartley. 

Other bridal jewelry shown included a throatline 
necklace of diamonds and pearls in old-style gold prong 
setting, a seed pearl purse on a diamond frame (the 
carrying of a small purse or bag is new for the bride and 
follows the vogue for smaller bouquets or a corsage) and 
twin clips, pavé In diamonds, worn in the small, turned- 
up hat brim of a furlough bride. Flower sprays, lockets 
and sentimental pieces were shown among the heirloom 
jewelry. 

An innovation in the staging of the show was the use 
of a large movie screen as the background, and the pro- 
jection of kodachromes of each set of jewelry before it 
appeared on the runway. By means of these screen en- 
largements in full color, every detail of design in mount- 
ing the diamonds could be studied by the audience. This 
plan overcame the usual disadvantages of showing small 
items of beautifully executed jewelry in a large room, 
and in competition with showy wearing apparel. 








Norton Siegel, of the Joseph Siegel Jewelry Co., Grand Rapids, 
Mich., sells a "rationed" silver pitcher to a pleased customer 


Sales Rationing — 
Stretehes Stock 


Siegel’s decided on ration plan 
**to save our business.”’ and 
after a year both store and public 


are well pleased with the scheme 


by JANET LOGIE 





_ a year of voluntary sales rationing—begun 
in October 1942 to s-t-r-e-t-c-h out hard-to-replace 
inventory—the Joseph Siegel Jewelry Co. of Grand 
Rapids, Mich., is satisfying so far as possible the greatest 
number of its old customers and is building a heavy 
backlog of orders for the future. 

Behind the rationing program were weeks of soul- 
searching thought. “Two years of concentrated buying 
and planning had given us a stock that at first glance 
appeared to be sufficient to carry us along,” recalled 
Norton Siegel. ‘But then came the buying boom. Money 
was no object. Customers filled the store. They wer 
there to buy. Business started to double in volume.” 

With this accelerated buying, the Siegel management 
realized that its fairly adequate stock would soon k 
shot to pieces; that something would have to be dom 
quickly or it would be without merchandise, or at best, 
only broken lines. So, said Mr. Siegel, “we decided to 
enforce self rationing to save our business.” 

Some rationed items: Silver hollowware, silver flat 
ware, fountain pens, all types of watches. Some “nor 
rationed” ones which the store still sells as freely as it 
the past: Diamonds, gold jewelry and costume jewelry. 

Applied to silverware, Siegel’s stock-conservation pre 
gram works out like this: 
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(1) Flatware—Siegel’s have quit selling entire sets, 
although in many instances they may have them. Maxi- 
mum sale to any one customer at one time now is a six- 
iece place setting, i.e., knife, fork, teaspoon, salad fork, 
putter spreader and cream soup spoon. 

2) Hollowware—Reserve stock is held, if possible, 
for regular customers. Out-of-town orders are not filled, 
unless the customer has been in the store and selected 


the merchandise. 


WEEKLY QUOTA FOR PENS 

With many smaller items, such as fountain pens, 
Siegel’s figures out just how many units can be sold in a 
single week, without depleting stock. The quota de- 
pends on inventory plus expected purchases from man- 
ufacturers—and, as a hedge against the future, a per- 
centage of purchases is always kept in reserve with the 
idea of continually building inventory against the possi- 
bility that merchandise may not be available from the 
manufacturer. 

In this way, sufficient supply is always on hand to 
sell each week of the year, rather than a huge turn-over 
at infrequent intervals and a dearth the rest of the time. 
When the week’s quota of any rational article is gone, 
no more of that article is displayed or sold. 


TACTFUL EXPLANATIONS 

During an average day perhaps 25 per cent of the 
customers who come in to buy are disappointed in not 
being able to purchase what they want or the amount 
they want. This situation calls for a tactful explanation, 
but when this is given old customers invariably realize 
that the store has their interest at heart and that if 
and when the merchandise is available they in turn will 


get it. 

Mr. Siegel explained: 

“If a customer asks for a specific item on which we 
are temporarily over-sold, we explain just what we can 
supply now, and tell her that if she wants to leave her 
name and address, we may be able to supply additional 
items after perhaps 60 days. 
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“On some articles rationed by manufacturers, we tell 
the customer when our next shipment will arrive and 
that we will be glad to serve her at that time. 

“An old and valued account has priority on any ra- 
tioned article we can spare from reserve. Like the man- 
ufacturers we buy from, we try to cater first to the 
needs and wishes of our steady customers.” 

Besides deliberately under-selling many items, in a 
successful effort to stretch out a balanced stock, Siegel’s 
has sharply cut its hours of business. Today its doors 
don’t swing open until 9:30 o’clock in the morning (in- 
stead of 8 o’clock), and promptly at 5:15 they’re locked. 
All summer, the store closed at noon on Saturday, and 
the forthcoming holiday season will find it dark evenings, 
except for one night a week. 

After a year of rationing, Siegel’s well-stocked dis- 
plays still appear so complete that customers would 
never suspect that much merchandise is at a premium. 
But the balanced inventory didn’t just happen that way 
—it is the result of careful planning. 


SOMETHING FOR MANY 


“Some sales, to be sure, are not as large as they might 
be,” Mr. Siegel summed up. “We don’t sell large amounts 
of scarce merchandise to one customer. But we can as- 
sure small sales, every week, to many. And future sales 
—especially in silverware—are adding up against the 
day when ‘started’ sets can be completed.” 

Far from annoying customers, Siegel’s home-made 
rationing plan appeals to their logical common-sense, 
for it will be months before such articles as silver 
plated flatware and fountain pens reach the public in 
any substantial volume under the War Production 
Board’s new plan for civilian needs—and in the mean- 
time, this is one jewelry store’s own method of spread- 
ing “the greatest good among the greatest number.” 

And the very fact that no purchaser may buy a large 
quantity of sterling flatware at one time makes it pos- 
sible for a large number of persons to own “starters.” 
Then as soon as full production resumes, these many 
owners can complete their silver services. 
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Buy Early Is Friendly Tip 


To Christmas Shoppers 





E) N an ordinary year it’s prudent management to start Christmas 
SE LE C advertising early in October. Sound reasons for holiday pro- 
T EAR L ¥ motions a dozen or so weeks before the holiday, in peacetime, are: 
Ss Avoid Jams and Leisurely shopping for the customer, who usually can pick and 
rlages of Merchandis choose from a larger selection of stock than is possible later on; 
te 9 hp et, . better service, with more careful attention to such details as polish- 
ing, engraving, wrapping and packaging; less wear and tear on 
the nerves of the store’s staff; opportunity at larger holiday sales 
than the customary 25 per cent of the year’s total volume. 


fl 


But in this fifth holiday season of World War II there are ney 

and vital reasons why store and public need an early start—eyen 

80 or 90 days before Christmas. The Army post office warns that 

Christmas parcels for Service men and women overseas must be 

mailed before Oct. 15. The Navy, Coast Guard and Marines 

CONVENIENT CREDIT have Nov. 1 as their overseas gift deadline. 


All gifts with even a U. S. destination must be mailed earlier 
than ever before, what with railroad congestion and thousands of 
new, untrained postal clerks. 


Finally, this season more than any other season, jewelers’ stocks 
are apt to be considerably more complete in October than they will 
be a few weeks from now. Most Christmas selling will be from 
inventory instead of from fourth-quarter purchases. 


So “Select Early, Even Though Christmas Is 85 Days Away’ 
may be a genuine service to your public, whether you advertise it 
to all the world or whisper this good advice to choicest customers. 
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reproduced from current national magazine advertisements with 17 million circulation 
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LONGINES 


THE WORLD'S MOST HONORED WATCH 





The watch that blazed a trail to Tokyo* 


HE watch shown above is the Longines 

Chronograph of Clyde Pangborn. To- 
day, after a million miles of service, it 
helps navigate bombers over the Atlantic. 
@ In 1931, when ocean flights were 
branded as fools’ missions, it served a 
world-flight that made sizzling front 
page news. Pangborn flew to England, 
to Berlin, across Soviet Russia to Chitka 
and thence to Tokyo. There he was wel- 
comed by a committee of policemen and 
lodged in the Tokyo jail! Japan never 


- did like free-flying Yankees. @ The 


matter was settled by a stiff fine; then 
Pangborn, in a world-record flight, non- 
stopped his plane from Tokyo to Wenat- 
chee, Washington, U. S. A. Pangborn 
had blazed a trail to Tokyo. 4 It was 
he and the other pioneers of aviation who 
first demonstrated the long-range possi- 
bilities of the airplane. And it was 
Longines who first made and perfected 
the special aviation time pieces which 
now, as then, are essential in the naviga- 
tion of aircraft. 


*From documents in our files. 


LONGINES-WITTNAUER WATCH CO., INC., NEW YORK, MONTREAL, GENEVA, ALSO oo OF THE WITTNAUER 
WATCH, A COMPANION PRODUCT OF UNUSUAL MERIT 
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Palladium’s Light Weight Is Sales Asset 


ALLADIUM, platinum’s “sister” metal, takes the spotlight in the ; 
field of fine jewelry this year. In the photograph on this page, dia- F 
monds are mounted in palladium for earclips and a_ brooch indi § 


fi 


vidually styled and created by Harry Winston, 7 E. 51st St., New York, 
who finds this noble metal particularly desirable for brooches. This is | 
because palladium is lighter in weight than either gold or platinum and § 
consequently will not “drag” the flimsiest fabric. This same quality of 9 
lightness makes palladium ideal for earrings. The diamond and pal- 
ladium earclips, the size of a half dollar, continue a style trend towards 


larger diameters. 
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® On the following pages we are reproducing a series of advertisements 
which is appearing in America’s leading Service and Class Magazines. 
ws These messages are directed to your customers so that they may 
know the story behind the Wallace three-dimensional Sterling flatware 
patterns — to those of your customers who enjoy the pride of possession 
that goes with Wallace Sculptured Sterling - to those of your customers 
who have been unable to complete their services because of priorities and 
the dislocations brought on by war—to those of your customers who 
will want to choose their own individual Wallace pattern now and secure 


‘their services when silver is again available in peacetime volume. 


WALLACE SILVERSMITHS . WALLINGFORD, CONNECTICUT 








M.,, of the skilled hands that have crafted Wallace Sterling 


for years are busy these days making war materials because Wallace facilities 

are open first to the government for whatever may be the requirement. 

These messages keep the name Wallace, and what’it has stood for since 1835, in the 
minds of over 47 million readers through the pages of these 

important magazines: Ladies’ Home Journal ~* Woman’s Home Companion 
Good Housekeeping ~# Town and Country ~# House and Garden 

House Beautiful ~s« Harper’s Bazaar ~# McCall's Magazine ~# Vogue 


Bride’s Magazine ~# Mademoiselle. 

















A Composer, bending Over his Piano, strums 4 motif on the keyboard. It is beautiful 
even in its unadorned simplicity, The ©omPposer nods his head in approval. He 
is satisfied With his basic material, from Which he wil] build a Masterpiece of sound 
—he then Proceeds to score an Orchestra] Pattern of sonorous harmonies, with 
Sweep and depth and breadth and counter melodies to enrich the main theme, 
Scoring it to Completely form a third dimensional 8randeur. Lo! the simple motif 
has become a symphony — ang finally, we “re privileged to hear a glorious pro- 
duction, sculptured in the perfect fullness of its musica] Conception. 


It is this rounded beauty, this three-dimensional quality, which Wallace has added 
0 silver flatware in many fascinating and subtle ways. The focal Point of the 
design, or the design in its entirety, may thus be climaxed by this sculptural 


technique. In this superb quality of sculpture, the front, back and profile have a 
Correlated artistry that blends into a form of glorified unity, 


In ordinary flatware, the motif is simply “embossed” upon the Surface of the 
sterling. The design has been executed in only one or ‘wo dimensions. The resultant 
effect is comparatively dul and flat, and the fascinating interplay of scintillating 
highlights, reflections and shadows jn the silver itself reduced to 3 minimum, 
In Wallace Sculptured Sterling the pattern iS not just a surface adornment, 
attractive only When viewed front-face. Wallace Sculptured Patterns have a third 
dimension beauty. 


Picture a coin with the head of a man stamped in relief “PON its face. Then Picture 
the bust of that same man, sculptured by a master, the marble fully and Mmagnifi- 
cently formed, front, rear and Profile— and you have the basic difference between 
a design that is embossed on the surface and a design that is sculptured in 
three dimensions. 


and the mood of the Pattern Properly ©xpressed. As in a symphony, the simple 
motif is made sculpturally Perfect in the final drama of its Conception. To POssess 


a set of sterling sculptured by Wallace is to own 4 Masterpiece that is 4 genuine 
























The fragile beauty of rose point lace is a symbol of the bak 


ding day. Its web of enchantment, illumined by 3 profusion 
of full-blown roses, has enshrined queens and duchesses as 
they knelt before the nuptial altar. Here in America, to 
wear a wedding veil of heirloom rose point is to carry on 
one of the most beloved of bridal traditions 
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ee ROSE OF SCULPTURED BEAUTY 


oa web-like beauty and flowing softness that it could be 


drawn through a wedding ring. No wonder, a rose point wed- 
ding veil is valued at hundreds of times its weight in gold. 


Today, the crafting of this most patrician of laces is » lost 
art. But its memory has been caught forever in Wallace 
Rose Point. The full-blown rose, surrounded by a pearl 
of geometric regularity, has been sculptured by Wallace 
in precious sterling. This is Third Dimension Beauty ... 
exclusively Wallace. 


Man}: of the silled honds that crafted Wellace Sterling are mal 





vsred, Send 10% for our booklet, Wallace Moods in Sculpture’ 
Sterling, which tells in full the fascinating story of Rose Point and 
the other Wallace Sculptured patterns — Stradivari, Sir Christopher, 
Grande Baroque and Grand Colonial. 

WALLACE SILVERSMITHS, WALLINGFORD, CONNECTICUT 
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by PHIL LANCE 


ee UR jewelry sales have been increased over 30 
per cent by making a play for women to pur- 
chase jewelry for their men who are in the service or 
who are leaving to serve with our forces,’ says Frank 
R. Jellinek, jewelry buyer for the Astra jewelry stores, 
Philadelphia. 
“We can’t claim too much credit for having thought 
of this idea. It was almost automatically suggested to 
us by the fact that so many women came in looking for 
some sort of jewelry items that they could present to 
someone already in the service or to someone about to 
enter into it. 
“Their thought in giving some sort of jewelry to these 
men-folk seemed to be two-fold. Primarily, they felt 
that a piece of jewelry is something to be carefully 
guarded and treasured, because it is a valuable object 
in itself. It is not carelessly handled and forgotten 
: about, but is watchfully guarded by the possessor. Sec- 

ondly, a soldier likes to take with him from home some 
sort of souvenir or trinket to remember someone by, or 
to serve as a constant remembrance of something that he 
has cherished. 

“Therefore, they reasoned, what could serve this two- 
fold purpose better than a jewelry piece? Taking our 
cue from these many conversations, we started to play 
up jewelry to be purchased for gifts to the service boys.” 
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Jewelry for Service Men 
Brings in New Customers 
































After buying a military ring for her 
soldier sweetheart, this customer 
selects a patriotic pin for herself. 


Astra show windows feature popu- 
larly-priced military jewelry, for 
mothers, wives and brides-to-be 
to give to their men in the service. 






Using the local newspapers as a means of carrying 
out this campaign, the Astra jewelry stores used such 
copy as the following: 

“What are you going to give to your boys, your hus- 
bands, and your sweethearts when they leave for the 
armed services? Give something that will be valuable 
and serve as a gift at the same time. Give jewelry. 
Cigarettes are fine, but they go up in smoke and vanish; 
cash is still better, but that is spent and forgotten. Give 
jewelry for something to be valued and remembered by. 
Jewelry serves both purposes.” 

Along with such advertisements the Astra store began 
devoting one of their show windows to displays to tie 
in with their advertising campaign. 

A typical window was decked out in patriotic colors 
and symbols, and the jewelry displayed was emblematic 
of the various units in the service. Such items as in- 
signia, flags, eagle pins, victory signs, and Army and 
Navy rings were featured. Small signs beneath each 
item told of the branch of service which it represented. 
This helped the purchaser to select a piece of jewelry 
that would symbolize to the wearer his own specific 
branch of the service. Such displays and such jewelry 
proved most welcome to the customers and brought grati- 
fying results to Mr. Jellinek, who found his sales soar- 

(Please turn to page 104) 
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Diamonds enhance bridal beauty 


- - - And they’ll prefer to buy from you 
if you know “‘style”’; otherwise, they’ll 


have to turn to the department store 


EW jewelry customers aren’t sure about style; if 

the jeweler’s show windows and interior displays 
don’t make it evident that he knows (1) what jewelry 
should be worn and (2) how it should be worn for 
maximum drama and effectiveness, why then the cus- 
tomer will go to the department store. 

So said June Hamilton Rhodes, during the recent 
Jewelry Industry Publicity Board style clinic at the 
ANRJA convention in New York. The three glamor 
girls pictured on this page took part in the clinic. 

The diamond bride (above) wears diamond ear- 
rings, diamond flower clip and diamond bracelet. Her 
wedding ring, of course, is a diamond band. A ruby 
accents either side of the diamond mounted in the 
engagement ring. 

Matching ensembles are more important than ever. The 
young woman in the basic black dress (upper right) has 
a gorgeous selection of gold and sapphires. The clips 
are set with diamonds, star sapphircs and sprays of 
pink, yellow, blue and gray sapphires in pastel tones. 
Bracelet, ring and earrings likewise glow with the vari- 
colored pastel sapphires. 

Miss College Girl (lower right) proves that smart 
jewel accents need not be costly. Besides a single strand 
of pearls, she wears silver bow-clip and silver earrings, 
a tailored gold watch on an alligator strap and silve 
ring of rope and anchor design. ; 
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Jane College wears silver jewelry 


THE JEWELERS’ CIRCULAR-KEYSTONE® Ft 





ee a te 


a 
pin 


ex Soldier: “See— make | 
lighter 


islander: “My dear 
tir — I've : 


RONSON quality 
<ccessories far 










| i being . 
i Accessories are * a 
= econ all over she wake. 4 Lighter Accessories are bei oumes ys INFERIOR UMITATIONS) nO 
happily, they #Fe still ava y our forces all oon Oa _ wed by — Accessories are bei ‘-* REDSKIN “Fits. The dis. 
iviliams bere: . ippily, they are still availal 44" forces ail over the world, tee in . 
veer poMSOM? REDSHIN'FLINTS'. THE (runs here! diet oe MOM = REDS FURTS Te, tet Wace 2 | 
* i i al F 3 ive ‘REDSKIN' . tage , . ~ exer, 
i hase sas “REDSKIN ec har one RONSON: “REDSKIN FUNTS’.1 guarantee of high saan your Mfe-Gre atdness show.. 
'. ante of ry oe showers of = 1Y® REDS a seer te ees length, teropered hardnece = extra: (ee fore. PedOm fro 





Reproduced in part and in reduced size 


RONSON LIGHTER ACCESSORIES ARE FIRST CHOICE! 











i ighters has taught civilians “RONSON Lighter Accessories are being used by our forces 
Now that the scarcity of lig , ee — all over the world. But happily, they are still available to 

and servicemen to take care of their lighters, store- cleliteme tanet ; 
owners report a virtual “run on the bank” for RONSON “Ask for RONSON: *REDSKIN* ‘FLINTS’. The distinctive 
ts} : essories. ‘REDSKIN’ coating is your guarantee of high quality—extra- 
4 Lighter Acc length, tempered hardness, showers of sure-fire sparks, 
; i a l dependability of freedom from powdering and from other deterioration. Also 
The high quality and bso _ : b fri y ask for RONSONOL FUEL— quick lighting, clean burning and 

RONSON Lighter Accessories have made many friends RONSON WICKS—high absorption, long service.” 


over the years. Consistent consumer advertising of 


3 RONSON Lighter Accessories is building many friends Multiply for yourself the value of this great series of 


P ads by stocking and displaying RONSON Lighter Ac- 
for the future. cessories. FREE sales aids for the asking. 

Note, in the miniature reproductions above, the good- ee ee 
‘ natured approach reflecting worldwide preference for War-time production makes it urgent that orders for RONSON Accessories 


RONSON Lighter Accessories. Each ad includes a be placed well in advance. Send your order now... or write for complete 


i : . information on all RONSON Accessories, as listed below, to Art Metal 
message like the following: Works, Inc., Newark 2, N. J. 





FN NER DOT porte 


RRA Soe 





Soar tenbeaiahn 2% 


Press—It's Lit! 
Release —It’s Out! 


By 


BACK THE ATTACK=—WITH Pe, et Ee} RONSON, World's Greatest Lighter 





NEB For Ocroser, 1943 93 














ance—Industry 


RAM, FRIDAY. JULY 30. 





1943. 











Inquiry Reveals, with Price Held Factor 


By THOMAS L. STOKES, 
Scripps-H ward Staff Writer. 
WASHINGTON, July 30.—In- 

vestigation by government agencies 
has led to’a conclusion that the 
British diamond. monopoly. or 
cartel, has impeded the building 
. up of an indus- 
, trial - diamond 
stockpile in this 
country of the 
size planned by 
our officials as 
essential in the 


pile can only be built up to 50 per. 
cent of its requirements under the 
present circumsta’ ces. 

While this does not presage a 
shortage, with the’ Canadian re- 
serves to be drawn upon, it is 
further evidence to government 
officials of the danger to the 
United States in overseas cartels 
which control needed raw mate- 
rials, particularly in the postwar 
era. 

United States industry is at the 
mercy of the British syndicate for 
industrial diamonds, now necded 
in increasing quantities. as its 
South African mines produce vir- 
tually all of the world's diamonds. 

Reports from the trade to one 
agency are that despite an agree- 
ment that prices were to be held 
to prewar levels, they have been 
increased from 30 to 60 per. cent 
for all types of industrial dia- 
monds except crushing bort, which 
has declined 50 per cent below 
prewar levels. 

Investigation by the Justice De- 


during the crusade 


under study. 
The Arkansas 
asked early last year 


for underground exp; 
mine, which has be 
tion off and on 
whittled this down 


was rejected A 
letter from Richart 
rector of WPB's 





stockpile in the 
United States 





Thos. L. Stokes. 


xould interfere with its control of 
supply and price in case of an 
early end of the war, which might 
leave large stocks in this country. 
Reserves have been set up in Can- 
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The Scripps-Howard newspaper in New York has given 
dominant space to attacking the "British diamond cartel." 


Why This Smear Campaign? 


World-Telegram in a dither over “shortage” and “high price” 
of industrial diamonds; accuses “cartel” of keeping machinery 
from Arkansas mine; here are the answers to this hysteria 


OR reasons best known to itself, the New York 

World-Telegram has been carrying on a campaign 
apparently designed to create the impression that the 
Diamond Corporation is a big bad wolf which, by sin- 
ister machinations and under-cover connections, is pre- 
venting American industry from getting adequate sup- 
plies of the industrial diamonds needed for carrying on 
the production of war materials. 

The burden of its song, as set forth in articles that 
were prominently displayed in its issues of July 30 
and Aug. 25, appears to be composed of three notes 
based on these allegations: 

1. That the Diamond Corporation is preventing the 
accumulation in the United States of a reserve stock 
pile of industrial diamonds. 

2. That the Corporation has sharply and unjustifi- 
ably increased the prices of industrial diamonds. 

3. That the North American Diamond Corporation 
has been refused priorities on machinery to “develop” 
the Arkansas mines, which the World-Telegram implies 
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is due to the influence of the Diamond Corporation, 
What are the facts as to those three points? 
First, is the question of available supplies. For oh} 
vious reasons of military security, no exact figures 
be revealed as to the precise quantity of industrial 
diamonds in this country. It is known, however, thi 
American dealers have good stocks on hand, that 
supplies in substantial amounts are arriving regularly 
that the United States Government owns a_ stockpil 
which is described by a responsible WPB official 
“relatively large,” and that this stockpile is being aug 
mented by the arrangement between the governt 
of the United States and Brazil, whereby Uncle Sami 
buying the entire diamond output of the latter coum 
which is not purchased by U. S. nationals. This P 
chasing is direct—and the Diamond Corporation or 
Beers have nothing to do with it. Brazil, inciden 
produced more than three times as much diamonds 
1942 as did the entire Union of South Africa, which 
(Please turn to page 108) 
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ia For this important season Robinson and 
Sverdlik offer you a superb new collettion 
of Gem-Stone Rings fashioned with unmis- 
: takable distinction. Here are the rings that 
es : will set a new vogue — that you can display 


J & SVERDLIK with pride and sell with confidence . . . 
ROBINS in Stones GEM-STONE RINGS 


Rockefeller Center, : at every Retail Price. Level a 
aro FIT AVE from $50 to $5000 | 





New York 





\METHYST * TOPAZ * AQUAMARINE * SAPPHIRE + RUBY * EMERALD « STAR Sé P 
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PAL, which Pliny said combines “the piercing fire of ruby, the purple brilliance of amethyst, 

and, the sea-green of emerald,” is the birthstone for people who have October birthdays. 
Source—Australia, Hungary and (fire opal) Mexico. Composition—A dried-up silica jelly, con- 
taining 6 to 10 per cent water, with the body usually milky or tinted various shades by mineral 
“impurities.” The opalescent play of colors may be due to the breaking up of reflected light by 
the outer films of the many tiny layers into which the materia] solidified. T'raditions—Symbol 
of hope and innocence, it was credited with as many virtues as its hues and colors. The “unlucky” 
idea, now being forgotten, dates only from an incident in a novel by Sir Walter Scott. How cut— 
As a flat or steep-shaped cabochon, except for the transparent fire opal which may be faceted. 
How mounted—In many modern treatments, as shown by these designs from the studios of Sol 
P. Kaufman, 562 Fifth Ave., New York. 
THE JEWELERS’ CIRCULAR-KEYSTONE 
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Good luck design of 
Australian bushmen 





Opal, the beauty of Australasia 


The opal, said John Ruskin, presents the most 
lovely colors that can be seen in the world, 
except those of clouds. 


From across Southern Seas, we have gathered a notable collection 





of Opals, the October birth stone, in a wide selection of 
sizes, colors and shapes. 
Here at S. Nathan & Co., Inc., you will always find a large and varied 
stock of all precious, semi-precious and synthetic stones; for since 
1901, our sources of supply and our cooperation and expert service 


have made this your Stone Headquarters. 


§. NATHAN ¢ CO. ine 


Precious Stones and Pearls 


610 Fifth Ave., New York 20, N. Y. 
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pitch opal. Brown, semi-opal with a 
greasy luster. 

pith. Cellular substance from interior 
of certain plant stems, such as 
elder pith, used for cleaning pur- 
poses in horology. 

pits. 1. Cavities formed in steel sur- 
faces by the corrosive action of 
rust. 2. Spots worn in endstones 
by grit on end of pivots. 

Pitt diamond. A 140% ct. Indian 
diamond which was discovered in 
1701 in the mines at Partial, 150 
miles from Golconda. It weighed 
410 ct. in the rough. Originally 
bought by William Pitt, it was sold 
to the Duc d’Orleans, Regent of 
France, in 1717, whence its other 
name, the Regent. 

pivot. The portion at end of an arbor, 
formed to run in a hole or bear- 
ing, to allow rotary motion of the 
arbor; or a similar part at the ful- 
crum of a lever to allow angular 
motion; or a fixed pin on which a 
part turns on a hole or pipe in the 
part. See CONICAL PIVOT; SHOULDER 
PIVOT. 

pivot broach. Very small broaches in 
graded sets, both for cutting and 
polishing, made for finishing to size 
and polishing drilled holes for pivot 
bearings. 

pivot-detent or pivoted detent. In the 
chronometer escapement, a detent 
with a pivoted arbor on which the 
detent turns during. unlocking of 
escapement, the detent being then 
returned to its banking by a spiral 
spring on a collet on the arbor. 
The other type detent is the spring- 
detent, a portion of which is a thin 
flat spring of steel, that performs 
the functions of the arbor and 
spiral spring of the pivot-detent. 
The pivot-detent is characteristic 
of Swiss and French chronometers; 
the spring-detent, of American and 
English chronometers. 

pivot drills. Very small drills of 
standard flat form, sold in sets of 
sizes for drilling holes to hold steel 
plugs for repivoting operation in 
watch repairing. See PIVOTING. 

pivot gauge. A gauge of the fixed 
type for measuring diameters of 
pivots and small arbors, consisting 
of two bars of thin steel fastened 
to end-pieces so that there is a 
tapering slot between the bars, 
which are graduated to indicate a 
diameter, at any point where a 
piece of work comes to a stop when 
moved along in the slot. 
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pivoting. A trade term designating 
the operation of replacing a broken 
pivot by drilling a hole concentri- 
cally in the arbor, fitting in a steel 
plug, and turning a new pivot on 
the outer end of the plug. A term 
more definite than “pivoting” is re- 
pivoting, which is_ increasingly 
being used. 

pivot lathe. Special dead-center lathe, 
made to be driven with hand-bow, 
for quickly making slight altera- 
tions or finishing pivots, without 
removing staff or arbor from 
wheel. Used especially by watch 
adjusters. 

pivot polisher. A _ small _ traverse- 
spindle grinder, used as an attach- 
ment to a watchmaker’s lathe of 
the American type, with a pulley 
for driving it from the bench 
countershaft, with a taper on spin- 
dle-end to hold circular laps for 





Pivot Polisher 


grinding and polishing pivots and 
other lathe work of small diameter. 
The spindle runs in bearings in a 
yoke mounted on an adjustable 
base bolted to the lathe bed. The 
laps are of metal, bone, etc., used 
with abrasive powders in oil. 

placer (plass’er). Alluvial deposit of 
secondary material, in which ores 
or gems are found and recovered 
by such methods as panning, hy- 
draulic washing, dredging, etc. See 
ALLUVIAL, 

plagioclase (plaj’ee-o-klase). The tri- 
clinie group of feldspars: albite, 
oligoclase, labradorite (bytownite, 
anorthosite). 

plain balance. A watch balance, as 
used now in watches with cylinder 
escapement (and used in_ all 
watches prior to introduction of 
bimetallic compensation balance), 
in which arms and rim are of one 
piece of metal, without screws in 
rim. 

plain cut. A form without facets, 
cabochon, for example. 

plane of symmetry. In crystallog- 
raphy, the planes of symmetry are 





WARY, 








important for the classification of 
crystals; their system and their 


class. They can best be visualized 
as planes along which a crystal 
could be divided into  identica] 
halves. 


plane polarized light. Light which 
has passed through a polarizing 
medium, such as a nicol prism or a 
sheet of Polaroid, and as a result 
all of its vibrations are in parallel] 
planes. Such light is useful for the 
observation of pleochroism, ete. 

planetarium. Originally a model, 
operating by gearing, showing the 
planets of the solar system and 
their motions around the sun. Re- 
cently this word has been adopted 
to designate an auditorium with a 
concave hemispherical ceiling, on 
which images of celestial bodies are 
projected and their motions simu- 
lated by a complicated instrument 
on the floor, operated usually by a 
lecturer while explaining the astro- 
nomical phenomena. From early 
times down to the first quarter of 
the nineteenth century, planetaria 
were features of many public and 
fine domestic clocks. 

planetary gear. A gear wheel whose 
axis describes a_ circular path 
around the axis of another wheel. 

planishing. Treatment of soft metals 
by hammering, striking blows that 
cover the area of the work; for 
some operations in forming pieces 
of work, or for condensing and 
improving the grain of the metal, 
like planishing cast brass prepara- 
tory to using it for making parts 
of clocks or watches. 

plasma. Dark green jasper, with, 
perhaps, white or yellowish spots. 
Red spots would make it bloodstone. 

plastics. Synthetic resins of many 
types; celluloid, bakelite, catalan, 
lucite, etc., can all be included un- 
der this general term. 

plate cut. A gem cut consisting of a 
thin plate with two large parallel 
sides, possibly bounded on one or 
both surfaces by some narrow 
steps. A common type of cut for 
opaque ring stones such as lapis, 
turquoise, opal doublets, onyx, 
chalcedony, agate, etc. 

plate-marks. See HALL-MARKS. 

plates. 1. In watches and clocks, the 
flat metal parts of the framework 
of movements, comprising the 
lower or pillar plate and upper 
plate, pierced with drilled or 
jeweled holes that form bearings 
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for the pivots of the acting parts. 
2. The brass discs in a lantern 
pinion, that support the ends of 
the rounds that act as pinion 
leaves. See BAR MOVEMENT; FULL 
PLATE; LANTERN PINION; THREE- 
QUARTER PLATE. 

plate powder. Polishing powder for 
silver, much used in England, an 
old formula being: prepared chalk 
or whitening, 2 parts; oxide of tin, 
1 part; calcined hartshorn, 1 part, 
well powdered and mixed together. 

platina. An old name for platinum, 
from the Spanish word meaning 
“little silver.” 

plating. See ELECTROPLATING. 

platinize. To coat or finish with a 
layer of platinum. Usually accom- 
plished by electrodeposition or by 
the reduction of platinum salts. 

platinum. A white metallic element, 
the most important member of the 
platinum group. Used in jewelry, 
dentistry, the chemical and electri- 
cal industries, and other fields. 
Specific gravity 21.4; melting point 
1773.5° C., chemical symbol Pt. In 
the pure form it is soft and mal- 
leable. Hardness is noticeably af- 
fected by rolling and heat treating, 
also by the presence of impurities 
even in small amounts. The alloys 
containing 10 per cent iridium or 
5 per cent ruthenium possess hard- 
ness and working qualities highly 
desirable in jewelry making, and 
are known as “hard platinum.” 
See also PLATINUM GROUP. 

platinum group. The six metallic 
elements, platinum, palladium, 
iridium, osmium, rhodium and 
ruthenium. They and their alloys 
have many applications in jewelry, 
dentistry, and the chemical and 
electrical industries. The six metals 
are generally found together in 
nature, platinum and palladium be- 
ing the most abundant, and os- 
mium, rhodium and ruthenium be- 
ing the rarest. They have several 
characteristics in common: a sil- 
very-white or _ tin-white color; 
rarity; unusual resistance to cor- 
rosion; high melting points; and 
certain chemical peculiarities, such 
as the formation of complex salts 
useful in electroplating and pho- 
tography. With gold and silver 
they comprise the “noble” or 
“precious” metals. 

play. Freedom allowed in fitting parts 
of timepieces to work together. 
See ENDSHAKE; SIDESHAKE. 

play of color. The varying changeable 
colors seen in the onal, or the flash 
of color seen in the labradorite. Not 
to be confused with dispersion or 
“fire” seen in the diamond and zir- 
con, 

pleochroism (plee’o-kro”ism). A dif- 
ference in color seen in many 
(an‘sotropic) gems when they are 
viewed in different directions. Best 
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observed with polarized light or 
through an instrument like a dich- 
roscope. Dichroism is the same 
phenomena when only two different 
colors are visible, gems of the hex- 
agonal and tetragonal system are 
dichroic. However, dichroism is 
widely used in place of pleochroism, 
probably because only two colors 
will be seen in any one observation. 

pleonaste. An iron rich, black spinel. 

plinth. A base upon which some piece 
is supported. 

plug punches. Set of steel punches 
for adjusting height of cylinder 
plugs, comprising one flat-faced 
punch for replacing plugs, and 
an assortment of crank-shaped 
punches for altering heights in 
cylinder shell. 

plugs. In a cylinder escapement, the 
steel bases on which the balance 
pivots are formed; the plugs are 
fitted friction-tight in the cylinder 
shell at each end. See CYLINDER 
ESCAPEMENT. 

plume agate. FLOWER AGATE. 

plus curve. 
watch adjusters, to designate a 
form of overcoil in a Breguet hair- 
spring that is more rigid (less 
flexible) than the adjacent portion 
of the body of the spring, so formed 
with the idea of making the short- 
ares rate faster. 

pneumatic clock. A clock in which 
the hands are moved by a ratchet 
operated by a piston moved at in- 
tervals by compressed air piped to 
the clocks of a system, from a cen- 
tral station. The most extensive 
use of this system was by the 
Popp-Resche Co. for many years in 
Paris; now superseded by electric 
clock systems. 

pocket chronometer. A pocket watch 
with chronometer escapement; dif- 
ferentiated from the marine chro- 
nometer, which is a larger timepiece 
for navigating ships, mounted in a 
wooden case in gimbal rings for 
keeping the movement level regard- 
less of the motions of the ship. 

point agate. POINT CHALCEDONY. 

point chalcedony. A white or gray 
chaleedony which is so flecked with 
tiny red spots of iron oxide that the 
whole surface assumes a uniform 
soft red color. | 

point cut. Uncut octahedral diamond 
with onlv its faces polished. 

pointed-tooth escapement. Lever es- 
capement of English type, with 





Pointed Tooth Escapement 


escape-wheel teeth having angular 
instead of clubbed acting ends of 


A term used by some. 





teeth. See CLUB-TooTH: 
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CAPEMENT, ; = 
point of attachment. See P 
POINTS, — 
poising. 


The art of equalizi 

weight of a watch balesae al 7 
points around its circumference: 
very important for securing uni. 
formity of timekeeping rates in 
different positions; comprising es. 
sentially the removal or addition of 
metal at any part of balance rim 
found to be too heavy or light in 
relation to other parts of the rim 
Balance is supported by its pivots, 
for testing, on knife-edge jaws of . 
poising tool; balance will come to 
rest with heaviest part of rim 
downward. From that part, some 
weight is removed, by replacing g 
screw there with a lighter one; or 
by cutting some metal from the 
shoulder of a screw; or we'ght may 
be added to upper part of rim; these 
alterations are continued experj- 
mentally until the balance, when 
turned to any position at all on the 
poising tool, will stand still without 
turning; the balance is then “ip 
poise.” 

poising tool. Instrument consisting 
of a base mounting two adjustable 
parallel knife-edges, for testing 
watch balances to tell whether “in 
poise”; or for testing during pois- 
ing operations. Balance pivots 
rest on the knife-edges, free to roll 
sensitively to any inequality of 
weight around the balance rim.. 
See POISING. 

poising undercutters. Small hollow 
milling tools for removing metal 
from shoulder of a balance screw 
during operation of pois‘ng. 

polarity. The distinction between the 
north and south poles of a magnet. 
In demagnetizing a watch, what is 
effected is to mix or confuse the 
polarities of the molecules within 
the steel parts, so that these neu- 
tralize each other, instead of being 
similar in all the molecules and 
“pulling together” to make each 
steel part a magnet, with its po- 
larity attracting and repelling the 
polarities of other steel parts, thus 
setting up uncontrollable forces in 
the watch mechanism that inter- 
fere with its normal action, and 
spoil accuracy of timekeeping. See 
DEMAGNETIZE; MAGNETISATION. 

Polar Star diamond. A famous Indian 
diamond, now in Russian posses- 
sion, said to weigh about 40 ct. 

polariscope. An instrument for the 
studying of the properties of a sub- 


stance transmitted in polarized 
light. ; 
polariser. A nicol prism or Polaroid 


film—anything which transmits 
only polarized light. Bt 
polarized light. See PLANE POLARIZED — 
LIGHT. og 
Polaroid. Trade name for polarizing” 


film which consists of innumerable ~ 
tiny crystals of a quinine, iodine © 
compound, all aligned parallel in a 
transparent plastic sheet. The qui- — 
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nine iodine compound is strongly 
dichroic, like deep green tourma- 
line, and it absorbs almost all of 
the light vibrating in one plane 
and permits only the passage of 
light vibrating at right angles to 
the absorbed direction. In this 
way, all transmitted light is polar- 
ized. 

polka-dot agate. A locally applied 
name to a Madras, Ore., occurrence 
of a more or less colorless, trans- 
lucent chaleedony which is stained 
with small circular dots of red, 
yellow and brown. It is said to 
occur in enormous quantities on 
Pony Creek. 

polish-block. For mixing and keeping 
ready for use various abrasives 
used by watchmakers, a set of 
metal plates, usually three, each 
enclosed in a circular wooden block, 
the blocks fitted superimposed on 
each other, removable to expose 
any of the abrasives for use; 
otherwise kept closed to protect 
abrasives from exposure to dust. 

polishing broach. A tapered length of 
hardened steel of round cross-sec- 
tion, with its surface scored with 
fine scratches, used in a handle for 
polishing pivot holes after drilling 
them, or after broaching out drilled 
holes to size with a cutting broach. 
See BROACH. 

polishing lathe. 
ER’S, 

pollucite. A rare caesium mineral, a 
hydrous caesium aluminum silicate 
found in pegmatites and formerly 
in demand as a source of caesium. 
It is colorless and has a very low 
index of refraction, about 1.52, 
H.6%, sp. gr. 2.92, and has gem 
interest only for collectors. Recent 
discoveries in Australia and Swe- 
den of larger, purer masses than 
any previously known have been 
responsible for the appearance of a 
few cut gems. See POLLUX. 

pollux. The original name for pollu- 
cite, later modified, in allusion to 
its invariable association at the 
original locality, Elba, with a 
lithium mineral which was given 
the name castor. 

polychroite. I0LITE. 

polysynthetic twinning. Twinning 
many times repeated in parallel 
layers and evidenced by bands 
along a cleavage surface, such as 
in the plagioclase feldspars. 

pomegranate ruby. The Indian name 
for red spinel, which they believe 
possesses medicinal properties. 

Pontic Chryselectri. Pliny’s name for 
citrine. 

popo. A green jasper, highly prized 
in Guinea (Africa); perforated 
beads are used as money. 

poppet. The headstock or tailstock of 
a dead-center lathe. See LATHE. 

poppy stone. An attractive orbicular 
jasper with curving red splotches 


See LATHE, JEWEL- 
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found in Paradise Valley 


Llagas Creek, Calif. 

porcelain. Ceramic ware, the finest 
variety made of kaolin and feld- 
spar, fired in a kiln, producing a 
ware that is very hard, vitrified 
throughout, 2nd translucent; the 
finest kinds are classified as hard 
paste porcelains. Less costly to 
manufacture is the group known as 
soft paste porcelains, which are 
made of cheaper materials and fired 
at considerably lower heats; al- 
though these too are _ vitrified 
throughout the material, and trans- 
lucent. See POTTERY; STONEWARE. 

porcelainite, porcelain jasper. Hard, 
really metamorphosed masses of 
baked green and red clay, found 
above coal beds in some parts of 
the West, and due to a natural 
burning of the underlying coal bed. 
They are not true jasper. 

porcelain opal. Milky white, opaque 
opal. 

porphyry. An igneous rock which has 
a fine grained ground mass in 
which there are dotted isolated 
larger crystals. The famous 


and 


Egyptian porphyry has a_ red 

ground mass with small, white 

feldspar crystals. See ADINOLE. 
porringer. The American porringer 

is a round shallow 

vessel, with a flat 

triangular handle, 


usually pierced with 
a geometrical design 
or keyhole shape, so 
called from the final 
aperture in the 
handle. The English 
porringer of the 
16th and 17th cen- 
turies was a round 
shallow vessel with two handles 
and frequently with a cover. The 
body was usually embossed or 
chased, often with an acanthus 
leaf decoration around the bottom 
of the body, only. The handles 
were usually scrolled with bust 
ornaments. They were often used 
as caudle cups and posset cups. 

Port Darwin shell. See MACASSAR 
SHELL. 

portrait stone. Thin diamond plates, 
sometimes shaped and facetted on 
the edges and used as the covering 
for a tiny miniature in a ring or 
brooch. 

Portuguese cut. A modification of the 
brilliant cut, with two rows of 
rhomboidal and three of triangular 
facets on both crown and pavilion. 

position adjusting (or adjusting to 
positions). The art of making al- 
terations to parts of a watch, to 
obtain the nearest possible uni- 
formity of timekeeping in the dif- 
ferent positions the watch may 
assume in use. See ADJUSTING; 
DIAL-DOWN; DIAL-UP; PENDANT-UP. 

positive double refraction: A feature 
considered in the identification of 
minerals; in uniaxial minerals, a 
positive one has the extra-ordinary 





American- 


pe 
Porringer 





ray higher in index than the ordj- 
nary ray; in biaxial, beta is nearer 
to the lower index than it is to the 
higher. 

positive setting. Type of mechanism 
for setting watch hands to time 
wherein the power for operating 
the shifting lever comes direct:y 
from a pull on the crown, instead 
of from a spring in the mechanism 
within the watch movement. See 
NEGATIVE SETTING, 

posset cup. A cup similar to a caudle 
cup and the English type of por- 
ringer. Used for warming the 
drink known as poset, milk cur- 
dled with wine and with spices 
added. See PORRINGER. 

posy (or poesy) ring. A type of love 
ring in vogue from the Middle 
Ages to the 16th and 17th cen- 
turies, with a sentiment engraved 
on the band. Also called chanson 
or motto rings. 

potassium. A metallic element, a salt 
of which, potassium cyanide, is 
largely used in the jewelry trades, 
in solutions for electroplating, for 
cleaning silver, for brightening 
tarnished parts in cleaning watches, 
for extracting gold from crushed 
rock in mining, etc. 

potence. A cock which holds the bear- 
ing for the lower balance pivot of 
a full-plate watch. It is screwed 
to the bottom of the upper plate, 
opposite to the balance cock, and 
below an opening in the plate 
through which the balance staff 
extends. 

pottery. Ceramic ware made of clay 
fired in a kiln, but not vitrified 
much deeper than the surface; 
hence opaque and more or less 
porous between the surfaces. Pot- 
tery is also called earthenware. 
See PORCELAIN; STONEWARE. 

poultry shears. Large shears for 
cutting or dividing a fowl, espe- 
cially a broiler, also used for cut- 
ting the small bones in a joint or 
steak. Sometimes called joint 
shears. See DUCK SHEARS. 

pounced. Ornamented by a series of 
minute indentations made by a fine 
punch. Often used as a relief to 
more elaborate decoration. 

pounce pots. These were sand con- 
tainers made in both silver and 
Sheffield plate. They were used for 
holding sand for sprinkling over 
writing to hurry the drying, before 
the days of blotting paper. 

pouncing. Method of preparing a 
background for drawing designs 
on work to be engraved, in which 
prepared chalk is put into a small 
cotton flannel bag, tied shut; the 
bag is tapped or struck against the 
surface of the work, leaving a coat- 
ing of fine white powder on which 
pencil-marks can be drawn. Some- 
times the metal is first rubbed with 
a dampened rag, to hold more of 
the powder. 

potch. Australian term for common, 
colorless opal found associated with 
the precious opal. 
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BENJ. ALLEN & CO., SILVERSMITHS 


10 SOUTH WABASH AVENUE - CHICAGO 


rrwcen now and Christmas there will be an unusual demand for diamonds, diamond 
rings and jewelry because so many other items sold by jewelers will be obtained only 
in small quantities—and yet customers will be crowding jewelry stores for gifts for those 
they hold dear. 


We have a large and varied stock of diamonds of excellent color and make, mounted and 
loose, at attractive prices, for prompt shipment. 


Your inquiries will have prompt attention and you can always rely upon the service of 
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Fine Diamond Jewelry 
occasionally purchased 
at Sacrificed prices. 


HITE LAW BROTHERS 


Diamond Importers & Cutters 


fOWEST 48TH SELNLY.C. BRYANT 9-O1) 5 
































GOODBYE "MERCHANDISE" ADS 
(From page 75) 
prestige-building drive: 

“Some day soon, we hope, the war will be over . 
our boys will be coming home victorious. 

“Coming home to a land where freedom of speech and 
freedom of religion can be enjoyed .. . and returni 
to homes with freedom from fear and freedom from 
want. 

“Yes, perhaps still another freedom . . . the freedom 
to have and to enjoy the precious ‘little’ things of life 
ead the personal articles that give us so much pride of 
possession. 

“Here at Rogers & Co. we catch a glimpse of what 
preciousness and beauty will be available when all the 
resources and production skills now devoted to equipping 
men for fighting will be turned to equipping men for 
living! 

“Then you will realize what a wonderful investment 
your War Bonds really are . . . they helped win the 
victory. Don’t have too few! For every bond you 
buy will save lives, as it will hasten the defeat of the 
Axis . . . and take you nearer a better, happier home 
tomorrow. 

“Since Rogers & Co. was founded it has been our 
effort to maintain high standards in the selection of finer 
quality merchandise in large assortments and at lowest 
possible prices. 

“You can count on Rogers & Co., as you have dur- 
ing the past 20 years, to offer you all that is new in 
jewelry merchandise and in the better quality ... at 
the lowest possible prices.” 

Besides winning a new public confidence through 
newspaper advertising, the store has originated a radio 
program, “Hoosiers at War,” broadcast from 5:30 to 5:45 
o'clock each afternoon, Monday through Friday, by Sta- 
tion WFBM. Likewise institutional, this radio series is 
given over, to the activities of the 52 war agencies located 
in Indianapolis. 

Once a week, these radio programs announce Rogers’ 
award of two War Bonds—one going to Indiana’s out- 
standing fighting hero of the week and the other to the 
outstanding Hoosier defense worker of the week. 

“Through these methods,’ Mr. Blickman summed 
up, “we feel that the public will remember and have a 
gracious feeling towards Rogers & Co.; that, in our own 
way, we are aiding the war effort; and that the en- 
hanced public confidence in our store and merchandise 
will benefit our post-war volume.” 


JEWELRY FOR SERVICE MEN 
(From page 91) 


ing. He kept on hammering away at the theme, “Value 
and remembrance can only be found in jewelry.” 

“We kept one thing in mind, though,’ Mr. Jellinek 
continues. “That was to concentrate on popularly priced 
merchandise. While many of our customers ran into 
our higher-priced brackets, we found that the majority 
purchased items in the $5 bracket. By having mer- 
chandise in a range of prices to suit every pocketbook, 
our sales have risen with every week. We have found 
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RUBY EMERALD SAPPHIRE AMETHYST TOPAZ AQUAMARINE CRYSTAL 


IN CHOICE OF FOUR SHAPES SHOWN ABOVE, ACTUAL SIZE 
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it highly important to show prices plainly in all dis- 
plays. Many people have the idea that jewelry runs in 
the high-money bracket, and therefore often fail to con- 
sider it as a gift for men going into the service. 

“By showing them through our plainly-priced window 
displays that many attractive jewelry gifts are also low 
in price, we bring in many people who otherwise would 
never enter the store. For the same reason, we never 
include the valuable jewelry pieces that may run into 
hundreds of dollars in our displays of service gifts that 
range in a minimum category. We did so at first, but 
several of our customers pointed out that at first glance 
they had almost been ‘scared away’ by the fact that, 
before they noticed the prices, the mere presence of 
these service articles in the same window with these 
costly items gave a first impression that the service gifts 
must be highly priced too. So we promptly remedied 
this situation by keeping the various price groups of 
merchandise in their own class. The results that fol- 
lowed clearly proved how often the public is misled by 
‘mixed’ window displays and how sales are lost as a 
result of them,” Mr. Jellinek commented. 

The Astra Jewelry Store is completely modern to 
the last detail in every respect—fixtures, decorations and 
lighting. Lighting comes from concealed fluorescent 
fixtures. Walls are completely mirrored, and the show- 
cases are separate and individual instead of a solid row 
of uniform counters. A single aisle runs down the 
center of the floor. Entrance doors are all glass, per- 
mitting full and unobstructed view of the interior. Dis- 
play windows on each side of the entrance are high 


enough to bring the displays within comforta 
range without stooping, and have a toe recess 
the wall joins the sidewalk. 


ble eye 
where 


WALLPAPER GIVES NEW LIFE TO DISPLAYs 


When the Brackin Jewelry Company, Montgome 
Ala., encountered difficulties in buying certain ial 
fixtures for a modernization job, they were asl 
“stopped.” Instead, the management ingeniously yseq 
ordinary decorative wallpaper to turn out handsome, at. 
tractive display fixtures. 

The store front was one of the last to be completely 
remodelled and modernized before war priorities put a 
stop to this work. In the interior, half a dozen out. 
moded glass and varnished wood display cases, gift 
tables, shelving fixtures, etc., needed replacement—by 
it proved impossible to buy those which had been planned 
for matching the store interior up with its facade. 

Accordingly, C. Brackin, head of the store, turned tp 
carpentry and the use of wallpaper. Rough corners, 
carving and ornamental trim on the old cases were planed 
off smooth, and over this surface, using a light paste 
which allows for easy removal, carefully matched wal. 
paper was applied. 

A typical display fixture which has created much 
pleased comment was the gift section near the rear, 
Here a flat table with three wide shelves over it was 
unattractive. Covering it with a light gray and rose 
wallpaper combination, neatly cemented down over 
shelves and table, formed a square, modern background, 
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Matched Pairs and Single Fancies in all sizes our speciality. We also carry 
a large stock of Mellee, Marquises, Emerald Cuts and Round Diamonds. 


Call on us for your needs. 


We wish to notify the trade that we buy estates consisting of diamond 
mounted platinum and gold jewelry and colored stones. 


ous livre & Son 


HOE FIFTH AVENUE NEW YORK 


Telephone MEdallion 3-4822 
Chicago Representative: Mr. George Pilzer;-31~-N. State St. 
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Established 1866 





608 Fifth Avenue, New York 20, N. Y. 


Cutting Works: anil 
64 West 48th Street 23 Holborn Viaduct 
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EMERALD CUT AND MARQUISE 


STAR SAPPHIRES 


RUBIES e STAR RUBIES e SAPPHIRES 
CAT'S EYES e EMERALDS e PEARLS 


We have a large stock of Precious Stones,—mounted 
and unmounted from which to make your selection. 
Let us cooperate with you on your special calls. 


We are in the market for Diamond Jewelry and can offer good 
prices on any small or large pieces which your customer may 
desire to dispose of. 





Jerome Richheimer 


608 FIFTH AVE. NEW YORK 20, N. Y. 
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SAPPHIRES 


rts You Like “Shem - 


LOOSE OR SET 
LARGE OR SMALL 
PRICED FROM ‘60 to °60,000 


Getting the most out of your sales 
opportunities in SAPPHIRES is simply 
a matter of depending on HAROLD 
COHEN as your source of supply. Our 
olla-tameolalal-tailelir mise &-balelamelsrem leiauler 
our vast collection of superlative stones 
— loose and set, large and small — 
establish us as America’s leading spe- 
cialist in these always-popular gems. 
needs in Sapphires, 


Whatever your 


therefore, by all means consult us. 


Waal Cohen 


SPECIALISTS IN SAPPHIRES 

British Building, Rockefeller Center 
rFigiet AVENUE 
TORK CiLyY 


620 
N EW 
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WHY THIS SMEAR CAMPAIGN? 
(From page 94) 
World-Telegram mistakenly says is the world’s largest 
producer. 

Moreover, the Diamond Corporation maintain 
serve supply of industrial diamonds in Canada 
may be drawn upon over-night to replenish American 
stocks if at any time this should be necessary, If ; 
difficult to see what difference it makes on which id 
of the border this stock is kept, since it is just-as quickid 
and readily available in Toronto or Montreal as it woall 
be in New York or Philadelphia. 

It is also difficult to see any sinister intent in the fact 
that a British corporation prefers to keep its assets 
within the British Empire when there is no advantage 
to anyone in its doing otherwise. 

The World-Telegram says in its article of Aug. 25 
that the Diamond Corporation is using “every safeguard 
against building a surplus in this country which might 
break the syndicate’s control after the war.” In case 
there should be a post-war surplus of industrial dis. 
monds, which is unlikely, just what difference does the 
World-Telegram think it would make, whether that 
surplus is in the United States or Canada or England? 
If this hypothetical surplus were in this country, would 
the World-Telegram have the Government of the United 
States confiscate the property of a business firm of , 
friendly nation in order to dump it on the market? [f 
not, how would it change the situation? 

Moreover, how long does the World-T'elegram think 
that any conceivable “surplus” stock would last, with 
American industry using several million carats a year 
in even normal times! 

Finally, as to the charge that ‘the syndicate” 5 
doling out supplies on almost a day to day basis, J, 1, 
Van Deventer, editor of The Iron Age, the recognized 
authority of the metal working industries, which arg 
the chief users of industrial diamonds, says: 

“So far as I can ascertain, there has been no shore 
age of supply of these essential tools of production 
during. the last two years. Neither manufacturers of 
diamond dressing tools, or grinding wheels, nor mani 
facturers who use them, report any difficulty in obtain 
ing sufficient supplies. Naturally if any such shortages 
existed they would come to our attention since the metal 
working industry that we represent is the largest user | 
of industrial diamonds. é 

“Nor, apparently, has there been any rise in the price 
of diamonds comparable to taezgeneral rise in the price 
level of other commodities duting the past two years; | 
on the contrary, prices are tending to drop at the prem) 
ent time. The consumer today is paying approxi 
10 per cent less for certain classes of stones than lif 
did ten years ago, and. the general price level has be D 
exceptionally stable under unusually heavy demand.7 

The second paragraph of that quotation answe® 
point number two of the World-Telegram’s charges. 
is further answered by the fact that despite highet 
costs of production, transportation and insurance, & 
Diamond Corporation has not increased prices of 1 
dustrial rough by one penny since early 1942. Wh 
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rises did occur were in 1941, prior. to the entry of t 
United States into the war, and during a period wi | 
prices of other commodities were going up much fast 

and farther than those of rough diamonds. , 
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Also at least a part of the increases in the cost of 
industrials during the pre-OPA days was because of 
higher charges by the diamond cutters who buy the 
rough stones from the Corporation and over whom of 
course the Corporation has no control. 

If any user is paying more for industrial stones today 
than he was a year ago, it is because he is using a better 
quality, as some firms are doing. 

It is on point three—the charge that the Diamond 
Corporation is influencing WPB officials to throttle po- 
tential competition from an American company—that 
the World-Telegram really lets go with both barrels in 
its campaign of “smear” and innuendo. Immediately 
following the statement that the WPB refused priorities 
to the North American Diamond Corporation for $226, 
000 worth of machinery to develop its properties, while 
permitting shipment of machinery to mines in the Bel- 
gian Congo, the article says: 

“Men friendly to or associated with the British di- 
amond syndicate are in key places in our Government 
in war agencies dealing with critical materials.” 





You may draw your own conclusions, as to the idea 
the World-Telegram is trying to convey. The implica- 
tion should be sufficiently clear. 

But where are the grounds for even this indirect 
attack? Three men are in charge of WPB’s industrial 
diamond activities, R. J. Lund, director of the Miscel- 
laneous Minerals Division; F. G. Rockwell, chief of the 
Diamond Section; Stephen W. Hofman, chief of the New 
York office, Diamond Division. 

Not one of these three men has ever had any con- 











nection whatever with either the Diamond Corporatio 
or any of its affiliates. Mr. Lund, before joining WPR 
was an instructor in geology and has been associated 
with the American Mining Congress. Mr. Rockwell 
ever since his graduation from Harvard in 1909, i 
been a mining engineer but has never been connected 
with any diamond mining company. Mr. Hofman spent 
his entire business career, up to the time he entered 
WPB, as a buyer of diamonds for a New York firm. 
The facts hardly seem to warrant the sweeping charges 
so carelessly hurled by the World-Telegram. 

Perhaps if their Washington columnist had taken the 
trouble to check his facts a bit more carefully or to 
learn a little more about the diamond industry before 
presuming to pose as an authority on the subject, he 
might have found the real reason for turning down the 
Arkansas company’s request. But of course that would 
have taken some time and effort and spoiled his nice 
little scandal story. 

The fact of the matter is, as Mr. Stokes could haye 
sasily discovered, that the potential production of the 
Arkansas field is questionable to say the least, and any 
materials or machinery diverted to “developing” it might 
easily turn out to have been wasted on a wild goose 
chase. 

The Arkansas diamond deposit was first discovered 
in 1906. Since that time somewhere around $2,000,000 
has been sunk in it and about 10,000 carats of diamonds 
have been recovered. That figures out to about $200 
per carat, against the present price of about $3 per 
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PENDANTS 
BROOCHES 
BRACELETS 
EARRINGS 
RINGS 
LINK BUTTONS 


Somers -Ernst Co., Ine. 


Founded 1902 


_ 42. WEST 48th STREET = 








MANUFACTURERS 


O. J. Somers Co. 


DIAMOND IMPORTERS 
YORK 19, N. Y. 
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@...by Jean Ritz-Woller | 


Beautifully designed earrings of 14 Kt. 





gold, studded with precious and semi- 





precious stones .. . styled in the modern 


trend . . . fine craftsmanship and finish. 





Available for immediate delivery. 


Also a complete stock of Rings, Clips and 


Pins . . . featuring genuine colored stones 





. . . Topaz, Aquamarine, Amethyst, Star- 





Sapphire, Star Ruby, Emerald, etc. 





Write for complete information. 


|) JEAN RITZ-WOLLER COMPANY. 


220 WEST FIFTH STREET LOS ANGELES 13, CALIFORNIA 
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ALTON 
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Because of conditions 
which we have no control we 
are not able to guarantee deliv- 


ery of all models of ALTON 


me 6 OCCU 


over 





watches. However, all ALTON 
watch orders will receive our best attention, 
and we will supply whatever possible. 


We urge our customers and friends to be 
patient with us during this uncertain period, 
until we are again able to fill all orders com- 
pletely and promptly as in years gone by. 


W. & G. DIAMOND RINGS AND SETS 





Matched set in 14K. yellow gold. 
Solitaire has two side diamonds and 
-10 Carat center diamond. Wedding 
ring has three fine diamonds. 


Grade — 
A 
D843—Set—Retail...$81.25 $91.25 
Keystone Price ..... 65.00 73.00 
D844—Solitaire— 

aes 53.25 63.25 

Keystone Price .... 42.50 50.50 
D&845—Wedding Ring 

=e eae 29.50 

Keystone Price .... .... 23.50 


Matched set“in 14K. yellow gold. 
Solitaire has .05: Carat center dia- 
mond. Wedding ring has three fine 
diamonds. 

5 Grade Grade 
A A 
D879—Set—Retail .$59.50 $61.50 
Keystone Price .... 47.50 51. 
D880—Solitaire— 


een ARE 31.25 36.25 
Keystone Price .... 25.00 29.00 
881—Wedding Ring 

<a 29.50 
Keystone Price .... .... 23.50 


Prices and quality of W. & G. Diamond 
Rings and Sets are the same as in 194]— 
no advance in price, no reduction in quality. 


SEND FOR THE W&G DIAMOND CATALOGUE 
FOR READY REFERENCE 


Weksler & Goodman. Ine. 


Distributors of Keystone. Star, Belove. and 
1.D. Watch Cases 


> South 


Wabash Ave. 
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carat for the average of all the rou 
industrial and gem qualities mined 
on — To a man on the sidelines it would seem that 
ere might be good and sufficient reason for hesitati 
to divert machinery from actively producing fields ; 
order to try again to “develop” a deposit whose cost , 
production over a 37-year period, is approximately a 
times as great as the average of other mines, - 

Also, total production of the Arkansas field in all 
the 37 years since its discovery is less than two ma 
of one per cent of the current annual production of the 
Belgian Congo, which, in 1942 alone amounted to about 
six million carats. 

If you had a limited amount of machinery at your 
disposal and wanted to use it in the place where it would 
give the maximum output, where would you send jt? 
To a field that has produced 10,000 carats in 37 Years 
or to a field that yields 6,000,000 in one year? And 
would your decision for the latter indicate an improper 
motive? 

The World-Telegram may argue the reason for the 
small Arkansas production is that it has never been 
fully developed. To which we reply, ““Why not?” My. 
Stokes says the property was “formerly on a producing 
basis.” Why then has one company after another given 
up the mine after a short time? Why has the field lain 
practically idle since 1920 and completely so for the 
past dozen years?- Why, if the field has any worth 
while possibilities, has it not been possible to interest 
capital in developing it, when there has been plenty of 
capital for the development of all sorts of mining ven- 
tures that looked at all promising? What reason then 
is there to think that it should suddenly be worth de- 
veloping now? 

If in the face of those facts the World-Telegram 
believes that motives should be questioned, we should 
like to ask that worthy paper what its own motive is 
in carrying on this campaign. 


gh diamonds, both 





GETTING THAT PATRIOTIC TOUCH 


Ideas are where you find them! The jeweler who 
looks only at other jewelry windows, scans only other 
jewelry store advertising, misses a great many produc- 
tive ideas that he could adapt easily to his own trade. 

Take patriotic ideas. One might scan a dozen news- 
papers or view a dozen windows, in a dozen different 
cities and find not a single patriotic idea being used by 
a jeweler; yet, here and there in other fields of retailing 
in the same cities might be ideas that would be in good 
taste, and in step with the times, in any jeweler’s adver- 
tisement or window. 

As an example of what the other fellow is doing, and 
that a jeweler could do, is the small-space advertisement 
used by a certain Western insurance agency. Many 
jewelers use daily space of about the same size—four 
inches, single column. Too often such advertisements 
are lost in the shuffle. But this particular ad sticks out 
like a general’s chest! The advertiser used a cut of him- 
self in the upper third of the space, leaving room at the 
right for a long, narrow “V,” with a border of the 
familiar dot, dot, dot, dash symbol of the V for Victory. 
Text of all the ads in the series begins “The ......-+: 
Co. has helped to achieve victory on the home front, by 
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ame Ob; rectiw e Every bomb that finds its target . . . every 


man and woman hour of ports: is a step toward VICTORY. Day and night our skilled men and 
women are producing War Materiel for our Fighting Men. In addition, WADSWORTH quality and 


craftsmanship is maintained in the production of Watch Cases for our Armed Forces. 


Walkkwor 1 


THE WADSWORTH WATCH CASE CO., INC., DAYTON, KENTUCKY 
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Our Contribution— 
ONE HUNDRED THOUSAND DOLLARS 


To The $15,000,000,000 3rd War Loan 


This is in addition To The 
ONE QUARTER MILLION DOLLARS 
already purchased 


(This does not include purchases of 
war bonds made by our employees) 


\MELED 


. / 
\ 
V 


an 


mA GREATER VALUE = A_ GREATER SERVICE 


Largest and Foremost Supply House 
in the World 


OUR FACTORY CONTINUES 
TO WORK NIGHT AND DAY 
MANUFACTURING PRECISION 
TOOLS FOR THE REPAIRING 
OF WAR EQUIPMENT!! 
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Then follows a single sentence, covering 
things that the agency has done 
effort. 

Every patriotic jeweler likewise has done somethin 
to aid the war effort, of which he is proud. Perhaps . 
has given a large number of his sales force to the armed 
forces; perhaps he has made an unusually good showj 
in sales of War Stamps and Bonds; perhaps he hag 
loaned a chronometer to the Navy; perhaps he has col- 
lected and repaired watches to be sent to the Russian 
army. Maybe he has presented all mothers of sons in gey- 
vice who would call at his store, a small service pin, in- 
expensive, but in good taste. Taking the idea fron; the 
insurance agency’s ad, he could create small-space adyey. 
tising for his store that would be equally effective, 


Various 
to promote the War 


ng 


Then there are the stores located along coast lines, 
where dim-outs are nightly practiced. Most jewelers 
have overlooked entirely the opportunity to turn this 
new practice to good account in their advertising copy. 
It was a furniture store, we believe, whose advertise- 
ment we spotted in our home town newspaper, still sub- 
scribed to after 25 years in the west, which came oyt 
with an advertisement headed, “Our Windows May Be 
a Little Dim, but Our Quality Merchandise Wj) 
Brighten Any Home.’ Another advertisement read, “A 
Real Dim-Out on High Prices.” 

A natural for adaptation by any jeweler similarly 
located! We Americans like plays on words, appreciate 
any merchant who can make light of a dim-out (pardon 
us!) and turn his blacked-out windows into an advertis- 
ing asset. 

There is another eastern store that was even more 
original. It completely blacked out one window with 
water paint, except for a few peep holes. During the 
day, the window was brilliantly lighted within, reveal- 
ing to every eye pressed against a peep-hole the word- 
ing across the back of the window, “Behind Every 
Black Out is Perfection.”’” Displayed—this was a hard 
ware store—were shovels and pails for sand, flashlights, 
and all’ the other paraphernalia families should have 
available in case of air attack. 





Of course, the jewelry store does not handle such 
equipment, but quality, nationally-advertised products, 
a store name that has stood for honest dealings over 50 
years or more, all offer protection. The idea can be 
adapted in many different ways by jewelers wishing to 
introduce a bit of novelty into a window display—nov- 
elty, with that patriotic touch. 

Good taste is never questioned when a jewelry store 
pays tribute to its men in service. There have been 
jewelry stores that have created elaborate displays, but 
displays do not need to be elaborate to create a warm 
interest, and react to the benefit of the store. An idea 
that we've noticed here and there is to place in the cen- 
ter of a window a large scroll on which, as one man 
after another goes into service, his name is added. Basic- 
ally it’s the same idea as the service flag, but personal- 
ized, and therefore more effective. Personalization can 
be carried a step still further, if the list isn’t too large, 











by mounting a small picture of each man before or after 
his name. 

An eastern sporting goods store put over the biggest 
day’s sale in its history when it made the purchase of a 
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i 2 NOTICE 
TO WATCH IMPORTERS 
"| | Or Not Lecatty MARKED WaTCcH MOVEMENTS AND WATCH CASES 


For the last eighteen months we have specialized in engraving the 









r- Importer’s name or the Manufacturer’s name and symbol on Swiss 
Watch Movements and Watch Cases in order that the watches may 

‘i ' 

r comply with United States Customs regulations. 


I Back the Back the 

A Attack— Attack— 
Buy Buy 

‘ War War 

} Bonds Bonds 
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Max Schechner, a member of our firm, was the first to.use a specially constructed engraving 
machine to facilitate the marking of watch movements and cases without damaging the watch 
movement. Our large staff of experienced watchmakers and assistants has now been 
specially trained to do this work, and all watches engraved by us are guaranteed to be 
returned to you in A-] condition. Any watch that may need adjusting will be serviced by 
us through our associate firm, the Marudo Watch Company. 


oe. = &..&. se 


We are equipped to do the work at the Appraiser Stores, the Foreign Trade 
Zones, at our main shop at 48 West 48th Street, or at your own establishment. 


| - §CHECHNER & WINKLER 


48 WEST 48th STREET NEW YORK CITY 
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defense stamp compulsory with each sale. The event was 
widely advertised. A customer could buy any denomina- 
tion stamp he wished. Thus, a jewelry store customer 
could buy a $500 diamond ring and purchase only a 10 
cent stamp, or he could buy a 25 cent chain clasp and 
with it a $5 stamp. 

Specials for the day were listed, each price appearing 
as “plus a War Stamp.” A simple way to garner a tidy 
sum for Uncle Sam! 

Suitable for the jeweler in a small town where trade 
is the “folksy” type is the plan of a farm-town general 
merchant who every Monday morning placed in the cen- 
ter of his display window, a white card bearing a “home- 
made”’ jingle touching on current events, paying tribute 
to local men in the service, aiding the war effort. Typ- 
ical of the type of four-line rhymes that appeared is the 
following: 

“Till Victory’s lamp 
Is burning bright, 
We'll buy the Bonds 
To aid the fight.” 

The patriotic tie-in should be widely used. There is 
just one thing to remember—it must always be in good 
taste. 


A "BEST BUY" IN FALL JEWELS 


Here’s a brooch jewelers can sell for $1. Its design 
is patriotic and timely. Its intrinsic value is assayed 
at 90 cents. Thus, every purchaser can wear it with 
pride and eventually get back nearly every penny she 
paid for it. 

As the photograph shows, this remarkable brooch— 


a fall corsage—contains nine 10-cent War Stamps. Full 
information about how retailers can buy and Sell the 
corsage may be had from Harry A. Perlman, chairman 
of the War Stamp Corsage Committee, U. §S, Treasury 
Department, 105 W. Adams St., Chicago 3. 

Mary Lewis, merchandise supervisor of women’s Wear- 
ing apparel for Sears Roebuck & Co., who designed this 
new Victory fashion, says of it: 





War Stamp Corsage sells for $1 


“TI have put everything into the new Fall War Stamp 
corsage—courage and faith in the gay colors of the 
golden rust leaves, the War Stamps (those important 
stamps that add up to War Bonds) curled crisply like 
brave blossoms, bright green berries for a ringing splash 
of colors in the center. 
the downfall of the Axis. 


we are to victory.” 


To me the Fall Corsage means 
The more you buy, the closer 
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The besive heeps growing 
or Coblon-hued 


Dirilyte 


Although we haven’t made any Dirilyte 
flatware for some time, due to the war, en- 
quiries about it keep arriving—from city, | 
country, army post—every place where 
people are thinking about their post-war 
homes. 





Why does Dirilyte interest them? Partly 
because it’s so glamorous. This brilliant 
golden-hued metal lifts any table setting 
into the realm of colorful, gleaming drama. 


And there are practical reasons. Dirilyte 
harmonizes with the china and _ linens 

. people already own. It is scratch-resistant, 
solid—nothing to wear off. Yet it costs no 
more than good plate. 


If, after victory, you'd like Dirilyte to 


be a bright spot in your store, write 
us for further information, today. 


AMERICAN ART ALLOYS, INC. 











Golden-hued Dirilyte flatware, centerpiece, ashtrays and candelabra combine in a striking 
end beautiful way with gold-rimmed flower-strewn china and gold-rimmed crystal. 
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INSIGNIA JEWELRY 


FOR IMMEDIATE DELIVERY 
STERLING BASE— WHITE AND YELLOW FINISH 

















, 1. Yellow Pendant 2. Yellow Pendant 3. Yellow Pendant 4. White Navy Pin 62!/¢ 
Pin $1.00 Pin $1.00 Pin $1.00 


All of the items illustrated may be had with the various insignias 
of all branches of the Armed Forces. Safety catches on all pin backs. 





‘ 7. 10 K. Gold Men's 8. Sterling Silver 9. Extra Heavy Sterling 
Insignia Ring $10.50 Men's Insignia Ring 75¢ Service Men's Ring $2.50 “i fe 
6. Yellow Circle Service Pin $3.00 NET PRICES QUOTED 10. Yellow Pa Air Corps 
in $3. 





11. Yellow Insignia 12. Yellow "V" Pin 13. Red, White & Blue Ribbon Bar, Yellow 15. Yellow Chain 16. White Pendant 
$1.25 lane 50¢ Service Pin $1.75 Insignia Pin 87'/2¢ 
14. Yellow or Wh 


Chain Locket $4.25 
te Air Corps Pin 62!/.¢ 









17, White ''U. S. Army" Bracelet 18. White Identification Bracelet 


$2.50 c $3.25—with insignia 25¢ extra 
BROWN, GOLD CO., INC. 


110 SOUTH 8th STREET PHILADELPHIA, PA. 


Write us for assortment of other Military Jewelry. 














} FOR OcToBER, 1943 117 











SOGGOEOOGOOGESSOGOSOSOOOGOC6OO8 


GOOD, | 
OLD-FASHIONED : 
AMERICAN 7 
INTEGRITY: 
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RATIONED 
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8 
“BUY FROM BECKEN 
AND GET THE BEST” 
3 
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SDEGKEN @ 
29 E. MADISON STREET 
CHICAGO 
DETROIT DENVER 


AMERICA'S LEADING WHOLESALERS 
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URGES TRADE DIVERSION CONTROL, Now 


OW is the time to control trade diversion, which 

distributes an estimated billion dollars’ worth of 
consumer goods each year through other than reeae: 
nized distributive channels and which will be an — 
greater problem after the war, says Arthur L, Garniss 
cf the New York Council on Retail Trade Diversion, in 
a new booklet, “Trade Diversion, a Discussion of its 
Causes and Effects.” 

Copies may be obtained from the Council, whose aq- 
dress is 60 E, 42nd St., New York. Likewise ayail- 
able are two other publications, “Consumer Deception 
Through Trade Diversion” and “Studies and Reports 
on Industrial Selling.”’ 

“The methods used in such distribution are almost 
always deceptive to the consumer, unfair to the estab- 
lished retailer, damaging to the reputation of the many- 
facturer, and generally unsound economically,” the new 
bocklet says. “The importance of trade diversion ag 4 
serious post-war problem and as the subject for intelli- 
gent post-war planning cannot and must not be over- 
looked by the many elements. of our economy which it 
can affect. 

“In spite of the war, the highly developed techniques 
of actual diverters and the thoughtless and careless 
policies of other elements of the trades involved stil] 
exist and will create an even greater problem with the 
return of a full flow of consumer goods.” 

From the standpoint of prices, trade diversionists are 
retailers, because their prices differ slightly if at all 
from those of established retailers, Mr. Garniss points 
out; yet to hoodwink the consumer into believing that 
they offer him a price advantage they pose as one of 
the following: 

1) Wholesaler, distributor or manufacturer, though 
performing none of these functions, or 

2) Those who specialize in discounts on nationally 
advertised, price-fixed merchandise which they use as 
“bait’’ to induce the further purchase of unidentifiable, 
inferior merchandise and who distribute “courtesy cards” 
introducing customers to self-styled “wholesalers.” 

3) “Catalog jewelry and giftware” enterprises, whose 
solicitation efforts tend to create the impression that 
they are not retailers. 

After listing these “types of retailers believed to be 
destructive,” the booklet sets forth six distributive sins 
attributed to many manufacturers and other large em- 
ployers. These forms of distribution were cited as “be- 
lieved to be destructive to existing economy’: 

1) Manufacturer or wholesaler, who knowingly mis- 
uses his legitimate function to compete in consumer sales 
with retail stores. 


2) Manufacturer who sells his products to another 
employer for resale to that employer’s employees. 

3) Manufacturer or other employer who sells to his 
employees products other than his own (except safety 


devices). 
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Come 


ORDER NOW FOR IMMEDIATE DELIVERIES 
PINS to retail for about $2. * EARRINGS to retail for about $1 


FREE... with each order of '2 gross—modernly designed permanent, two 
planed counter display, handsomely lithographed in four colors — with two deep 
blue transparent velvet pads to hold both pins and earrings — by Jordan e ‘ 


303 FIFTH AVENUE, NEW YORK FACTORY, PROVIDENCE, R. I. 
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The work of the Lapidary has always required 
the skill of experts. That’s why you should 
seek the services of an established and reliable 
firm, with a background of experience. 


For cutting, engraving, encrusting, 
drilling, or any special orders, consult 


NATHAR 
Lapidaries, Inc. 


New York 7, N. Y. 





71 Nassau Street ‘e 




















LONDON 


S. J. SHRUBSOLE 


Antiqw English Silver 
19-21 W. 57th ST., NEW YORK PLAZA 3-8066 
Member of the Art and Antique Dealers’ League of America 


NEW YORK 





English silver kettle on stand made in 
London, date 1845, by Richard Hennell. ° 


Syperializing in 


Antique silver and old Sheffield tea and coffee services 
One of the Largest Wholesale Collections in America 
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4) Manufacturer or other employer who operates a 
company store, except where normal outside facilities 
are not available. 

5) Manufacturer or other employer who subsidizes 
directly or indirectly, retail store facilities conducted 
his premises, by his employees. 

6) Manufacturer or other employer who permits dis. 
tribution among his employees of solicitation materia] 
regardless of source, but particularly from those vendors 
who claim to be “wholesalers,” “distributors,” “many. 
facturers,’ or “discount specialists,” or who offer spe- 
cial inducements such as “courtesy cards,” and who 
otherwise influences the buying habits of his employees, 

“This group,” the booklet continues, “includes some 
banks, insurance companies, railroads, etc. All of these 
groups which depend so largely for their own progress 
upon the success of the distributive trades do not seem 
to recognize the harmful effects these practices are hay- 
ing upon our system of distribution and our economy.” 

Gains would be enormous if this billion-dollar-a-year 
volume could be restored to normal retail business. 
Estimating one employee for each $7000 in retail sales, 
this restoration would afford retail employment to about 
143,000 people, in comparison to one-tenth that number 
of people now distributing the same volume through 
trade diversion methods. 

Newspaper advertising, real estate interests, public 
utilities and local taxes are now direct losers as a re- 
sult of trade diversion and would stand to benefit if this 
billion dollar volume is brought back to established re- 
tail distribution. 

He praised the National Association of Manufacfur- 
ers and the Chamber of Commerce of the United States 
for their aggressive stands against trade diversion and 
commended business men of Minnesota, Wisconsin, 
Michigan, Illinois, Pennsylvania and Ohio for having 
obtained the passage of industrial selling legislation. 


Calling for action, now, Mr. Garniss said: | 


“Manufacturers and retailers who believe that our 
present system of distribution, if unhampered, can serve 
adequately, should act to eliminate these growing prac- 
tices which tend to break it down... . 

“Undoubtedly, manufacturers have justifiable com- 
plaints about retailing practices which they would like to 
see studied. What-is most important at present is that 
both sides of this whole subject be laid on the table 
before their most representative groups; then the prob- 
lem can be fully discussed and remedies suggested. 

“Why not provide the means for intelligent considera- 
tion, study and solution of manufacturer-retailer prob- 
lems by calling together representative groups now be- 
fore post-war developments monopolize our attention?” 





THE GOVERNMENT wants merchants to assist in 
the battle to keep up civilian morale and American Art 
Week is a good time to do it. Arrange a display or 
promotion or bot: for Nov. 1-7, including silver pieces, 
china, book-ends, lamps, etc., around the theme “Ideas 
for Better Living Even in Wartime.” Or make it an 
auspicious time to inaugurate a pictures department. 
Other jewelers report a demand for florals in pairs, 
ecclesiastical subjects, landscapes, marines and repro- 
ductions of famous masterpieces. 
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We're not feshing for orders these days 
... were too busy CUTTING BAIT! 







— 


I 7 






> 


"ee 





famous Fisher Bo y Trade Mark 


Tim E was, when we could take the time to visit with 
our customers—show the line—and even promise deliveries! Sure, 
that day will come again. But in the vital meantime, we’re doing 
what other competent and patriotic manufacturers are doing—and 
proud of the chance to help! Many of the machines that produced 
for your profit are busy “cutting bait” of a different sort. We’ve no 
apologies to. make, nor are we fishing for compliments,—but please 
bear with us and your harassed wholesaler, knowing that we’re doing 
our best—treating all as we would expect to be treated—allocating 
necessarily limited production as equitably as possible. In other 
words, we are operating “today” (as we have for 75 years) on the 
basis that we shall be in business “tomorrow.” 


J. M. FISHER COMPANY * ATTLEBORO, MASS. 


ESTABLISHED 1879 





* LOCKETS - BRACELETS - ROSARIES - CROSSES - CHARMS - AND - NOVELTIES 
COLLEGE AND SCHOOL TROPHIES - AND MEDALS FOR ALL EVENTS 
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Stolen Stock Is Hard to Replace 


The light-fingered fraternity is double the menace today. because 
insurance dollars can’t replace war-searce. stolen merchandise. 


These 25 *“‘don’ts’’ will help protect your store against theft losses 





ITH window smashings and sneak thefts on the In fact, despite insurance, jewelers these days can be 

increase and the FBI predicting a rise in juvenile “burglarized out of business,’ in the words of J. Waters 
delinquency and other more serious crimes against so- Schwab of J. R. Wood & Sons, member of the executive 
ciety, jewelers must give serious thought to the danger board of the Jewelers Security Alliance, which during 
of merchandise losses. Insurance reimburses dollars— its 60-year history has spent more than $1,350,000 in 
but what about replacements? Would insurance money fighting jewelry store thieves. The Alliance has drawn 
let you re-stock waterproof watches? Those precious up 25 ‘“‘don’ts” for jewelers; jewelers who observe these 
alarm clocks, if you have any? Hard-to-get gold and “don'ts” generally don’t have theft losses. Here they 
“ther jewelry limited by WPB? are: 


@ Don’t attempt to run your business alone. Have someone with you always. 

@ Don’t leave show cases or show windows unlocked. Have spring locks on them. 
@ Don’t lose sight of valuable goods for an instant when showing to strangers. 

@ Don’t accept checks from anybody you don’t know intimately. 

@ Don’t let fine clothes or manners deceive you.Sneak thieves always dress well. 
@ Don’t show valuables by the trayful. Show only a few and watch them all. 

@ Don’t turn your back or step away without first removing shown goods. 

@ Don’t wait on more than one person at a time. 

@ Don’t mass your valuables in window or show cases. Spread them out. 

@ Don’t tempt window-smashers. Hang unbreakable glass inside regular window. 
@ Don’t have entrance-door handles which can be fastened on the outside. 

@ Don’t let anyone in your store when safe is open and goods being displayed or replaced in safe 


morning and night. 


@ Don’t be fooled by uniformed persons seeking admission at those times. é 
@ Don’t lose your head in a holdup. Keep cool; watch for means of identification. 
@ Don’t be distracted by phone calls or street brawls while serving strangers. st 


@ Don’t relax alertness if customers argue or fight. It’s a sneak-thieves’ trick. 

@ Don’t leave stock displayed or safe open while away even for a few minutes. 

@ Don’t leave valuables in showcases when closing for the night. Use your safe. W 

@ Don’t hide your safe. Place it in plain sight of police, watchman and passersby. 

@ Don't depend solely on locks and bars. Have electric protection. Install a siren. 

@ Don’t neglect to scratch-mark all jewelry so you can identify it positively. cl 

@ Don’t let strangers take goods to show to others, even a person in a car at the curb. 

@ Don’t talk unnecessarily about receiving valuable goods. Robbers may hear you. 

@ Don’t hide your Alliance signs. Have the door plate in place and the Reward sign prominently 
displayed. Impress upon your window dresser that this sign absolutely must not be left out 
and it must not be hidden. 

@ Don’t allow your membership to lapse. Pay dues promptly for continuous protection. 
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Lailing Good Vesle 


AMERICAN 
VICTORIAN 





MODERN VICTORIAN — WILLIAM & MARY — ENGLISH SHELL 


Lodays ride Dhinks of Tomorrou 


WEDDING plans may be streamlined, but the war-time bride —_ are your best builders of future business. Your present-day 
still chooses her Sterling with exquisite care. Quality is her purchasers of LUNT STERLING will be your most enthusiastic 
touchstone, good sense and good taste are her guides. No “customers and accordingly will be most anxious to complete 
wonder she feels that a limited service in her favorite LUNT their services after Victory ...and in all the years.to come! 
pattern is better than a larger amount of her “second- So, divide your rationed shipments of Lunt Sterling 
choice” in Sterling. among as many customers as possible. It’s your best insur- 


LUNT patterns of timeless beauty and lasting good taste _ ance for a long-time, constantly increasing Sterling business. 


Sant Silcsnemidil gx. eciutiidieninini ine: dita 


A DIRECT HERITAGE OF FINE SILVERSMITHING FOR OVER 250 YEARS 
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The Jewelry Industry and The War. Edited by; James R. McCarthy. 
Published by the National Association of Credit Jewelers, 1943. 66 
pages of text and plates, 64 illus., 85 pages of advertising. Free to 
members of NACJ—to others, $5. 


OME day—perhaps five years or twenty years from 

now—when the memories of the present great con- 
flict begin to be a little blurred by the passage of time, 
this book will be a valued historical record when the 
question arises: “And what did the jewelry industry do 
in the great war?” 

Meanwhile, and for the immediate present, here is an 
inspiring story of how jewelry has been geared to the 
war activity. Following. a general introductory pres- 
entation of the subject, eight chapters take up one by 
one and in detail, the contribution of each of the prin- 
cipal divisions of the jewelry industry to the war pro- 
gram. The first of these tells how the retailer has read- 
justed his methods and merchandise to war-time 


‘conditions; another, of the important part played by 


we 


the watch and clock manufacturers in the development 


and production of the precision instruments that are so 


essential a part of modern warfare; a third describes 
the important role of the silversmiths in turning out the 
weapons of victory. Other sections tell of what indus- 


_ trial. diamonds are doing, how fashions in gold, platinum, 
_*and colored stones have been affected, and the final sec- 
‘tion presents a brief digest of the governmental regula-, 


tions affecting the jewelry business. 

Wisely, the treatment throughout the book has been 
kept to a broad and general presentation of the subject. 
For, as the author points out, the whole situation is 


‘fluid, and what is true today may be different in many 
_ of its details tomorrow. By keeping to just the broad 


outlines a more enduring picture can be presented. 

From the physical side the book is a magnificent job. 
Printed on high-grade-enameled paper, and lavishly 
illustrated, it is bound in red, white and blue padded 
leather covers with spiral plastic binding and embossed 
in gold with the title and the seal of the National As- 
sociation of Credit Jewelers. 

As a well presented permanent record of war-time 
activity it should be in every jewelry library. 


The Diamond Deposits of the Gold Coast with notes on other Diamond 


Deposits in West Africa. N. R. Junner. Appendix, “The Crystal 
Form of Diamonds from the Gold Coast,” F. A. Bannister. Gold 
Coast Geological Survey Bulletin No. 12, 1943. Price 3s. F. J. Milner, 


Kensington Gore, S.W. 7. London. 

DEQUATE descriptions of the great diamond fields 
of the world are few. Of course we have Percy A. 
Wagner’s classic on the diamond fields of South Africa 
(1914) and now Junner’s excellent description of the 
diamond fields of the Gold Coast. He adds a short ac- 
count of the Sierra Leone field, of which he was a co- 

discoverer, and other West African fields. 
As to the Gold Coast field, Junner first tells of the dis- 
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covery and early development ‘and later exploitation, 
He then describes in detail the Birim diamond field 
operated by powerful British companies and the Bonga 
diamond field operated in a primitive method by the 
natives. Both of these fields are near the coast, the first 
in the south-central part of the colony, the second in 
the southwestern part of the colony near Tarkwa. The 
first produces annually about 1,300,000 carats and the 
second about 35,000 carats. All stones produced are 
small and are all derived from stream gravels. 

He describes as to each field the topography, the 
alluvial deposits, the underlying older rocks and their 
structure, the various stream beds in which the diamond 
deposits occur, the character of the diamonds recovered, 
the satellite minerals which make up the concentrates, 
the prospecting, mining and milling methods, and the 
production and prices of the rough stones. 

The diamonds of the alluvial deposits are concentrated 
from rious pre-Cambrian sediments in which the dia- 
monds are a constituent of certain conglomerate beds 
or lenses. The original source is unknown. The author 
finds more analogies in the Gold Coast diamonds with 
the Brazilian than with South African occurrences, 

Mr. Bannister adds an interesting appendix on the 
crystal forms of the Gold Coast diamonds. 

This excellent description of the Gold Coast dia- 
monds should be added to the library of every diamond 
merchant and gem lover.—s. H. BALL 


The Curious History of Music Boxes. By Roy Mosoriak; published 
by Lightner Publishing Co., Chicago. 242 pages ; 40 full-page 
plates; 36 illustrations in text. Price $5, postpaid, from Book 
Department, The Jewelers’ Circular-Keystone, 100 E. 42d St., New 
York 17, N. Y. 


E in the jewelry and watch trades have more than 


one reason to appreciate Mr. Mosoriak’s book on 
music-playing mechanism—not only for the fascinating 
history, but particularly for the practical value of the 
chapters on repairing music-boxes, a business that has 
profit possibilities for jewelers’ shops, growing with 
the present spread of music-box collecting as an anti- 
quarian hobby. 

The making of music-work in its beginnings was one 
of the by-paths into which early horologists sometimes 
strayed; such work was first of all an attachment to 
clocks, later to watches, and eventually came the appli- 
cation of it to separate instruments for playing music 
that had no timekeeping features at all. After music- 
box making became a separate trade, these mechanisms 
continued to be brought to the jewelers’ shops for 
repairs; such business is now having more or less of 4 
revival, especially wherever shops are found prepared 
to give good service. 


The first chapters of the book deal with the earliest | 


(Please turn to page 130) 
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Faith in Somonows Business 


Beyond the limitations of war necessity, the vision of 
the post-war home embraces the beautiful, the lasting, 
the things that change a house into a home. Watson 
Sterling silverware, in designs inspired by museum 
masterpieces, will have a place in that new era. A de- 
mand is building up, since the supply of silver allotted 
through wartime limitations cannot possibly keep up 
with it. Watson jewelers who have faith in tomorrow’s 
business will profit by this demand. 

Advertisements in LIFE, like the one reproduced 


that coming bri 
of living . wi 

son Sterling, 
will brin 
beauty and 
is within rea 





here, will aid in those sales. They tell prospective cus- 
tomers in your community that Watson Sterling, in 
all its lovely patterns, will be available to them when 
present restrictions are lifted. Watson’s large facilities 
for producing fine Sterling silver will assure enough for 
all. Farsighted jewelers will make this extensive future 
business an important part of their post-war sales plan. 
They will receive from Watson the same earnest cooper- 
ation that has continued over 67 years. The Watson 
Company, 8103 Watson Park, Attleboro, Mass. 
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MODERN SILVER WITH THE BEAUTY OF OLD MASTERPIECES 
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Directory of Trade Associations 


3 


* 
NATIONAL 


' 4 


The names given in each case are those of the president and secretary. 


American Gem Society—Carleton G. Broer, - Jefferson Ave., Toledo, O., Inter- 
national Committee chairman; William H. Schwanke, 331 E. sateen Ave., 
Milwaukee. 

American Jeweled Watch Manufacturers Assoclation—C. M. Kendig, Hamilton Watch 
Co., Lancaster, Pa. 

American Jewelers’ Protective Association—Lee Reichman, 20 W. 

ork; Daniel Price, 20 W. 47th St., New York. 

American National Retail Jewelers’ Association—Charles J. Michaels, 705 Main St., 
Hartford, Conn.; Charles T. Evans, 22 W. 48th St., New York. 

American Watch Assemblers Association—Roland Gsell," 15 W. 37th St., 
York; Louis A. Schwob, 22 W. 48h St., New rk. 

Brotherhood of Traveling Jewelers—Bernard J. Clark, 366 5th Ave., New York; Archer 
L. Chapin, 88 Parkhurst St., Newark, N. J. 

Canadian Jewelers’ ace gy +a A, Young, London; N. J. Leach, 73 Richmond 
St., West Toronto, 

Clock Manufacturers one Soon of America—Edward Ingraham, 394 N. Main 8t., 
Bristol, Conn.; A. Dale Mitchell, 120 Broadway, New York. 
Gemological Institute of America—Edward i “quae 69 Newbury St., 

Leo L. Vogt, 826 Olive St., St. Louis, Mo 

Horological institute of Ameriea—Howard L. Beehler, Hamilton Watch Co,, Lancaster, 
Pa.; Ralph E. Gould, National Bureau of Standards, Wasbington, D. C. 

Jewelers’ Board of Trade—Royal S. Gregg, 118 Richmond St., Providence, R. I.; 
Horace M. Peck, Turks Head Building, Providence, R. I. 

Jewelers’ Security Allianee—Walter Eitelbach, 608 5th Ave., New York; Bert Young, 
608 5th Ave., New York. 

Jewelers’ Vigilance Committee—G. H. Niemeyer, 82 Fulton St., 

Cohn, 44 Gold St., New York. 


47th St., New 


New 


Boston ; 


New York; Sigmund 


Jewelry and® Allied Trades Association—wW. Waters Sch : 
York. hig chwab, 316 E. 43th s,, New 


Jewelry Crafts Association—William B. Ogush, 33 W. 60th 
L. Sperling, 20 W. 47th St., New Y St., New York; Henry 
Jewelry patetey Publicity Board—John ni 
William D. MeNeil, 366 5th Ave.. New Y 
Machine Chain bry ag" Association—Adolf Seni, 141 G 
dence, R. 1.; George Benker, 75 Eagle St., Providence, a. % Ave., Prori. 
Metal Findings Manufacturers’ Association—Frank A. Ward, Jr., 1 
Pawtucket, R. I.; John T. Murray, 151 Exchange St., Puwtuteet ae &., 
National Association of Credit Jewelers—B. G. ee Rudol 
N. Y.: William Wagner, 545 5th Ave., New York. Dh Bros., Syracuse, 
National Gift and Art Association—Henry Underberg, 225 Fifth A 
Little, 220 Fifth Ave., New York. Ves George F 
National Wholesale Jewelers’ Association—Harold Alberts; I. 
George A. Fernley, 505 Arch St., Philadelphia, Pa. 
New England Manufacturing Jewelers’ & Silversmiths’ Association—Benjamin Bry 
222 Richmond St., Providence, R, I,; Ex. Sec. Edward Otis, Biltmore Hotel 
Providence, R. 
Precious Stone Dealers Assoelation—Leopold Nathan, 610 5th Ave.; Isidor Lassner 
10 W. 47th St., New York. . 
Sterling Silversmiths Guild of America—Roy Wilcox, International Silver Co. 
Meriden, Conn.; Alexander Vincent, 551 5th Ave., New York. ’ 


United Horological Association of America—Col. — H. Bright, Waltham, Mas; 
Orville RK. Hagans, 226 16th St., Denver, Colo ¢ . 

United Diamond Manufacturers Association—Frank Pals, 
Kipnis, 580 Sth Ave., New York. 


. pe 1 
reas ckefeller Plaza, New y ork: 


Alberts’ Sons, Boston: 


71 Nassau &t.: Toseph 


STATE 


The names given in each case are those of the president and secretary. 


Alabama Retail Jewelers’ Association—Robert Bromberg, Lag N. 20th S8t., 
ham; F. W. Anderson, 1917 2nd Ave., Birmingha 
Arizona Retail Jewelers’ Association—Thomas W. » 
St., Phoenix; Harold Hauseman, Daniels St., Phoenix. 

Arkansas Retail Jewelers’ Association—Hovt T. Purvis. Jonesboro: Jasper L. King. 
vlarksville. 

California, Horological Association of—John J. Nooyen, 1427 3rd St., 

. B. Schorsch, 5335 10th Ave., Los Angeles. 

California Retail Jewelers’ Association—Nate Baranov, 447 Broadway, San Diego; 
William Erb, 109 Stevenson St., San Francisco. 

Colorado Masterwatchmakers—A. J. Bradley, La Junta; Orville R. Hagans, 3226 E. 
Colfax Ave., Denver. 

Colorado Retail Jewelers’ Association—No officers. 

Connecticut Horological Association—Charles S. Stowe, 735 Asylum Ave., Hartford: 
Emanuel Seibel, 437 Logan St., Bridgeport. . 


Birming- 


206 E. Washington 


Santa Monica: 


Connecticut Retail Jewelers’ Association—Sturman F. Dyson, 54 Main St., New 
Britain; Edmund Talbot, 972 Chapel St., New Haven. 
Florida Retail Jewelers’ Association—Wiliam Putnam, Tallahassee; Lester W. 


oon, Tallahassee. 
—€ ae Jewelers’ Association—Robert E. Barr, Valdosta; J. H. Reed, Box 539, 
nta 
idaho. Horological Association of—Charles Braun, 434 State St., Weiser, Idaho. 
(iinois Masterwatehmakers Association—S. G. Brolin, 7989 Colfax Ave., Chicago: 
H. W. Johnson, Room 312, Heyworth building. 
Ilinois Retail Jewelers’ Assoclation—Harry W. Yaseen, 1644 Halsted St., Chicago 
Heights; Henry T. Mortenson, 2735 W. North Ave., Chicago. 
indiana Retail Jewelers’ Association—Irving Cee. I Hohman Ave., Hammond; 
Roger W. Briney, 215 N. Main St., 
Indiana Watchmakers Association—Frank A. erty 
Indianapolis. 
towa, Horolegical Association of—N. B. Banker, 120 No. Linden St., 
Dilges, 1706 3rd Ave., So., Fort Dodge. 
lowa Retail Jewelers’ Association—H. 0. Woodbury, Newton; Robert L. Prastka, 
8rd Ave., S. E., Cedar Rapids. 
Kansas Horosogical Association—P. E. Loomis, 519 Main St., Newton; Norman Osborm, 
110 No. Topeka, Wichita. 
Kansas om Jewelers’ Association—V. C. Meador, 
110 N. Topeka St., Wichita. 
Kentucky po Jewelers’ Association—Nolte C. Amat, 447 Fourth Ave., Louisville, 
Percy B. Stith. 329 Guthrie St., Louisville 


"eueeibiehin’ Thomas E. Cook, 
Lamoni; T. O. 
1222 


Hutchinson; W. B. Brasfield, 


Louisiana Retail Jewelers Association—Louis J. Bernard, 108 Baronne St., New 
Orleans; Samuel Goldberg, 161 Third St., Baton Rouge. 
Maine Retail Jewelers’ Association—Everett B. coffin, 503 Congress St., Portlana; 


Henry Nolin, 79 Lisbon St., Lewiston. 

Maryland-Delaware-District of Columbia Jewelers’ Association—s. an Mealy, 
316 N Charles St., Raltimore: Melvin Levitt, 806 Market St., Wilmington. 

Massachusetts Horological Association—Winifred D. Hebert, 1112 Main St., Worcester; 
W. H. Bright, Waltham. 

Massachusetts and Rhode Island Retajl Jewelers’ Jasecietien—Harele Partridge, 
22 B. Beacon St., Boston; John Peterson, Needham 

Michigan Retail Jewelers’ Association—Orville L. Church, ‘ales: Howard Doxtader, 
210 E. Grand River Ave., Lansing. 

Michigan Horological Association—Sidney Thompson, Mt. 
137 Liberty St., N. E. Grand Ranids. 

Minnesota Master Watchmakers Association—W. C. Westpahl, 4582 Pillsbury Ave., 
Minneapolis; C. W. Gaskall, St. Paul. 

Minnesota Retail Jewelers’ Association—Maurice Ade!sheim, 811 Nicollet Ave.. 
Minneapolis; Morton A. Sauer. 404 Nicollet Ave.. Minneapolis 

Missouri Horological Association—Clem Wolf, 826 Olive St., St. 
Sands, Dierks Bldg., Kansas €ity. 

Missouri Retail Jewelers’ Association—Harry Carter, Union Station Bldg., Kansas 
City; Fred Sands, Dierks Bldg.. Kansas City. 


Nebraska Horological Association—Corey W. Chase, 709 4th Ave., Holdrege; Frank 
Nosker, 4418 Chicago, Omaha. 


Pleasant; Stanley Gaver, 


Louis; Fred 


Gare Ay y- soveiens. Association—Oscar C. Homann, Omaha; Charles J. Stiastay, 
t.. In. 

pravachn dn Retail Jewelers’ Association— M: “'_ A. Noury, 824 Elm &, 

Manchester; Mrs. Addie Fiske Goodell, Eppin 

New Jersey Horological Association—Harrv Van. Laa:r, anes Springfield Ave., Irving. 
ton; Charles Soemer, 29 Oakland Terrace, Newark 

New Jersey Retail Jewelers’ Association—L. J. Rad, 639 ‘Bergenline Ave., 
York; Henry Gelula, 1532 Atlantic Ave., Atlantic City. 


West New 


New Mexico Horoloicgal Association—L. W. Graham, “793. Wy “Roma, Albuquerque: 
S. Bell, 723 So. Walter St., Albuquerque. 
New Mexico Retail Jewelers’ Association—Bernard Spitz, 76% San vunter'G, 


Santa Fe.; Hugh M. Huff, Roswell. 

New York and Now Jersey, AssociatedtGredit Joostere a. S. Abelson, ‘$58.Broad Bt, 
Newark; William Wagner, 545 Sth Ave., New, Yor 

York State Horological Association—John DeVogel, ra So, Pearl, Albany: Fred 

C. Nhare, 1534 South Ave.. Syracuse. 

New York State Retail Jewelers’ Association—Alfred Morell, 
York; E. Lathrop Sunderlin, 76 East Ave., Rochester. 


608 Fifth Ave., New 


“North Carolina Retail Jewelers’ Association—Z. A. Perkinson, High Point; Emest 


Neiman, 109 Fayetteville St., Raleigh. 
North ~ Retail Jewelers’ Association—C. A. Bonham, Bismarck; Iver Lars, 
andan. 
Ohio Retail Jewelers’ Association—H. Bruce McCague, 1305 Euclid Ave. ; . “Bough X. 
Beattie, 1117 Euclid Ave., Cleveland. 


Ohio Watchmakers Assoeiation—L. W. He'mberger, 245 So. High st., Columbus; 
Frank Foelger, 31 E. 4th St., Cincinnati. 

Oklahoma Horological Association—P. D. Chastain, 104 No. 3rd St.- Ponca City: 
Mark Taylor. 1705 No. Park. Shawnee. 

Oklahoma Retail Jewelers’ Association—C. W. Haupt, Bartlesville; George ) 


Sloan, 20 E. 4th St., Tulsa. 
one, Be gooey Assoelation of—Jack Peare, La Grande; Harold Sabn. 
636 S. E. Miller, Portland. 
west Retail Jewelers’ Association—Rene Bloch, 511 S. W. Broadway, Portlana, 
Edward N. Weinbaum, 8245 W. 5th Ave., Portland. 
Pennsylvania, Horological Association of—Herman Pedrick, 1218 Chestnut &, 
Philadelphia; J. P. Sommer, 1524 Beaver Ave., N. S. Pittsburgh. 
Pennsylvania Retail Jewelers’ Association—H. R. Rogalsky, Bradford; Frank ¢. 
Baver, 17 E. Market St., York. 

Pennsylvania, Retail Jewelers’ Association of Western—John 
St., Pittsburgh; Carl Cuda, 430 Market St., Pituberen. 

Rhode Island Watchmakers Association—Joseph H. Coutu, Olneyville. 

South Carolina Retail Jewelers’ Assoclation—J. B. Sylvan, Jr., 1500 Main Stree, 
Columbia; R. J. Ortmann, 251 King St., Charleston. ’ 

South Dakota Retail Jewelers’ Association—Car! R. Damuth, Redfield, acting secretary. 

Tennessee Retall Jewelers’ Association—C. C. Breese, Franklin; D. Monroe Meets 
Dyersburg. 

Tennessee Watchmakers and Jewelers Assoclation—George R. oem 805 Marke 
Street, Chattanooga; L. D. Stallcup, 50 Arcade, Nashville. 

Texas Retail Jewelers’ melita Tappan, Sens H. E. Dill, 1a 
Commerce St., allas. 

Vermont Retail Jewelers’ Association—L. J. Bell, Bell & Houston, Barre; A. Bal 
Wilson. Sprinvfiela. 

Virginia Retail Jewelers’ Asseciation—Charles W. Bowen, 817 Main St., Lynchburg, 

Frank L. Moose, 207 So. Henry St., Roanoke. 


Grau, 1734 Cars 


Washington State Retail Jewelers’ Assoriation—T.ouis H. Burnett, 924 Broadway, 
Tacoma; W. J. Hindley, Lloyd Buildin, Seattle. 
West Virginia Retail Jewelers’ Assoeiation—Floyd R. Frazee, $14 Market &, 


Parkersburg; P. K. Stanford, Elkins. 

Wisconsin Retail Jewelers’ nr" pass Reale’ Tyemety Appleton; A. W. Anders 
Neenah. 

Wisconsin Watchmakers Asiaifation--G %p. Largendor Milwaukee; B. W. Heal 
339 N. 35 St., Milwaukee. 








SECRETARIES, PLEASE NOTIFY US OF INACCURACIES OR CHANGES, SO THIS LIST MAY BE ALWAYS UP-TO-DATE 


—— 
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j How i to buy post-war silver 
&., 


; _..NOW 


i, 

X OU’VE been saying to your customers, “Sorry, that pattern’s | 

7 out — for the duration.” And then you’ve done a selling job | 
just the same. ‘Buy War Bonds,” you’ve advised them. ‘‘Mark them 

x to be used to buy your particular pattern when the war’s over.” | 

; Maybe you've said the same thing to yourself. Many jewelers have. 

; As they sell their flatware — and often they can’t replace it — they 

put the money into War Bonds, eatmarked for the purchase of silver 

. when silver is again available. 


In this way their “inventory” remains constant in value, even though 
the stock of silver diminishes. The War Bonds increase. And when 
the war is won (that day will be pushed ahead by every bond they 
buy) they’ll have the funds to buy silver and they’ll be right back 
in the flatware business, where they belong. Buy your War Bonds today. | 
- + The Towle Silversmiths, Newburyport, Massachusetts. . | 
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@ Attractive melon design bracelet made in .925 silver 
by the Casa Prieto silversmiths of Mexico City and im- 
ported by Vivian Soukup, Merchandise Mart, Chicago. 


THEY’RE NEW 


@ Wiggle Waggle Duck 
pins from the novelty 
jewelry line of Elzac Co., 
447 S. Los Angeles St., Los 
© Angeles, wholesale at $6.75 
® a dozen. Non-critical plas- 
tics and ceramics are used. 








@ In these highly styled earrings, 
the leaves are made of two-tone gold 
and the flower buds are genuine 
rubies and sapphires. To retail at 
$50. Manufactured by Somers-Ernst 
Co., Inc., 42 W. 48th St., New York 19. 





@ Designed by Royal Hickman in a Danish theme, 
this coffee service is made of sterling silver by Taxes, 
Mexico, craftsmen for the Royal Haeger Lamp Co, 
235 Fifth Ave., New York 20. Retails for about $225, 


@ Super-civilized are the 
"fish" in these clever ear 
rings by Cohn & Rosen 
berger, 47 W. 34th St, 
New York. Their heads 
and fins are made of en 
ameled sterling; they have 
lucite tummies. $5.95, retail 


@ Enlarged to show their impish detail, these Gremlin 
charms of exquisitely enameled 14 k gold are little gem 
of fine craftsmanship to retail at $15 to $20 each. 
M. Wille-Art Goods, Inc., 225 Fifth Ave., New York 
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@ New processes developed while making equipment 
for Uncle Sam—novel materials but recently discovered— 


plus the many suggestions from our customers—all have been 


Ketter Ft 


incorporated in the startlingly beautiful and infinitely more serviceable 

BENEDICT HOUSEHOLD HOLLOW-WARE line for the near 
future. 

@ But right now our job is'to continue to produce for 


the Armed Forces to the best of our ability —and that will 


a 


keep on being our job until the Axis gangsters cry 


“Enough”. 


VEDIOT wee. co 


EAST SYRACUSE, N. Y. 








In the Meantime ... KEEP ON BUYING WAR BONDS 
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WITH A 
FAMOUS NAME! 


Nationally advertised Barbara Bates Gift Kits—the gifts backed 
by a time honored name is your guarantee of quality and 
value, even in these difficult times. Identify your name, your 
shop with the smartness and glamour inherent in all Barbara 
Bates’ products. You may not be able to buy all you want now, 
but this is a good time to lay the foundation for the future. 














eke 


$5.00 up retail 


Jewel Kits hele 


Gifts as lovely as these must be seen to be appreciated. 
Don't hide their light under a bushel, but let their bright- 
ness shine over your whole gift department. 


me Tt 


INVEST IN WAR BONDS FOR POST WAR PROSPERITY 


366 FIFTH AVE., NEW YORK 1 . 


FACTORY AT CHESTER, CONN. rae 
———=— 
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= THE BOOK SHELF 
(From page 124) 


known music-making machinery, the historical] Origin of 
the art. The story then goes on, through the ial 
commercial manufacturing development of the dea 
music box with its cylinder set with pins playing “es 
“comb” of spring steel teeth; then the epoch of pi 
chines with a disc, punched with teeth, for each tune: 
then the phonograph invented by Edison, which fina), 
was the commercial doom of all the others. 

Music boxes of all the earlier kinds are now amo 
the things that collectors love and gather; and for these 
folk here at last is a book of authority for identifyin 
and classifying their treasures. Its data of all kind 
can make collecting music boxes more of a scientific 
hobby than merely the gathering of a hodge-podge of 
oddities, and this should do much toward the elevation 
of the pursuit. It would be interesting if somehow ay 
estimate could be made of the increase in total money 
value of all the music boxes in existence, when now the 
subject has begun to breed its own literature, as other 
antiques have long had, like furniture, timepieces, glass. 
silver, ceramics, and other products of art. 

The 40 fullspage plates are in half-tone from photo- 
graphs of notable examples of music-work, evidently 
well chosen to give the reader systematic knowledge of 
the evolution of the mechanism and the variety of its 
applications, including those to watchés, clocks, anto-’ 
mata, furniture, toys, jugs and steins, and snuff-boxes, 


nally 


-besides the self-sufficient music boxes themselves. The 


pages opposite the plates carry full descriptions of the 
pieces illustrated, and historical references. © 

Another feature is the list of makers of timepieces 
with musical attachments, and music. boxes, and inven- 
tors of music-making devices, arranged alphabetically, 
with references to patents<granted and to museums 
where examples of their work may be found. 

And now to the part of the book*that has the most 
practical value to men of our trade—the last 40 pages, 
by Glenn P. Heckert, the technical chapters on buying 
old music boxes, caring for them in use, and repairing 
them. ‘These instructions are written with unusual 
clarity and are illustrated intelligently. We believe that 
with this help any watch- or clock-maker of competent 
skill with the regular tools of his trade can handle what- 
ever may come to his shop, in the way of music boxes 
that have become mute; or, perhaps even worse, that 
would pervert the intentions of composers with tones 
that “zing” instead of ring, or any other little musical 
disorders, that are easily enough cured if. one only 
knows how. This work of Mr. Heckert’s deserves praise 
for its intrinsic quality; in it is evidence of his wide 
experience in this work, and of a love of it; his writing 
is a model job of its kind.—s. J. B, 


HAVE YOU AN UNSIGHTLY WALL? Fix it up 
with two sections, each with a removable part. To the 
left print “Yesterday (your name) customers bought 
(amount) in Bonds” and to the right “To date (your 
name) customers have purchased (amount).” Macys 
do. Of course, you'll have to change the figures every 
day! 


THE JEWELERS’ CIRCULAR-KEYSTONE 











| of 


rigs 


. 
Ys 


a - ene SS USS 











FINE SILVER PLATED 
HOLLOW WARE TOMORROW 





I |N seeking a manufacturer to produce Running Lights to supply 
the rapidly expanding shipbuilding program, it was natural that 
Poole Craftsmen should be called upon to apply their skills to the 
fashioning of these important items. Familiar techniques and 
equipment were ready for the job. Lanterns came off the assembly 
line on time and up to specifications. Reorder upon reorder has 
kept us too busy for words. 


Actually, you have a stake in this achievement. But for the 
steady flow of orders from each of you over the years the Poole 
organization would not have been in a position to swing into this 
important task; and we'll be ready for you again, just as soon as 
this job is done! 









FOR 50 YEARS 
manufacturers of 
FINE SILVER PLATED 
HOLLOW WARE and PEWTER 


STARS 


SILVER ~¥= COMPANY 
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HE Watchmakers Association of Indiana recently 
offered a $25 War Bond as the prize in an essay con- 
test on “How a Successful Watch Repair Department 
Should Be Conducted.” W. Richard Brock, of the Ralph 
E. Roessler jewelry store, Marion, Ind., captured the 
award with the following explanation of what makes 
the repair department tick: 

“In considering the average watch repair department 
in the United States, we find too often a poorly-lighted, 
cluttered-up, dirty hole-in-the-wall, giving the appear- 
ance of negligence. To the public, this condition cannot 
possibly leave an impression of honesty and competency, 
or even a desire to tarry long enough to check their watch 
for time: 

“A successful watch repair department should be, first 
of all, conducted by an honest and competent person. 
We also must make this department a place the public 
will step into with a feeling of confidence. In order to 
do this, it must be well lighted. Equally as important 
are neatness and cleanliness throughout. Never should 
there be a pile of mixed watches, bracelets, broken parts, 
and a number of unassembled watches lying uncovered 
on the bench or benches. This, I believe, is one of the 
greater faults of the average watchmaker. 

“Benches where the work is being done and where 
they are in view of the prospective customer and public 
must be light, neat, clean, and free from dust. A few 
minutes spent to create these conditions will pay divi- 


THESE REPAIR DEPARTMENT IDEAS WON PRIZE 






dends in time. 

“Now to consider the prospective customer and hi 
watch. This person must be met with a pleasant e zi 
to-eye gaze and a definite answer to his questions, New 
a half-hearted, ‘I think so.’ The customer wants to be 
told what is wrong and, usually, how much. Tel] him | 
with a clear, outspoken explanation, and he wil] pay the 
price and expect a perfect job. 

“One should never take in a half job. For example 
never take in a job for a balance staff only if the wateh 
definitely needs a cleaning also. It invariably will ye. | 
sult in a dissatisfied customer, which will hurt the depart- 
ment eventually. Sufficient repair should be done on 
every watch, so that it will go back to the owner ang | 
perform to his satisfaction. This will help greatly tg 
build a solid, profitable business and not leave it wayer. — 
ing on the shoulders of transient customers or bargain- 
hunters. 

“Every watch repair department has a per cent of — 
the so-called ‘come-backs’ and this dare not go up- 
mentioned because here we have an old customer, won- 
dering if we know what it’s all about, and if he jg 


handled improperly, the result will be a dissatisfied cus. | 


tomer. If his complaint is justified, by all means give 
him all he has coming. If he isn’t justified in his com- 
plaint, then be as patient and diplomatic as possible in 
explaining his trouble and he usually will understand, 
These come-backs cost the department considerable in 
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Member American Gem Society 


URCH & COMPANY |\ 


Manufacturing Jewelers 


336 Mulberry St., Newark 2, N. J. 
West Coast—G. H. OTTO, 209 POST ST., San Francisco, Calif. 





If the ring you sell bears the Church trademark, 
the purchaser is more than your customer, he’s 
your friend. 

That’s the way with Church designed jewelry. 
It’s new! It’s smart! It’s value, plus! That’s why 
the customer who buys Church jewelry from you 
becomes your friend as well. 
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VER since we started to promote Racine 

Waterproof Watches, we knew that 
they had the quality and watertightness 
necessary to support our strongest claims. 
But we felt that an impartial research made 
by an authoritative agency was desirable. 
So we called in one of the foremost scien- 
tific laboratories to conduct a series of rigid 
tests on Racine Waterproof Watches. Be- 
low is a verbatim summary of their report. 


“Inspection of the case and interior 
mechanism showed no evidence of 
water penetration or corrosion what- 
ever." 


FEATURES found in a Racine Waterproof Watch: 
15. Jewel Gallet movement; Nivarox Hair Springs 
and Glacidur Balemces (making the mechanism 
non-magnetic). 








IMPORTANT 


Due to conditions, we are unable to keep our supply 
in ‘pace with the demand for Racine Watches. We 
eagerly await the time when a more favorable situa- 
tion will enable us to resume our usual service to 
regular customers. 





JULES RACINE & COMPANY 
20 West 47 Street, New York 
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wh 
matp ial and time now, but quite the opposite if consid- 
eredver a period of yéars—for a satisfied customer ; is 
by far the best advertisement possible for any watch 
repaiy department. 

yt do it, if you can’t but half do it. A job well 
begun is half done.” 


EIGHT DIFFERENT SETTINGS AT A TABLE 


A nine-foot mahogany dining table, set to display the 
setting choices of from five to eight brides instead of the 
usual one, has substantially helped Haltom’s, Foy 
Worth, Tex., to meet the problems of greatly increased 
volume in the china department. 

The Haltom store has specialized for many years in 
gifts, china, flatware, sterling and crystal for For 
Worth brides, devoting more than half of the large 
china department in the rear of the store to this purpose 
the year around, The usual bride’s book for aiding 
friends of newlyweds in selecting gifts, a Bride’s Coup- 
sellor Service and similar facilities have been available 
for six years @r more. Most important, Miss’ Alma 
Gillespie, department manager,:has stepped up unit 
sales to all customers by making up ‘a complete table 
display for each bride in the'cerfter of the department. 
complete with all pieces, and delicately labeled with 
small cards identifying the bride who chose the setting. 

During the past six years Haltom’s was able to honor 
its young brides in this way in all cases, averaging onl) 
two to three a week except during the peak June season. ' 
Friends were invited by telephone to interview the set- 
ting in the china department, each averaging three days 
on display. 

“But since the beginning of the war and the vast 
increase of marriages we haven't been able to follow this 
system,” Miss Gillespie stated. ““Whére we were accus- 
tomed to spending entire days with a few brides weekly 
we now have so many that it requires extra salespeople 
to simply meet them on the floor. Naturally we cannot 
trim an entire table setting for one bride when: so many 
would appreciate the same honor—and we haven't sufi- 
cient floor space to add extra tables.” * 

Solution to the problem has been moving the large 
dining table into the entranceway, and splitting it up 
weekly among the pattern and setting choices of. all 
brides of that week—changing the table daily if ne¢es- 
sary, but in every case displaying each bride’s choice 
long enough for her friends to visit the store. 

Eight table segfings can be conveniently spaced 
around the table, each consisting of plate, saucer, salad 
plate, cup and saucer on a separately-colored doily. 
Crystal and flatware are also shown (where possible, 
although glassware shortages have ri this difficult). 
The-setting is identified by a scroll-type card on a tiny 
stand at the front of the setting, giving the bride's 
name and the date of her wedding. To further aid the 
gift-buyer, gay ribbons lead from each settirig to a list 
in the center of the table, where the pattern’ is de- 
scribed by name and a reference is given to the page in 
the Bride’s' Book rovering the bride involved. 

This “streamlined” bridal promotion has enabled the 
Haltom store to meet a serious problem without losing 
good will, and to maintain a stepped-up sales volume 
efficiently. 
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SILVER 


PRODUCTS 


. «+ Rolled Sterling Silver... . 
999 “PLUS” Fine Silver Anodes 
"Special Refined" Grain Silver 
. +++ Gold and Silver Wire. ... 
Karat Golds and Gold Solders 
. +e» Gold Bars—Silver Bars... . 
. « » « Platinum Metals... . 
.eee "Handy" Silver Solders .... 
And other Silver Brazing Alloys 


* 


REFINING SERVICE 


We refine all kinds of manufacturers’ 
strap, sweeps, and other waste containing 
precious metals; also old gold, silver and 
platinum received from retail jewelers. 





























on war duty 
wins awards 


The fact that silver could change from peaceful to wartime 
duties so rapidly was due greatly to long research and extensive 
experiments carried on over the years in the Handy & Harman 


Laboratories. 


Now, our task is to apply this knowledge to producing all the 
silver products we can to help make ships, tanks, planes, guns, 
shells and essential equipment faster and better. 


As a result of our efforts, Handy & Harman employees were 
honored in August a year ago with an Army-Navy “E” Pro- 
duction Award. In February this year a second award was 
given—and this August this honor was repeated a third time— 
two stars now have been added to our award pennant. 


What we have done to win these honors is very similar to 
what we have been doing right along for our many customers 
in the Arts, for which our reward has been continued business 
through the years. 


We shall keep on doing our utmost to help win the war, 
supplying silversmiths and jewelry manufacturers with as much 
silver as we can—and will welcome the day when we again 
can give our customers in the Arts the same full service we 
have in the past. 


HANDY & HARMAN 
\7 
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82 FULTON ST., NEW YORK 7, N. Y. 


Bridgeport, Conn. Chicago, Ill. * Los Angeles, Cal. « Providence, R. |. * Toronto, Canada 


» Agents in Principal Cities 
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Expressly Designed for Jewelers! 


HEAVY GAUGE STERLING SILVER 
AND 14KT. GOLD 


SERVICE 
PINS 


with safety catches 
Red, white and 





blue hard-baked enamel 








STERLING SILVER 
1, 2, 3 star pins with insignia. . doz. $12.00 


1, 2,3 star pins only .......... 7.20 
4 star pins only ...... ) "12.00 
5, 6 star pins only ... . "21.00 
he ks ga P 3.60 
Gold Star Pins only .......... "15.00 


INSIGNIAS AVAILABLE FOR ALL BRANCHES OF SERVICE 


14 KT. GOLD (pin, joint and catch sterling) 
|, 2, 3 star pins .... doz. $33.00 
4 star pins "42.00 
SL ea 





NAVY PINS STERLING, GOLD-PLATED, doz. 


safety catches, regulation colors 


INSIGNIAS AVAILABLE FOR: Ensign, Lt. Jr. G., 
Lt. Sr. G., Lt. Commander, Commander and Captain 


$24 





LIMITED QUANTITIES— 
ORDERS FILLED IN ORDER OF RECEIPT 


Terms net F.O.B. N. Y. Please send check with order, or 
C.0.D. Sorry—no new charge accounts for the duration. 


OLYMPIC TROPHIES CO. 


80 Nassau Street, New York 7, N. Y. 
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HIS IS THE TIME for you to catch monogram. 

mania and to transmit it to actual and potential cys. 
tomers. Suggest to them that monogramming prove 
they thought of gift recipients long before Christma, 
and also that an initialed gift means it’s only for the 
receiver. Offer to carry monogrammania to every con- 
ceivable item in your repertoire: glassware, linens, jew- 
elry, mirrored pieces, etc. 

* * * 


SOME JEWELERS do a grand job in their record 
department garnering extra shekels with sales of 
needles, albums, ete. Others don’t. In which class are 
you? 

- * * 

WATCH FOR THE MOVIE “Mr. Lucky” and ay. 
range for a shot of Laraine Day for your window. 
Many a fashion pace-setter has arranged three pins or 
clips down a lapel or around a neckline, but Laraine Day 
has two on one side of a collar and a third is on the 
other side. Fetching, conversation-making, style-setting! 

* * * 

FOR ARMISTICE DAY, Nov. 11, which ended 
World War I, and also for National Bill of Right’s 
Week, Dec. 8-15, this idea is timely and dramatic. 
Bloomingdale’s, New York, did it in an ad, but you 
could work it out for a bond window. First you “pay 
tribute to these heroes whose names you know” and list 
those in the news; then you “pay tribute, also, to 
(no. from your store) men in the service whose names 
you don’t know. But we know them—maybe you will, 
too, some day. ‘They don’t work here any more, al- 
though we hope they will again when their bigger job 
is finished.’ List their names one by one. Include 
women, too, if you have some in service. Then use 4 
window streamer “Buy Bonds to Speed Their Task!” 


* * * 


THE BLOOD OF THE NATION will boil again 
on Dec. 7. If you haven't already reached your local 
or state War Finance Committee, call your Chamber 
of Commerce, Merchants’ Association, newspapers, post 
office, bank or radio for address and telephone number, 
The committee can supply you with an ad originally in- 
tended for the Third War Loan drive wherein you will 
find a poem starting “Pearl Harbor—dear God, can 
such quiet,” which blown up could be displayed in your 
window at one side and at the other a sheaf of bonds 
and stamps with the slogan, “Let’s Finance the Pay-Off 
NOW!” In the center of the window ring the date 


with a black circle. 
* * * 


DOUBLE UP on Christmas sales this year wherever — 
. it’s a neat trick for getting rid of odds” 
For instance, combine orphan — 
china or glass pieces with a piece of silver and sell the 
group as a unit; for instance, a glass bread and butter ~ 
plate with a cheese knife, a lemon fork or an olive” 
pick; a bouillon cup with a silver mayonnaise ladle, ete.” 
Similarly, double up on display: use gift figurines to” 
hold strings of pearls, ash trays to hold bracelets, © 


y 
Om | 


you can.. 
and ends at a profit. 


brooches, etc. 
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"IT PAYS TO KNOW YOUR JEWELER" <.. 


The truth that the average layman should depend upon 
a reputable jewelry firm when buying diamonds was 
brought out recently in an advertisement by the Smith 
Jewelry Co. of Sioux Falls, S.D. $:* 


On Aug. 20, the Office of Price Administration 
announced that it had given up trying to control the 


This Smith Jewelry Co. ad- 

vertisement made capital 

use of the news that all 

diamonds are no longer 
under ceilings. 





price of diamonds and diamond jewelry because of too 
many personal elements. involved in their valuation. 

Immediately, the Smith Jewelry Co., used the Asso- 
ciated Press news report in an advertisement in a local 
newspaper, labeling the head of the advertisement, “Im- 
portant News.” 


Then followed the text of the OPA news item and 
the following wording in display: 

“Therefore it pays to know your jeweler, Quyr es 
perience and reputation in Sioux Falls guarantee your 
satisfaction.” 

The advertisement presented in an attractive, force. 
ful form, the idea that jewelers have been endeavoring 
to put across to the buying public—that the average pur- 
chaser of diamonds should rely. fully upon the advice 
of a reputable jewelry firm. 


BIG POST-WAR MARKET FOR POTTERY AND GLass 


American pottery manufacturers might consider , 
more vigorous promotional campaign to achieve their 
share of post-war business, says the Department of 
Commerce in a new booklet available from its Specialties 
Unit. 

Table and kitchen pottery and glassware will have q 
retail sales volume of $313 million, an increase of 99 
per cent over 1941, the Department predicts. In other 
words, the average family will spend a dollar a year 
more for pottery.and 20 cents a year more for glassware, 

“We must stress the fact that the portion of the total 
sales which will come from American potteries is de- 
pendent to a considerable extent on the trend in imports,” 
the Commerce Department said. “It is true that this, in 
turn, dépends on our tariff policies but careful study 
should be made of the other factors contributing to for- 
eign competition, such as a popular notion that imported 
is better than domestic ware.” 
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Briggs,” on 
a 5 


Use Marvella Pearls 


to make yourself 


ANEW MONEY 
CUSTOMER 


Handle your slim stock of precious Marvellas 


shrewdly. Sell them reverently, 







Voeuesp 


as you'd sell Orientals. Teach new-money ec. 7 


women that Marvellas are rare, hard-to-get...ease them into larger 





expenditures with a strand of Persian Gulf quality at $25.00. 
Good Housekeeping—Oct. . ; Pam 
Get them in the habit of visiting your store 
several times a year... build yourself 
a new-money customer list. The most powerful 
advertising in Marvella’s history is reaching 
40,000,000 women this year with the story of 
Marvella’s top quality. Point-of- sale helps 


FREE in reasonable quantities. Ask your jobber. 





Dee 
Marvella Pearls are available through wholesale jewelers only. 
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in our schools, who are nard of nearing. 

Will be Even if Zenith never makes @ dollar at this low price, it is willing to take 
prey its pay in the good will of the hard of nearing and their families. 

e y Thus begins 4 revolution in nearing aids —— a revolution to “lower the cost of 
Optical nearing” within the reach of all. 

enitien My Meborn2eY P 
Everywhere president, 
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WRITE FOR FRE 
E DESCRIP- 
TIVE: BOOKLET and a “on 


Add 

Hearing Aid ite: 

ZENITH RADIO CoRP. 
Chicago 39, Illinois ~ 


To: 


since I 
been acutely conscious 


While pioneerin& in 
toward development 


research. 


We, 
of hearing 
highest quality. The Radionic Hearing Aid -- 


essentially part of a radio receiver. 


Zenith's 
Radionic 
within the reach of 


Eye-glasses, 1 
the optical companies 
everybody s 
_to bring 









orrice or 


€.F Mc DONALD, Jr. 


PRESIDENT 


Manpower Authorities. Employers, 


Parents, 


Our country's manpower crisis calls for everyone's maxinun efficiency: 


lost the nearing of one 
ra 

of the best 

own company has spent millions, 

radio sets. 


with this technical knowledge 
a new precision gid — 


facilities and methods for 
devices, etc., j 
all. 

to 


at 1 
with the aid 


_- low cost pattery 


with miniature radio tubes, crystal microphone and patteries ~~ will sell for 
$40 -- about one-quarter of the price of ordinary instruments today. Hereafter 
no one, child or adult, ne be without 2 nearing aid because it is too high- 
priced There are i children 


Zenith Radio Gorporation 


Teachers ana Hard of Hearing. 


ear in an accident twenty years ago, 
of the handicaps of the nard j 


dio I have for some 
nearing aid 


the radio industry ten 
This research has been paid for by sco 


and 
the 


enable it to 


‘ zenith is now prepar 
of modern radionic 
aid within the reach of the masses. 


ZENITH RADIONIC 


ten million people, of whom over three millicn are 





CHICAGO 





Physicians, 


I have 
of hearing. 


years directed Zenith's research 
that science could produce. 


for 
purchasers 


s of millions, 
res of millions of 


now bring to the hard 
instrument of the 
‘ wearable —~ is 


engineering 
ZENITH 


precision mass production of radio sets, 


pring this superb nearing aid 


e e the Luxury of the fe 
the finest spectacles 
for the nard of 


science 2 highly perfected hearing 


upkeep wearable nearing aid — complete 


Zenith Radio Corporation 





rn PHYSICIANS: A detailed 
Pe — description will be 
upon request. Furt 
technical details will od . 
pear in medical journals . 


ZEN HEARI , 
ITH RADIO Pe sssomcsne cs DIVISION 





WARTIME ANNOUNCEMENT! 


Revolution 
ary RA 
DIONICS Product of Great Import 
rtance 


F 
OR ALL HARD OF HEARING 


Their Friends and Families 








There are cases i 
a s in which d ; 
gress i eafness 
and — and a hearing wnt vs 7 a pro- 
sense of ° o harm by 
ommend that you security. Therefore 
to make consult your otologi , we rec- 
that can emt your hearing rd om doctor 
enefited by the use of a thea pen ar 
ring aid. 


ys 
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HICAGO 39, ILLINOIS 
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A GREAT NEW BUSINESS FOR 
THE NATION'S OPTICAL DEALERS! 





his new business belongs to you optical dealers. 
What you are doing for people with defective 
sight, you can also do for people with defective 
hearing. And the job, in fact, is simpler. 


Look at the full page advertisement on the 
opposite page. It is the introductory message 
in a tremendous new advertising campaign. 
It will run in full pages—in practically every 
magazine of large national circulation. New 
advertisements will follow on regular schedule. 


It heralds a new business for the optical 
dealers of the country—a business which, when 
in full operation, should provide millions of 
dollars per year of new volume, with substan- 
tial new profits for these same dealers . . . with 
a product on which deliveries can commence 
within thirty days . . . as the government has 
granted priorities. 


“Preposterous,” you say? “Incredible”? 


Not at all. Zenith’s new hearing aid—de- 
scribed on the opposite page—can be sold over 
the counter by optical dealers as readily as they 
now sell binoculars. It has an enormous poten- 
tial market—which is capable of development 
to a volume of 2,000,000 ‘units per year at 
$40 apiece! 


Demonstration of this hearing aid is se/f- 
demonstration. The hard of hearing person him- 


self is the only one who knows when he hears 
better. The outside controls on the Zenith Ra- 
dionic Hearing Aid enable him to determine 


this in a few minutes. Thus the hearing aid is 
an “‘over the counter sale” proposition—simply 
and easily made. 


The price of $40—and the advertising—will 
encourage thousands of people to come into 
the optical stores to inquire—prospects who 
have suffered in silence in the past because of 
the high price of good hearing aids. We are 
already being swamped with inquiries as the 
result of newspaper mention of this new Zenith 
Radionic product. 


Although the factory takes little profit—a 
substantial discount will be given the optical 
dealer, which will make the business profit- 
able for him. 


The market among the hard of hearing is 
tremendous. Interest in hearing aids is grow- 
ing by leaps and bounds. Our problem will 
be one of production, not of sales. The man- 
power program of the country demands that 
thousands of handicapped people be equipped 
to earn a good living. Heretofore they have 
been prevented by the high price of hearing 


aids. 


Now they will flow into the stores of the opti- 
cal dealers—who, besides sharing in all the sales 
advantages, will be doing a patriotic service to 
their country! 

This is OPPORTUNITY. Investigate at once. 


Your inquiry will bring prompt and full par- 
ticulars. 


HEARING AID DIVISION 
ZENITH RADIO CORPORATION 
CHICAGO 39, ILLINOIS 
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PUZZLED BY TRADE-MARKS? 


Then You Should Have a Copy of This Authoritative Book 
Trade-Marks of the Jewelry and Kindred Trade, 
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Over 300 Pages of Vital Information — 
Thousands of Trade-Marks and Trade 
Names in This New 1943—Fifth Edition. 


The only book published containing 
Trade-Marks and Trade Names used 
by Manufacturers, Importers and 
Wholesalers of Jewelry, Rings, 
Watches, Clocks, Silverware, Sup- 
plies, Materials and Tools, Leather 
Goods, Pens, Pencils, China and 
Also lists 
names of Watches used by 148 com- 


Glassware, Gifts, ete. 


panies; lists Sterling and Plated Flat- 
ware Pattern Names; and data on 
Commercial Standards and Federal 
and State Stamping Laws. 
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TRADE-MARKS 
of the Jewelry 
and Kindred Trades 


FIFTH EDITION 








“ rf DO POSTAGE PREPAD 
Get your copy NOW! 


; 


The Jewelers’ Circular-Keystone 
100 East 42nd Street, New York 17 


Please send me 


Roe copies of "Trade-Marks of the Jewelry and 
Kindred Trades", new 1943 edition, for which check is en- 
closed. 
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Sell down? 
or sell out/ 


There are two ways of going out of business. One is to 
sell it as it stands, get your money, invest it in War 
Bonds or what you will, and be free of further respon- 
sibility. The other, is to attempt to wind-it-up yourself, 
conduct a sale, hope to get rid of your stock. 


Let us examine the second which at first glance seem 
attractive. You plan a sale, perhaps even call in pro- 
motion experts. What happens? What sells first? You 


may be sure, it’s watches, silverware, the most-wanted, 
hard-to-get items. After the first days of rush, you 
awake to broken stocks, incomplete varieties, from 
which it becomes impossible to sell. The successful 
beginning is outbalanced by the unsalable leftovers. 
You’ve sold DOWN your stock and are left with a 
headache, where selling OUT would have gained you 


peace of mind. 


We have met enough such cases in our wide experi- 
ence, to warrant pointing this out. May we suggest that 
if you are going out of business, you consult us first 
and get our offer? if only as an intelligent basis on 


which you can make up your mind. 
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When you 


BUY OLD GOLD 


od 


When a customer can turn obsolete 
jewelry into cash, reduce the 
amount of money needed to buy 
that watch or other item of jewelry, 
then you build good will and 


business. Buying old gold pays. 


For prompt returns send 
your old gold direct to 


| ee Oe ee. ae) J. 


os E& CO. 
Ceclous 


efalr» 
REFINERS MANUFACTURERS 


S55 E WASHINGTON STREET, CHICAGO - 
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"AIR FORCE" DISPLAY PROPS ARE EFFECTIVE 


Any customer of the Central Jewelr 
Ala., who passes the store windows is always remi 
of the importance of our Air Force in the mesearalil 
flict—for since early in the war, this jewelry euns ait 
given an “aviation atmosphere” to all window displ as 
unique in the trade. si 

All jewelry—whether it be diamonds or silver mil 
insignia—is displayed directly on window props 
resembling airplanes or actual copies of them. Discoy 
ering that jewelry bearing wings was the main eal 
item after the first aerial combat began, : 


itary 


the Manage- 
ment arranged with a Philadelphia window-prop manv- 


facturer to supply tiny celluloid ring display forms olen 
ilar to the celluloid circlets or squares with plush 
padding used for many years. Instead of following these 


geometric figures, however, each of the Central ring 


displays is a tiny airplane—with a nose, stubby Wings 
and tail done in red, white and blue plastic. Ordinary 
blue plush in the “cockpit” with a one-inch slit provides 
for showing rings featured. As many as 50 of these 
“airplane mounts” are used in windows at one time, 

Costume jewelry, necklaces, lockets, etc., are gys- 
pended from metal propellors or the wings of a la 
model plane in the background. Other little planes, 
strung on stiff wire mounts, suspend wrist watches, 
cigarette cases, etc. Whenever an excellent photograph 
of a new Army fighting airplane can be obtained, it is 
used as the back of the window. 

The idea, of course, is to catch attention of any and 
all passersby interested in air combat—and with the 
large pilot concentration at Montgomery, this “all out 
for aircraft” interest stops many customers daily. 


IF YOU’RE PLANNING to have a tree, trim it 
with shining silver stars, engraved with the names of 
your employees or customers in the service. Gimbel’s, 
New York, says, ‘Our tree is a symbol of gratitude to 
Joe and Bill and Harry for the part they are playing 
in lifting the shadow of misery and hunger and terror 
from all future Christmases to come.” If you've never 
before staged a community sing, such a tree would help 
to get one off to a good start. 


SUBSTITUTES "AS INTERESTING AS SILVERWARE’ 


When the new store of Bullard Bros., Fifth St., St 
Paul, Minn., was finished, it was decorated with the 
idea in mind of forming as perfect a background as pos- 
sible for displays of silver, a line for which the store 
had long been favorably known. 

Then came the war, and the silver picture changed. 
There were still wedding gifts to be bought—more of 
them than ever before—but stock of popular silver wed- 
ding gifts was dwindling. What could replaee them? 

As one anwer, special emphasis has been laid on the 
store’s stock of crystal. Attractive window displays 
have featured it. Within the store, table settings have 
brought the crystal merchandise into the foreground and 
to the attention of customers with such success that they 
are now buying crystal as readily as they previously 
bought silver. Displayed with the larger crystal pieces 


are candlesticks, candy and relish dishes, which ate 
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neal Values in Diamond Rings! 
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P 2-C Two tone 14K 
yellow gold engage- 
ment ring with 5 dia- 
monds, 314 pt. cen- 


B 3G 14K yellow or P 1-L Engagement B 1-S Heavy two tone 
white gold wedding ring in two tone yel- 14K wedding band 
hand with 3 genuine low gold with 3 dia- with 3 fiery diamonds 
ne diamonds $26.50 monds, center 21% $35.50 

igs pt. $19.50 ter $23.50 





A 1K Two tone 14K 
yellow gold channel 
band with five 2 pt. 
square cut diamonds 


$43.50 


K 2-A Matched bridal 
set in 14K yellow 
gold with 10 pt. cen- 
ter diamond, avail- 
able in 6 styles $50 set 
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eee 


64-66 Nassau Street 


P 1-3R Wedding band 

in 14K yellow gold 

with 3 small rough 

diamonds, matching 

P 1-L for bridal set 
$6.50 


G 2-E Engagement 
ring in 14K yellow 
gold with 25 pt. fine 
center diamond $90 


ALL PRICES KEYSTONE 


5 day memo selections from our wide assortment to rated firms 


~NADIS RING CO., Ine. 


Styled by I. E. Kalischer 


B 1-5D Channel band 
in 14K yellow gold 
with five 1 pt. square 


diamonds $32 





J 2-B Matched bridal 
set in 14K yellow gold 
with 20 pt. center di- 


amond, available in 6 
styles $70 


New York 7, N. Y. 
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FOR HONEST RETURNS 
IN 


SWEEPS 
FILINGS 
SCRAP 


GOLD PLATINUM 
JOSEPH B. COOPER & SON 





Refiners & PRECIOUS 
Smelters . METALS 
OFFICE: 
FACTORY: 26 JOHN STREET, 
BROOKLYN, N. Y. NEW YORK CITY 

















OUTSTANDING 
SERVICE RINGS 





NAVY 








AIR CORPS 


MARINES 


We are the creators of exclusive and distinctive 
designs in quality rings in a wide variety of styles. 


ENGAGEMENT RINGS 
WEDDING RINGS 











64-66 NASSAU ST., NEW YORK CITY 











often bought as supplemental gifts or to fill in gaps j 
the buyer’s crystalware at home. 7 

When wedding gifts are mentioned, crystal is jp 
stantly suggested, its intrinsic beauty pointed out pee: 
its enduring quality for home decoration stressed. 

Like most large jewelry stores, Bullard Bros. kee 
a complete list of gifts purchased there for each bride 
If crystal can be sold as a starter, crystal in all its many 
forms will be bought for the bride. The modest pur- 
chaser can buy her matching candy dish with ful] as 
surance that it will fit in with the bride’s larger, more 
expensive, gifts. 

Tied with crystal is fine china. Often a complete din- 
ner set is sold for a wedding gift, with odd harmoniy; 
items in both china and crystal sold to other buyers, 
Often, too, a small service bought as a gift for the bride 
is later augmented by the young couple after theiy 
marriage. 

China is displayed in a strikingly unusual setting. One 
end of the store is built in circular shape, with Van 
Gogh blue for color decoration. Against the rich blue, 
the delicate colorings and dainty designs of the ching 
stand out in marked contrast, accentuating each curve of 
a handle, each individual design. 

Another item that Bullard Bros. has made “as inter. 
esting as silver” is Persian pottery. The store has 
stocked it heavily, and promoted it through the same 
methods as used in crystal. Trays and vases are ont- 
standing]ly popular. 

And still another “instead of silver” line is fine Bp 
glish figurines. This is not a new line, but has been 
pushed into the foreground. A display cabinet, breaking 
a central island of merchandise counters in the store, is 
filled with colorful pieces of the china. To customers 
who are looking for the “something different,” these are 
shown. 


JEWELER SENDS MILLION CIGARETTES TO WAR 


“Help Weisfield & Goldberg send 1,000,000 cigarettes 
free to Service Men overseas” was the headline ina 
double-page advertisement which that Seattle jewelry 
firm used to announce its “Cigarette Day’ recently. 

Through arrangement with the R. J. Reynolds To 
bacco Co., makers of Camel cigarettes, the store promised 
to buy smokes for the boys overseas at the rate of 10 
cents from every dollar taken in from sales made that 
day. “These cigarettes,” the advertisement explained, 
“cost us only five cents a package and will be distributed 
by the Army and Navy special service offices absolutely 
free to men who in their opinion need them most. h 
most cases they go direct to fighting fronts where ord: 
nary supplies of cigarettes, such as canteens are no 
available.”’ 

Pointing out how ‘Cigarette Day” works, the stort 
told what number of cigarettes would be made available 
through the sale of each of 50 jewelry items pictured it 
the advertisement. For instance, the sale of a pair df 
silver-top salt-and-peppers at $3.75 would result in 1# 
free cigarettes, and something as elaborate as a diamond 
and ruby costume ring, priced at $192.50, would seni 
7,300 cigarettes overseas. 

Kortz-Lee Jewelry Co., Denver, recently ran a similit 
promotion. 
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Large selection of Plain Cases, Watch Bracelets with Topas ax Acta 
marines — Rubies, etc. Sold to Watch Importers and Jobbers only. 








MANUFACTURED BY 


YS 


64 WEST 48th STREET 
Telephone: BRyant 9-4054 a 
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- oA-K_S wWATcH CASE Coe 


NEW YORK 19;.N. Y 
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Two new figures from the Kay Finch line are hand- 
decorated in pastel colorings. In addition to the two 
sizes of owls shown, a third smaller size completes an 
amusing group. R. P. Pierce, Merchandise Mart, Chicago. 


Calendar reveals old- 
world charm in a group 
of photographs — ca- 
thedrals, castles, simple 
thatched cottages, and 
rural gardens. Each is 
packed in a mailing 
carton at $7.20 dozen 
—minimum order 2 
dozen. Fanny Morse, 
225 Fifth Avenue, N. Y. 











NEW 
GIFTWARES 


















Crushed stone composition is the material used in these 
bookends. The ram design highlights the resemblance 
of the medium to bronze-tone metal. Equally decorative 
as mantle decorations at $6 a pair wholesale. Available 
from Martin-Freeman Co;; 225 Fifth Ave., New York, N. Y. 





















New Christmas decorations in durable hand- 
decorated composition are now available for 
delivery at a wholesale price of $21 a dozen. 
Packed 6 pair to a dozen complete with candles, 
the choir boy heads are 15" high. Exclusive with 
Sun Glo Studios, 225 Fifth Avenue, New York. 


























Worn baby shoes may now be transformed into 
washable and unbreakable keepsakes by a "pot- 
tery-ized" process. Two weeks are required for 
the processing, and the completed shoes retail 
from $3.50 for all colorful pottery tones to $4 for 
a natural bronze finish. This service is offered by 
J. de Hymel, 232 Roswell St., Long Beach, Calif. 


Moorcroft, p ottert 
the Queen of Em 
land, created thes 
charming _ impom 
Available in six decor 
tions, each comes 

a deep cobalt blue 
opalescent pearl Di 
background. Tea # 
coffee pot with 
and creamer to 
cost $11.75 per 
set. Exclusive wi 
man Importing & 
225 Fifth Avenue, Mi 
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We have received a large shipment of the finest finished 
feather goods from England, made for us in world- 


famous English workshops. 


We shall do our best to distribute this choice merchandise 


fairly and equitably among our customers. 


LARGE STOCKS ON HAND 
Immediate Delivery 


DOMESTIC AND IMPORTED MERCHANDISE 


U.S. LUGGAGE & LEATHER PRODUCTS CO. 


NEW YORK 1, .-Y. 


29 WEST 34th STREET 
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Ladies’ Handbags 
Billfolds 

Cigarette Cases 

Zip Tobacco Pouches 
Writing Cases 

Leather Picture Frames 
Jewel Boxes 

Pass Cases 


Shoulder Strap Bags 
for WACS, WAVES 


Empty Utility Kits 
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Piquant duet from the "Younger Set" line created by 
Joyce Price, is from a group of 12 delightful subjects of 
distinct juvenile appeal. this is exclusive with Howard 


L. Ross Corp., 30 Rockefeller Plaza, New York, N. Y. 





Cup and saucer holder of plastic made entirely of non. 
critical materials from the Quon-Quon line which includes 
easel plate racks and handging plate racks. They are 
shown by Bolender & Co., Merchandise Mart, Chicago, Ill, 























Six-way folding frame made from finest moire in pastel 
and dark colors. Price, including 3-letter appliqued 
monograms, or the word "baby" on pink or blue 
moire, is $39.60 a dozen. Line includes, telephone, 
engagement and address books. Stocked for prompt 
delivery by Clarice Unger, 225 Fifth Ave., New York. 





Natural California redwood is used exclusively in the 
manufacture of these novel decorative gadgets. A 
circular is available from Barnware, Inc., Hollywood. 





Genuine leather cigarette case holds a full pack with 
protected compartment for photo, available in assorted 
colors for both men and women at $24 a dozen whole- 
sale. Also bill folds, compacts, key cases, vanity and 
ration card cases. Essway Mfg. Co., 261 Fifth Ave., N. Y. 


Mexican goods in goatskin simulating a pigskin pattern 
with the exception of the notebook wallet which costs 
$4.95 in genuine pigskin, $2.25 in goatskin. Wholesale 
price for other items in goatskin are: Cigar case, $2.25; 
photo folder, $3.15; and bill fold, $2.25. Fred Leighton's 
Mexican Imports, 24 University Place, New York, N. Y. 
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EMBOSSED BELTS 
FROM CUBA 


This genuine goatskin belt features an em- 
bossed decoration on a Luggage Tan _ back- 
ground. 1” in width, it is available in sizes of 
30” to 42”. 

$12 a dozen wholesale 


Immediate Delivery — Minimum order 3 dozen 


FRED LEIGHTON’S MEXICAN IMPORTS 


Office 
24 University Place 
New York City 


Showroom 
129 5th Avenue 
New York City 




















It's ESSWAY when you re looking for 
high quality in small leather goods! 


This flat cigarette case holds 20 cigarettes in 
one row with partition in center to prevent 
sliding. It is ideally constructed for pocket, 
purse or, when open, as a table container. 
Fine, genuine leather—it is available in as- 
sorted colors. 


Style No. 285—612” x 3” 
* $36 per dozen 


ESSWAY MANUFACTURING CO. 


261 Fifth Avenue New York, N. Y. 
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The grandeur of America presented in a gallery 
of master photographs. Each calendar month 
takes us to a different part of our country—Cities 
—Mountains—Country Side—all part of Amer- 


ica’s wealth. 
$7.20 dz. 2 dz. minimum 
Each in mailing carton ° 
Phone 
: 225 FIFTH AVENUE 
LExington 2-2524 al Gamee STREET 
NEW YORK CITY. 
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MOORCROFT WARE 
from England 


This finest of all English pottery is hand-molded, hand-painted, and 
fired 7 and 8 times for rare color values. Each piece is a perfect 
justification for the honored phrase— 

POTTER TO HER MAJESTY 


Pieces shown range from $1.25 to $7.50 each. Write for $50 complete 
assortment including candy and cigarette boxes, ashtrays, cigarette 
urns, nut or candy bowls. Send $50 for these best sellers! 


TEDMAN IMPORTING COMPANY 


225 FIFTH AVENUE Room 829 NEW YORK 1, N. Y. 
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Spode BLve ERMINE 


‘Starter Sets’’ in Spode make 
permanent customers. 


Sole Agents and Wholesale Distributors 
COPELAND & THOMPSON, INC., 206 Fifth Ave., New York 











CASH— 


For your sample line, and odds and 


ends in 


STERLING FLATWARE 


—new or used; any silversmith, any 


quantity ; active, inactive or obsolete. 


Send for Our Offer 
We Pay Transportation 


Reference: Jewelers’ Board of Trade 


JULIUS GOODMAN & SON 
77 Madison Ave. 


Memphis Tennessee 
Julius Goodman Joseph A. Goodman 

















TO OUR CUSTOMERS 


We wish to express our appreciation for your splendid 
response to our advertisement in the September issue. 


We have been forced to withdraw this advertisement of 
Swiss balance staffs, stems, yoke bridges and detents 
until we are able to catch up with the orders received. 


We shall do our best to fill your orders as soon as pos- 
sible, and we ask you not to become impatient. Thank you. 


Your orders for any items in our general line (of which 
some are listed below) will be filled as quickly as possible. 





K.D. Brand—American made lentille round crystals. 





Genuine G-S round and fancy unbreakable crystals. 





American made Fulton fancy wrist watch glasses. 





Watch Straps of various qualities. 





Also balance jewels for all American watches 
Elgin — Waltham — Hamilton — Illino’s, etc. 





Also balance staffs for all American watches 
Elgin — Waltham — Hamilton — Illinois, etc. 











Also a complete line of American and Swiss 
materials for all makes 


ORDER NOW 


CENTRAL WATCH MATERIALS & SUPPLY CO., INC. 
134 South Eighth Street, Philadelphia 7, Penna. 














Semi-Precious Stones 
Just received important shipment of 


>TOPAZ 
>AMETHYSTS 
> AQUAMARINES 


All sizes and qualities 
Attractive Prices 
Selections Sent 


SCHWABACH EXPORT CORP. 


60 Beaver Street 
New York, N. Y. 
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For a jewelry man from out of town the 
Seymour is New York’s best located hotel, 
just off Fifth Avenue, in the very heart 
of the jewelry center, a few minutes’ 
walk from all principal activities. 


Why 


so many 





But that’s not the only reason so many jewelry men 
stop here. They appreciate the quiet, restful at- 
mosphere, the comfortable, airy rooms, the unpre- 


a 
J p W ‘a | f 4 tentious, attentive service. 


And, last but not least, they enjoy the Seymour’s 
unexcelled foods, fine liquors, served in its air-con- 


m e Nl S { 0 ditioned cafe and restaurant. 


Rates: Single rooms with bath, from $4.50. Double rooms 
with bath, from $6.50. Suites of 2 and 3 rooms at $3.00 


to $3.50 per person 
a t t h e * e * a fe 3 


mn SEYMOUR 


RALPH P. LOHAK, MANAGER @ 50 WEST 45TH STREET @ Tel: MUrray Hill 2-5940 

















Another STac( ) Product 





No. 8 
Bond & Valuable Paper Wallet 


Everyone is buying more and more 
War mds ... Everyone needs one 
of these Wallets in which to safe-keep 
them. Of heavyweight embossed cover 
stock. Packed 3 dozen to box with 






































display sign. 
7 charm bracelet .............. $2.00 i per doz. net 
22 tell Bracelet... 05. cecceese 8.50 3 doz. unit order 
Cannibal-face pin ............ 4.50 
Also other clever and unusual pieces of Mexican Silver. Stationers Specialty Company 
LANDAY. INC. 19 West 21st St. @ New York, 10, N.Y. 
712 So. Olive Los Angeles 14, Calif. 
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WPB Acts Fast on Most 
Importers’ Releases; 
it Wants Waterproofs 


September 9th seemed among the 
blackest of the various dark days 
suffered by the jewelry industry, 
when at 11:15 o’clock that morning 
the War Production Board froze— 
with few exceptions—all imported 
watches and watch movements in the 
hands of importers at that stroke of 
the clock. 


Thus tied up (and for all anyone could 
tell unavailable for holiday selling) were 
all cased or uncased movements released 
from customs after Jan. 1, 1943, except 
pin lever, cylinder and Roskopf types— 
i.e., “clock-watches” of cheap construc- 
tion with few or no jewels—and lever- 
type movements or watches smaller in 
size than 6% ligne. 

And frozen were the watch stocks of 
even some retail jewelers, because the 
order, WPB L323, defined as an import- 
er “any person who has a symbol or an 
identifying mark recorded with the Bu- 
reau of Customs, U. S. Treasury Depart- 
ment, for the purpose of importing 
watches or watch movements.” Thus 
even retailers or jobbers who import any 
watches found alli their inventory frozen, 
even though most of it may have been 
purchased from U. S. sellers. 

An importer who wanted to sell, trans- 
fer or deliver any watch or watch move- 
ment frozen by the order would have to 
write a letter to the War Production 
Board, Consumers Durable Goods Divi- 
sion, Washington, D. C., Ref: L-323, 
stating the size of movement, type of 
case and quantity he wished to distribute. 
WPB, the order said, would acknowledge 
each application, and within 60 days 
thereafter would instruct each applicant 
what distribution could be made. If 60 
days from date of WPB acknowledg- 
ment elapsed without instructions from 
WPB, the applicant might then assume 
the application had been granted, even 
without written permission to sell. 


BRIGHTER ASPECT APPEARS 


But this quick-freeze had a partial 
“thawing” fast on its heels, indicating an 
early return to the fairly normal dis- 
tribution of most watches. The follow- 
ing developments lifted much of the 
gloom produced at first: 

1) Waterproof watches, and move- 
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Watch Freeze Is * 








ments suitable for casing in waterproof 
cases, were the real object of the “freeze.” 

2) WPB speeded releases, sought by 
importers. Importers who had few or 
no waterproofs faced a permanent freeze 
on some of their watches or movements 
which would be suitable for waterproof 
casing. 


3) Retailers like R. H. Macy & Co., 


who rate as “importers” under the order 
because they directly imported some of 
their watches and whose watch stocks 
were consequently frozen, found WPB 
quick to grant release applications. The 
only retailers who had any trouble with 
releases were those with excessive inven- 
tories of waterproofs. 


ASSEMBLERS ASK CHANGES 

Pleased with the fair and businesslike 
way the WPB administered its order, 
the American Watch Assemblers Asso- 
ciation, whose members account for the 
greater part of Swiss watch imports, 
asked for only two minor changes in 
L-323. One proposed amendment would 
exempt lever movements and watches of 
smaller than 834 ligne from the order, 
instead of smaller than 6%4 ligne as at 
present, so that practically all ladies’ 
watches could be sold by importers with- 
out restriction and yet the intent of 
the order would be preserved. ‘The other 
request is to cut in half the 60-day freeze 
that now may follow an importer’s appli- 
cation to release watches. WPB is now 
answering applications with great rapid- 
ity, but the importers feared that re- 
quests might so pile up that approvals 
would be slowed; therefore they want to 
be able to sell if they don’t hear from 
WPB within 30 days. 


REASON FOR THE ORDER 

Stated reason for the watch freeze is 

contained in the order’s preamble, which 
says: 
“The fulfillment of requirements for 
the defense of the United States has 
created a shortage in the supply of 
watches for defense, for private account 
and for export; and the following order 
is deemed necessary and appropriate in 
the public interest and to promote the 
national defense.” 

As long ago as last spring, WPB held 
such an order over the heads of the 
watch importers, but worked out a com- 
promise plan whereby many of the im- 
porting firms agreed to set aside a cer- 
tain percentage of their imports, either 
complete waterproofs or suitable for 
waterproof casing, for purposes of Gov- 
ernment necessity. 

Some firms cooperated whole-heartedly 
in this gentlemen’s agreement. Some de- 


Thawing’ 





livered only part of their quotas, Others 
none. Still others refused te even pled 

Thus responsibility for the order, work. 
ing a temporary hardship on many im- 
porters who patriotically cooperated 
rests on the shoulders of one segment 
of the industry. 


GSELL'S COMMENTS 


Reviewing the order’s background, 
Roland Gsell, of R. Gsell & Co. New 
York, president of the American Watch 
Assemblers Association, said: 

“A little over six months ago, it be- 
came known that the War Production 
Board contemplated ‘freezing’ all im- 
ported watches and watch movements, 
The importers took the matter up with 
Washington and a voluntary plan was 
agreed upon, which should have provided 
the watches needed. Due to various fac- 
tors and difficulties known to the trade, 
the War Production Board issued 
freezing order on Sept. 9, L-323. This 
is obviously most regrettable but there 
are apparently some importers who do 
not seem to realize that a war is in 
progress and, as is often the case, the 
temporary advantages of a few make the 
work of the whole trade more difficult. 

“The new regulation, like any other 
law, if administered properly should 
prove workable, and the trade has every 
reason to expect that it will be properly 
administered because the officials han- 
dling the regulation know their business, 
are reasonable and fair, and do not de- 
sire to disturb existing business more 
than is absolutely necessary. 

“It is hoped that very soon the War 
Production Board will be able to amend 
L-328 so as to exclude all watches small- 
er than 8% ligne. This would simplify 
the reports to be filed by importers and 
consequently would also simplify the 
work of the board. 

“The present definition of importers 
in the regulation will also have to be 
broadened so that all importers will be 
treated alike, a point about which the 
Watch Assemblers Association is very 
insistent. 

“It is, of course, feared that certail 
repercussions may affect all watch im 
ports and all that we can hope for now 
is that watches of all current types wil 
continue to come in as heretofore.” 





War expenditures by the United States 
Government amounted to $7,529,000, 
in the month of August, an increase 0 
$783,000,000 over July, or 12 per cemt 
Compared to expenditures in the pe 
month of June, August expenditurt 
showed a 2 per cent decrease. 
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yirshberg Urges NACJ 
fo Sponsor a Code Before 


jHarsher One Is Imposed 


Fulfilling its promise made last 
jamary for no nationwide confer- 

, no convention and no jewelry 
show in 1943, the National Associa- 
tion of Credit Jewelers complied 
yith its by-laws by holding a lively 
we-day meeting at the Palmer 
House, Chicago, Sept. 20. 

Attendance was small on _ purpose, 
hecause all but Mid-West jewelers in the 
Chicago area were urged to stay home, 
in deference to the Government’s well- 
known desire to cut travel to the 

imum. 
si proposal by Eliot P. Hirshberg, 
vice-president of Finlay Straus, Inc., 
New York, that NACJ draw up volun- 
tary rules for instalment sellers was 
the stand-out feature of the day. Mr. 











Hirshberg said: 
“§elf-policing would be preferable to 
ations imposed from without. Some 
regulation is necessary to meet criticism 
from the public and from Government 
agencies, _ because of the general be- 
lief that credit jewelers’ prices are too 
high, that credit jewelers switch cus- 
tomers from advertised bargains, that 
their collection methods are question- 
able, that they misrepresent merchandise 
and terms, and that they resort to high- 
pressure selling.” 

Admitting, some truth in_ these 
charges, Mr. Hirshberg denied that the 
icture of how credit jewelers operate 
is as black as it is usually painted. 
Jewelry markup is necessarily high, he 
pointed out, because of the slow turn- 
over and non-recurrent selling. 

In setting a reasonable price for an 
article sold on credit, the rate of turn 
and department store and “cash” store 
prices should be considered, the speaker 
said, suggesting that the credit charge 
might advantageously be billed sepa- 
rately. He defended loss leaders as 
legitimate when honestly sold and the 
supply is adequate, but discouraged the 
advertising of “bargains” that can’t be 
delivered. 


PRAISES N. Y. LAWS 


Harsh collection methods, in Mr. 
Hirshberg’s opinion, are the No. 1 reason 
for the credit industry’s public ill will. 
He said, “Credit sellers should cooperate 
in clearing up abuses to avoid licensing 
and unreasonable restrictions. New 
York State’s credit selling laws are a 
model of satisfactory legislation worked 
out with business men and legislators in 
cooperative partnership.” 

Credit selling involves definite social 
obligations, Mr. Hirshberg went on, be- 
cause not a few credit customers are both 
‘gnorant and foolish. He advised allow- 
ing the return of goods for full credit 
in those few cases when instalment cus- 
tomers cannot pay. These situations are 
small in number anyway, and elimina- 
tion of ill will would more than offset 
the cost. 

Concluding, he urged NACJ to draw 


FOR OcToBeR, 1943 








self-Regulation Is Proposed for Credit Jewelers 





International News Photo 


IT'S A GIVEAWAY—AN ALARM CLOCK FOR EVERY BOND BUYER 


Crowds crammed the store of Roth Bros. Jewelry Co., 104 E. 23rd St., New York, when the 

firm offered to give an alarm clock to every purchaser of a $50 (or larger) War Bond. The 

clocks, which were imported Swiss alarms, numbered 500. People filled the sidewalk long 

before the store opened at 6:30 in the morning, Sept. 11, the day of the Bond sale, and it 

took 10 policemen to keep the crowd in line. Roth Bros. is still getting letters asking for 

clocks, some from as far off as California. The firm collected $36,050 for Uncle Sam in War 
Bond purchases, including three $1000 and four $500 Bond sales. 





up and sponsor reasonable credit-selling 
regulations now, in order to head off 
needlessly harsh restrictions. “In the 
animated discussion that followed Mr. 
Hirshberg’s address, speakers said that 
jewelers in Chicago and Minneapolis are 
working along those lines with good re- 
sults. 

Two directors dwelt at some length 
on merits and demerits of the Federal 
Reserve System’s Regulation W, espe- 
cially its sections controlling instalment 
credit. Fred B. Dreifus, pointing out 
an inequity in taxation between corpora- 
tions and stores operating as partner- 
ships and individuals where the income 
tax is paid on the basis of collections, 
said that Regulation W threw extra col- 
lections into 1943 and so raised taxes. He 
added that, while corporations were 
granted relief, individual or partner- 
ship stores were stuck by the windfall 
provisions of the new tax law. Mr. 
Dreifus urged action to get the same 
relief for all stores. 

In a discussion of the history and 
theory of Regulation W, George Apple- 
baum, Chicago, predicted no reason for 
it to exist after the war and urged 
working for its repeal at that time. 
Meanwhile, he suggested maintaining 
good relations with the Federal Re- 
serve System and setting up district 
councils of Reserve officials and credit 
sellers. 

Highspots of the current merchandise 
situation were reviewed by William Gib- 
son, of Cole & Young Co., Chicago, for- 
mer president of NACJ. Miss Betty 
Chayken, substituting for her father, 
Irving N. Chayken, Hammond, Ind., 
who could not attend because of his 
sister’s death, discussed the history of 
OPA “ceilings” and “records” enforce- 
ment, especially the cases against 30 or 
more New York watch importers. She 
spoke for the fullest possible coopera- 
tion with the price administration. 








NACJ membership has doubled in 
the past year, said President Rudolph; 
the association is operating under its 
own steam from membership dues. He 
paid special tribute to the energy and 
capabilities of William Wagner, who has 
now rounded out his first year as execu- 
tive secretary. 

Mr. Wagner’s’ report mentioned 
NACJ’s semi-monthly bulletins which 
have been mailed to all credit jewelers, 
explaining Government regulations, the 
merchandise situation and the like, and 
which, he said, have led many jewelers 
to join the association. In the trea- 
surer’s message, Lewis Litt, Chicago, 
showed a balance $1000 larger than a 
year ago, with profits still to be added 
from “The Jewelry Industry and the 
War,” published this year by NACJ. 

Fred V. Cole, editor of THe Jewet- 
ers’ CrrcuLar-KeEysTone, in a review of 
the severe gold limitation brought about 
by WPB order L-45, pointed out that 
most jewelry stores have only a few 
months’ reserve of wedding rings, that 
the current rate of production is far 
below the number of marriages, and that 
many brides must be ringless in 1944 
unless the War Production Board re- 
laxes its order. George Engelhard, NJ 
publisher, described manpower difficul- 
ties. in the jewelry industry and gener- 
ally reviewed the trade’s situation. 


ALL OFFICERS RE-ELECTED 


B. G. Rudolph, of Rudolph Bros., 
Syracuse, N. Y., elected to a second term 
as president, heads the official slate 
which was retained in its entirety. 
Others who thus continue in office are: 
Clarence Olsen, of Olsen & Eban, Chi- 
cago, first vice-president; Edward Dock- 
man, St. Paul, second vice-president; 
William J. Kappel, Pittsburgh, third 
vice-president; Samuel Gerson, of Ger- 
son’s, Inc., Detroit, secretary; Lewis 

(Please turn to page 167) 
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WLB Revises Wage Rulings for Small Businesses | 


Employer May Give Higher 
Pay in Some Situations 
Without Board Approval 


In an attempt to slash red tape 
for the small business man, the War 
Labor Board on Sept. 1 revised wage 
increase procedure for employers of 
from 9 to 30 employees. Such em- 
ployers may now effect merit, pro- 
motion, or length of service pay in- 
creases, with certain restrictions, 
without obtaining WLB approval. 


Although designed in theory to 
prevent wages from spiraling into 
inflation, actually the revision, an 
amendment to General Order 31, in 
practice will allow employers consid- 
erable leeway. 


For the purposes of the order, em- 
ployers are counted in figuring out the 
total number of employees when they 
are on the firm’s regular payroll. That 
is, a retail firm with one employer and 
eight employees would be assumed to 
have nine employees and would fall into 
the 9 to 30 class. Firms employing less 
than nine are not controlled by WLB. 

Employers may raise an employee’s 
pay in recognition of merit, or length 
of service, WLB has ruled, providing 
that during one year each individual em- 
ployee receives no more than a 10-cent 
an hour total increase. July 1, 1943, is 
the beginning date for the first year. 
For example, an employer who raised an 
employee’s wage eight cents in August 
can’t raise it more than two cents (per 
hour) from now until August, 1944, be- 
cause he would be exceeding a total in- 
crease of 10 cents an‘hour for the year. 

Merit or length of service increases 
Shall not exceed a five cents an hour 
rise during one year for a firm’s total 
payroll. This means that an employer 
of 12 persons may raise the pay of six 
of them by 10 cents an hour, but can’t 
increase the wages of the other six, be- 
cause such an increase would result in 
a total payroll rise of over five cents an 
hour. All 12 employees, of course, could 
receive five cents an hour increases. 

Wage increases for merit or length 
of service must not bring the new wage 
above the highest wage paid other em- 
ployees of similar skills, duties, and re- 
sponsibilities during the period from 
July 1, 1942, to June 30, 1943. For in- 
stance, a retailer employing six sales- 
people at $25 a week may not raise 
the wages of any one of them, if they 
have all been receiving that pay since 
July 1, 1942. 


NO PRICE JUMPS, RULING SAYS 


The ruling specifically states that such 
increases “shall not furnish a basis either 
to increase prices or to resist otherwise 
justifiable reductions in prices.” 

More elastic in the order is the wide 
range in pay jumps permitted through 
“promotions” to higher job classifica- 
tions. “A job classification,” the order 
reads, “is a category of jobs or posi- 
tions which are similar in nature and 


152 


— 





content and in required amount of 
knowledge, skill, experience, and re- 
sponsibilty.” Employers may promote 
an employee and then pay him the 
higher wage suitable for his new job 
classification. 

An employer may submit to WLB for 
approval, a schedule of job classifica- 
tions including a list of the abilities, 
skills, and duties necessary for each one 
and the wage or range of wages he 
pays for each one. For instance, he may 
have three classifications of salespeople, 
A, B, and C. Supposing his schedule is 
approved, then, if a salesman in group 
C, at $°0 a week, acquires the knowledge 
and skill of those in group A, at $40 
a week, he may then be promoted to 
group A and receive $40 a week. 


EMPLOYER MUST HAVE "PLAN" 


Job and wage schedules need not be 
submitted for WLB approval if they 
were in existence prior to Oct. 3, 1942, 
or have since been approved by WLB, 
and if the employer also keeps on record 
a definite “plan of procedure” in making 
wage adiustments. “A nlan, the order 
reads, “is an orderly, definite procedure 
or a group of procedures for making 
adjustments, within specified limits, in 
the wage or salary rates of individual 
emplovees (a) within particular job 
classifications and (b) when they move 
from one job classification to another.” 

A plan does not acquire Board ap- 
proval if it consists of “written state- 
ments, “minutes, or memoranda of the 
employer which were in existence and 
effect on or before June 30, 1943,” or 


follows Board requirements as men- 
tioned above. 
Perfectly possible is the situation 


where a delivery boy, getting $15 a week 





for running errands, j 
ferred because of the help thee —- 
the job of salesclerk. The pe ate 
then be raised to the $20 a wank could 
is the minimum wage paid to sal which 
by the above mentioned euplenat 
is assumed that the boy woul rit 
no more than the minimum for oe 
classification, one he would re 
minimum of the skill an . 
quired. ; d knowledge te- 

If the employer had be Ph 
the boy in watch repair work oat 
side, and had been paying watch Tepai 
ers from $70 to $80 a week, he pa 
then promote the boy, providing he had 
acquired sufficient mastery of the “a 
to the job of watch repairer with , 
watch repairer’s wage. . 

It is probable, however, that the boy 
would be semi-skilled at the job 1, 
that case the employer may set tu a 
new classification of assistant watch re- 
pairer, and nay the boy an appropriate 
wage, according to his ability, 


PAY BASED ON HOURS 


In the case where an employee spends 
part of his time at work in a higher pay- 
ing classification (such as a delivery hoy 
spending part of his day at the work- 
bench or a bookkeeper spending so many 
hours a week selling behind the counter) 
the ceiling on their wages is figured on 
a percentage basis. For instance, g 
bookkeeper spending 40 per cent of he 
total working hours at bookkeeping ana 
60 per cent as a saleswoman would have 
her pay made up of 40 per cent of the 
set bookkeeper’s wage and 60 per cent 
of the set salespersons’ wage. 

None of the above wage ‘ncreases are 

(Please turn to page 158) 








Swiss Prepare Overland Truck Route to Lisbon, 
In Case War Disrupts Commerce Through North Italy 


Headlines like “Nazis Control Genoa” 
and “Germans Occupy Customs Posts 
on Swiss-Italian Frontier” worried the 
jewelry trade last month. Did the col- 
lapse of Itatv and the spread of the war 
to ‘the European mainland mean the end 
of Swiss watches, until the Anglo-Amer- 
icans fight their way to the Swiss border? 
Would U. S. jewelers soon have their 
watch counters bare? 

Fortunately, the prudent and proud 
Swiss Revublic has worked out ways and 
means of preserving its international 
trade, which, according to a Swiss spokes- 
man in New York, can be routed by 
truck to Lisbon “at the turn of a switch” 
whenever it becomes impractical to ship 
through Genoa. 

The 1000-mile route of sealed trucks 
would follow a bent course, first north- 
west from Swit7erland to Paris, then 
south through Spain, where they would 
be inspected by German and Spanish 
agents. Wheat and other necessities of 
the Swiss people would make up the 
trucks’ return cargo. The Swiss used this 
same route successfully a year or so 
ago before they commenced to depend 
upon Genoa for contact with the outside 
world. 

Swiss and other neutral vessels would 
continue to ship Swiss merchandise from 
Lisbon to the West. Of course, even the 
truck route might not work if the war 





spread through southern France. 
However, it may still be possible for 
the Swiss fleet to continue operating 
from Genoa—at least until the war is 
carried into northern Italy. Swiss here 
pointed out that their nation’s relation- 
ship with the Axis has not changed and 
that the battle front, up to the time this 
issue went to press, was far from Genoa. 


MALOJA TORPEDOED 

On Sept. 5, two days after British and 
Canadian troops swept into the Italian 
toe, a shipment of watches crossed the 
Italian frontier. It was to be picked w 
by the Swiss Maloja later that w 
and carried to Lisbon. But as the little 
vessel was heading towards Genoa the 
night of Sept. 6 she was torpedoed and 
possibly sunk, 20 of her crew of 23 being 
rescued. If destroyed, the Maloja was 
the first wartime shipping loss for the 
Swiss. 

While watching developments in north 
Italy and studying the possibility of com 
tinuing commerce through Genoa, 
Swiss negotiated for the return to Swit 
verland of the watches intended for 
the stricken Maloja. 

The Swiss-chartered Nereus, out of 
Lisbon, was expected in Philadel 
about Oct. 1. Her cargo, incl 
watches, was shipped ‘on the St. Cergit 
from Genoa in late August. 
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‘More Goods for Civilians; 
| Jewelers’ Wares Included 


elers of at least an 

some of the merchandise 
replace e cco the War Produc- 
il 3 ard on Sept. 9, announced that 
- id issue a directive to manufac- 
— of some civilian goods, asking 
ee to earmark a certain percentage of 
~ output for the civilian market. In- 
— plated silverware, clocks, 


ed are - 
ees, chronometers, pens and pencils, 


Insuring jew 





ds, and cutlery. 

eer directive, which becomes effective 
Oct. 1, is the result of the Office of 
Civilian Requirements’ request last July 
that WPB allocate some vital materials 
to ease civilian shortages. (See JC-K for 
August, 1943, page 126.) ere 

To what extent the increased civilian 
distribution of goods will aid the retail 
ieweler is not certain—WPB will not 
disclose figures on most of the items. 
That retailers will be benefited some- 
what, however, is certain. In WPB's 
words, the directive designates “a por- 
tion of the production of specified items 
for distribution through regular dis- 
tribution channels to civilian consumers.” 

The directive, which will be sent to 
individual manufacturers, specifies a cer- 








tain percentage of each manufacturer’s 
regular production during the fourth 
quarter of 1943, “should be distributed 
through customary distribution channels 


to civilian consumers in the United 
jtates. 
“Cjvyjlian consumers in the United 


States means all purchasers except the 
Army or Navy, the Aircraft Resources 
Control Office, and the United States 
Maritime Commission, buying direct, and 
any person buying for direct export,” 
the directive reads. 

Most of the clocks produced will be 
Victory model alarms, a WPB spokes- 
man to'd JC-K. It is exnected that 2,- 
500,000 Victory alarms will be produced 
before the end of the year. 

There will be no jeweled watches for 
civilian use, WPB said. Jewels are vital- 
ly needed for war instruments, and will 
be used only in railroad watches, chron- 
ometers, and other essential items not 
released to the general civilian market. 

The quotas on merchandise to be re- 
leased to civilians are by no means 
static. Spokesmen for OCR expressed 
a hope that the flow of goods into civilian 
channels might be increased next year. 
No thought has been given to more 
watches for civilians, WPB said. 


Wholesale Sales and Inventories 
Drop, Census Bureau Reports 


Shortages in jewelry merchandise be- 
gan to show this month when the Census 
Bureau reported that jewelry whole- 
salers’ inventories dropped 10 per cent 
from June to July, and were 19 per cent 
lower this July than in the same month 
last year. 

Wholesale sales for July, 1943, were 
only 7 per cent above July of last year— 
for the first seven months of 1943, they 
averaged 18 per cent above the same 
period in 1942. . 

e stock sales ratio for July of this 
year was 170 as compared to 294 for 
the same month in 1942. The figure for 
June, 1943, was 159. 
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A $25,000 ORCHID 


Here is Miss Johnnie Byrd, manager of 
the G. W. Lawton jewelry store, Orlando, 
Fla., with the orchid that sold for $25,000 


in war bonds at the war bond dinner and | 


auction of the American National Retail 
Jewelers Association held at the Waldorf 
Astoria hotel, New York, on Aug. 26. Cor- 
sages, costume jewelry, and other inexpen- 
sive gifts donated by the diners were 
auctioned off—the bids being subscriptions 
to the Third War Loan which has just 
opened. The $25,000 brought by this orchid 
helped in swelling the total amount sub- 
scribed to over $8 million as a contribution 
to the war effort from the jewelers of 
America. 





Mexico Jacks Up Export Tax 
On Silver Jewelry and Silverware 


U. S. importers now must pay more 
for silver jewelry, hollowware and flat- 
ware produced south of the border, un- 
der an increase in the Mexican tax 
levied against silver articles exported 
from that nation. 


The Mexican export tax, effective 
Aug. 5, makes these approximate 
changes: 


Silver jewelry set with tecali (some- 
times called “Mexican jade”) and similar 
stones of calcareous carbonate base: 
$2.22 per ounce (formerly $1.76 an 
ounce). 

Silver jewelry set with agate, cameos, 
rock crystal, obsidian, opals, turquoise 
and similar stones, $2.87 per ounce 
(formerly $2.48 per ounce). ' 

Silver jewelry, with parts of gold, 
without precious stones, $2.22 per ounce 
(formerly $2.16 per ounce). 

Silver filigree, $2.54 per ounce (for- 
merly $2.16). 

Silver articles and tableware with or 
without parts of gold or precious stones, 


$2.22 per ounce (formerly $.91 per 
ounce). 
Besides these higher taxes to the 


Mexican government, American import- 
ers pay a U. S. tariff of 55 per cent 
on jewelry and 32% per cent on silver- 
wares imported from Mexico. 

Several thousand silversmiths now labor 
in Mexico’s expanding jewelry and 
silverware industries, centered largely in 
Mexico City, Taxco and Guadalajara. 
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Are You Having 


Casting 
Problems? 


Are you getting the most 
from your present efforts? 


If Not—We can help solve 
all your casting difficulties— 


We Can— 


Adapt Jewelry Manufactur- 
ing Plants for War Work. 


Install the LOST WAX 
PROCESS perfected to very 
close tolerances for Mass Pro- 


duction of War ‘Work. 
Supply Injection Machines 
for Mass Production. 


References from Nationally 
Known Jewelry Firms 


INQUIRIES INVITED 


PRECISION CASTING 


Stainless & Carbon Steels 
Non-Ferrous Metals 


CENTRIFUGAL 
CASTING 
COMPANY 


CASTING CONSULTANTS 


147 West 42nd Street 
New York 18, N. Y. 


For immediate delivery we can sup- 
ply instruments, machines and ma- 
terials for casting thru our subsidiary 


CENTRIFUGAL CASTING 
SUPPLY COMPANY 


Importers and Distributors 
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Stylis ts 


O 


JEWELS 
IN 
GOLD 


* 


Modern Methods of 
Production have mate- 
rially decreased our 
manufacturing costs 
and we are now in a 
position to offer our in- 
dividual creations at 


most attractive prices. 


* 


A. J. Gasse 


INCORPORATED 
Manufacturing Jewelers 
515 MADISON AVE. 
NEW YORK 


Pacific Coast Representative: 
Hubert A. Wood, 649 S. Olive St. 
Los Angeles 





A SET 
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State Department Asks Mexico to Curb Export of Silver 
Merchandise to U. S.; Customs Examination Is Tighter 


Various Government departments took 
steps last month to control and perhaps 
reduce the importation of silverware and 
silver jewelry from Mexico, whose silver- 
smiths, concentrated in Taxco, Guadala- 
jara and Mexico City, have been working 
largely for the U. S. trade since silver 
was restricted for civilian uses in this 
nation. 

Wrote the War Production Board on 
Aug. 26 to Customs Commissioner W. 
R. Johnson: 

“As you may be aware, there has re- 
cently been a considerable rise in our 
importations of finished silver articles— 
particularly silverware and jewelry— 
from Mexico. Semi-processed items, val- 
uable chiefly for their silver content, are, 
of course, restricted under General Im- 
ports Order M-63. 

“There is, however, no such restriction 
on finished silver articles. In view of 
the restrictions which we have under 
Conservation Order M-199 imposed upon 
American manufacturers of luxury arti- 
cles containing silver, it has been our 
constant belief that no inordinate rise 
in our importation of articles made of 
silver should be permitted. 

“Rather than attempting to include 
finished articles among the restrictions 


of M-63, however, we prefer i 
the voluntary omnes of peda 
countries. We understand that the State 
Department and the Office of Economie 
Warfare have, therefore, informed the 
Mexican government of the abnormal 
rise in our importations of finished sil- 
ver articles from Mexico, and there is 
reason to expect that we shall obtain 
the most effective cooperation from that 
government. 

“We hope that it will be possible for 
you to advise all Customs offices of this 
situation and to ask them to Scrutinize 
carefully all imports which purport to 
be finished silver articles. We have 
recently been informed that in order to 
nullify our controls, some manufacturers 
have been importing articles which the 
enter as finished articles, but which re. 
quire considerable additional work jp 
order to put them in a finished state for 
delivery to the consumer. It will he 
most helpful if the Customs officials cap 
stop all imports of articles which are not 
completely finished.” 

Customs Commissioner Johnson op 
Sept. 6 instructed his bureau to give 
special attention to the inspection of 
silver articles to determine whether they 
are, in fact, completely finished. ; 





HIA to Train Disabled 
Soldiers as Watchmakers 


Quick action is needed to save the 
American watch industry from an acute 
shortage of watchmakers, agreed repre- 
sentative leaders of the trade at a spe- 
cial conference of the Horological In- 
stitute of America held in New York 
Aug. 26. 

Purpose of the meeting, which in- 
cluded representatives of the industry, 
Government, educational agencies, and 
HIA officers, was a preliminary discus- 
sion of a definite program for training 
war veterans in watchmaking. 

A course of instruction, with close 
correlation of text books and actual 
practice, has been worked out by the 
Institute, President Howard L. Beehler 
announced. A text book, which is de- 
tailed yet clearly understandable to the 
layman and takes the student step-by- 
step through the actual making of a 
watch, has already been planned, he 
said. 

American watch manufacturers, who 
are feeling the watchmaker shortage and 
expect a postwar shortage, volunteered 
to aid in financing the program, 
providing jewelers and watchmakers 
throughout the country are willing to 
lend their support. 

The country is now about 2000 watch- 
makers short, estimated Edward H. 
Hufnagel, HIA treasurer and chairman 
of the meeting. Increased airplane pro- 
duction will be only one of the factors 
swelling the postwar demand for skilled 
craftmen, he predicted. 

A real danger lies in the possibility 
of men trained in instrument repair in 
the armed services but not equipped for 
delicate watch work trying to enter the 
watchmaking field after the war, trade 
spokesmen agreed. ' 

Although no funds will be available 
for development of the program from 
the Veterans’ Administration, said Wil- 
liam A. Gilchrist, New York represen- 
tative, watchmaking schools which meet 





the standards will receive tuition pay- 
ment for each man placed with them 
for training. 

No estimate can yet be made of the 
number of veterans who will take ad- 
vantage of a watchmaking training, Mr. 
Gilchrist said. A probable two-year 
period for complete physical rehabilita- 
tion will probably be needed before any 
actual placement could be made, he 
added. 





California RJA to Train Veterans 


Launching a_ state-wide program to 
aid in rehabilitating disabled soldiers 
and sailors of World War II, the Cali- 
fornia RJA has announced a plan for 
training handicapped veterans in watch 
making and jewelry work. The program 
was announced after a recent directors 
meeting in Fresno. 

The veterans will be placed with in- 
dividual jewelers around the state to 
receive their training. 





Wisconsin Jewelers Not Stymied 
By Shortages—Use Swap System 


With the old-fashioned horse and the 
old style flatiron again coming into their 
own because of wartime shortages, the 
Wisconsin RJA has hit upon the time 
honored swap system to help members 
fill out shrinking stocks. : 

Periodically the Association will issue 
a bulletin which goes to 300 Wisconsin 
jewelers. A jeweler who would like to 
unload some merchandise of which he has 
a sizable inventory for something ™ 
which he has been cleaned out can staté 
his case in the bulletin. Then he gets 
together with jewelers in other parts of 
the state who may have what he needs, 
and need what he has—result is @ 
swap or exchange sale, and everybody's 
happy. 

First issue of the bulletin appeared 0 
Aug. 12, and others will be released 
as needed. 
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Office of Price Administration 
ed to relieve watch importers from 
a ueeze of rising import costs on 
“d 10 when it ruled that they could 
viease their ceilings to cover certain 
a rt costs. Retailers may in turn raise 
their selling prices to include the higher 
cost to them, OPA said. ; 

Importers of manufactured goods will 
figure their ceiling prices according to 
the Maximum Import Price Regulation, 
which was issued Aug. 20 and became 
elective Aug. 23, instead of according 
to the General Maximum Price Regula- 
tion. The new regulation allows them 
to include certain import costs in their 
selling price. Retailers’ prices are still 
hased on their GMPR ceilings, but they 
are authorized to pass on the higher price 

ir customers. 
Peeding to OPA’s new Maximum 
Import Regulation, assemblers of im- 
rted watch movements may mark up 
their selling price according to the fol- 
ing system: 
vas waporter may add to his total 
landed costs either 75 per cent of his 
reentage markup, or he may add the 
jdentical dollar and cents markup he es- 
tablished during March, 1942, under 
GMPR. 

Retailers may compute their new ceil- 
ings in the same manner by adding to 
their purchase price 75 per cent of their 
percentage markup or the dollar and 
cents markup established in March, 
1942. 


The 








LUMINOUS JEWELRY 
GLOWS IN THE DARK 


Our original creations of Lumi- 
nous Jewelry glow beautifully 
in the dark after brief 5-second 
exposure to electric light. Last 
indefinitely. Harmless. Nation- 
ally advertised in Vogue, Es- 
quire, Mademoiselle, McCalls, 
etc. 


Air Mail Check and order today 
as shortage of raw materials 
makes many items irreplaceable. 


NO CATALOG. DETAILED PRICE 
LIST UPON REQUEST. 


FOR IMMEDIATE DELIVERY! 


ivaseinetecaeewecees $1,50 per set 
Shell Pins (several styles)... .75 each 
Shell Earrings (several styles) .60 & .70 pr. 
Pine Cone Earrings & Hair- 
De sevesinsdcecebeecedes 1.20 per set 

Plastic Earrings (many 

DP Kktekecnecreneeans -60 & .70 pr. 
Plastic Butterfly * Pins 

re 1.20 each 
Velvet Earrings & Hair-dos 

MERE 6 Gna edcirkan Week ae 1,85 per set 
Flower Pins & Hair-dos 

NUE cain ds, e sine oro 476) .60 to $2.45 ea. 


Sample Assortments from $10 to $50 
Shipped Prepaid. Immediate delivery. 


HOUSE OF GIFTS 
Box 4550—K3, Coral Gables, Florida 


Largest Mfr. of Luminous Jewelry in 
America 
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Reason for the 75 per cent figure, | 


OPA said, was that “it approximates the | 


increase of 33 1/3 per cent in the cost 
of imported manufactured goods.” 

“Total landed costs” which the im- 
porter may include in figuring his new 
maximum price include advances in the 
cost of transportation, insurance, and 
customs duties. He may also include 
any increase in the price of the foreign 
seller from March, 1942, to April 30, 
1943. Any increase in the amount 
charged by the Swiss seller after April 
30 of this year may not be included— 
the Swiss price is expected to remain 
fairly stable, OPA spokesmen said. 

Although watch assemblers came un- 
der the Maximum Import Regulation 
on Aug, 20, the date it was issued, they 
were specifically included Sept. 2 when 
OPA issued Order Number 1 under the 
regulation. The order directs that im- 
porters must file their price ceiling un- 
der GMPR and MPR 188 before they 
can resort to the new import order— 
a progressive step by OPA in combat- 
ing the watch black market. 

Under the order, importers who re- 
ceived no movements in March, 1942, 
and therefore had to figure their cost 
increase from the date of their next 
shipment after March, 1942, were con- 
siderable higher than the March figure, 
which cut down the importers’ margin 
of profit. OPA promised a change to 
allow importers their proper margin, 
within a few days of the time JC-K 
went to press. 

Some importers signified that they 
considered making no change in their 
prices, prefering to absorb increased 
costs themselves and keep the retail 
price of their product stable. 





COVERS SILVERWARE, SOME GEMS 


Also controlled by the Maximum Im- 
port Regulation are semi-precious stones 
which arrive in this country already cut. 
Stones for which the cutter has received 
more than $100 are not controlled bv 
OPA. Uncut stones are not considered 
“manufactured goods” and are there- 
fore not affected by the import regula- 
tion. 

Mexican silver jewelry and silverware 
and Peruvian silver jewelry are included 
in the price ceiling roll-up. Importers 
of Mexican silver goods can include the 
new Mexican export tax (see page 153) 
in computing their new maximum prices. 





Stock, Help Shortage 
Forces Stores to Cut 
Hours in Fall Months 


With shelves bare and employees leav- 
ing their place behind the counter for 
the armed services or jobs in war plants, 
many jewelers are maintaining their 
shorter summer business hours on into 
the winter months. 

Jewelers in Rockford, Ill., who closed 
Wednesday afternoon during June, July 
and August, are continuing the summer 
schedule during September and October. 

Milwaukee jewelry stores who are 
closing their doors all day Saturday 
“until further notice” are Bunde & Up- 
meyer, Louis Esser Co.; Rank & Mot- 
teram Co., and Schwanke-Kasten Co. 





Veal 


It is Not What 

A Customer WANTS, 
But What You 

Can OFFER Him. 


A REFINISHED DIAL 


Is One Sale that 
does not Deplete 
your stock or use 
precious war material. 
It is a satisfaction 
you can still give 
your customers. 
SUGGEST This Service 
Coast to Coast Service 


KIRK-RICH DIAL CORP. 


Heyworth Bidg., CHICAGO 
220 W. 5th St., LOS ANGELES 


Allen Bidg. Clark Bidg. 
DALLAS, TEX. PITTSBURGH 
Seaboard Bi 150 Post St. 


dg. 
SEATTLE, WASH. SAN FRANCISCO 




















IT'S INCREASED! 


“40% 


That’s the Dividend This Company 
Is Currently Returning on 
Jewelers Fire Insurance Policies! 


Just think! $4.00 out of each $10.00 
you pay for fire insurance is returned 
to you at the expiration date. A 
saving that you cannot afford to 
miss, especially today, when costs of 
doing business are continually rising. 


Remember, 40% current dividend on 
fire policies. 25% dividend on wind- 
storm and extended coverage. 


Plan now to take that next renewal with this, 
THE JEWELERS OWN COMPANY 


A T Y Oo 2 Ace 


EWELERS 
MUTT GIA dG 


FIRE INSURANCE COMPANY 


JEWELERS INSURANCE BUILDING 
NEENAHg WISCONSIN 
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Instalment Jewelry Sales Continue Big Decline 





























Number of _ 9s Percentage change, 1941-1942 « Per cent of totel sales 
Classification stores Total Cash Charge-ac- | Inetalment Cash sales Charge-account saled 1 ——.., 
reporting sales sales count sales sales ° aula aia 
1941 | 1942 1941 | 1942 ee 
Total (a1) reporting stores) 162 16 +68 +s 11 31 4s 23 2) 46 x 
Size (1942 sales volume): 
Under $50,000 28 +20 +54 -1 -4 40 52 15 1: 46 
$60,000 to $100,000 37 +15 +87 +4 22h 37 61 82 29 n = 
$100,000 to $250,000 47 +19 +76 +2 ol? 30 45 30 26 pos pes 
$260,000 to $600,000 25 #12 +64 +3 -9 24 35 30 2? “ = 
$500,000 and over 24 ole +61 +s “10 ss 45 18 17 “9 r 
Federal) Reserve Districts: 
1 = Boston 14 +1) +40 - 6 -4 36 46 45 38 19 \s 
2 + New York 15 +6 o1€ oll 22 56 60 22 23 28 7 
S$ + Philedelphie 18 *13 +59 +10 210 31 44 9 9 6c ” 
4 - Cleveland 10 138 72 - 8 -¢@ 24 36 44 36 3< 2R 
5 = Richmond 2 . ° . ° ° ° . . ° ‘ 
6 - Atlente 17 +17 +68 oll 21 28 40 26 25 46 Psi 
7 = Chicago ™ 28 11 +47 - 6 221 42 56 25 21 3: 23 
8 - St. Louis P 16 15 #145 +10 °27 19 40 27 26 54 4 
9 - Minneapolis ; 6 +18 +44 °17 -12 54 67 19 is 27 29 
10 = Eanees City 2 6 33 +94 oss -@ 30 4: 16 17 64 40 
1] + Dalles s 22 +22 +74 +22 - 4 26 37 21 21 52 a 
12 + San Francisco 13 +16 175 +3 7 13 so + $ az 6? 
Selected cities: 
Chicago, Illinois 6 74 *32 -14 “40 57 71 16 12 2e 17 
Detroit, Michigan 4 +1) 106 -24 ee 22 4) ee ee ee or 
Milwaukee, Wisoonsin 6 +22 049 +10 oe 3 38 ee oe oe oy 
New York, New York 6 +6 +5 +3 -- 72 72 28 28 -- ‘ 
Pitteturgh, Pennsylvanie 4 +4 +43 -9 -- 26 34 76 66 - ° 
St. Louis, Missouri 6 o1 +31 “17 “11 25 32 62 42 23 28 
Sen Francieco-Oakland, Calif. 6 +16 178 +11 0 9 21 4 4 87 7 














This chart, prepared by the Federal Reserve System, shows the difference between 162 , credit jewelers' business in 1941 and 1942. With 
their volume up by 15 per cent, cash sales rose 63 per cent, charge-account sales increased 3 per cent, but instalment sales dropped || 





per cent. 
ee ae © _ a 
ee Ready aad desirables such as automobiles, aeawetth — sage by 3 per cent, 
" Y : - ome exceptionally large increases jp 
n ederal Reserve Rule radios and_ typewriters, plus the cash sales were reported from sevenl 
Ready cash in the public’s pock- credit controls of Regulation W, areas known to be large war produc. 
have produced drastic changes in | tion centers. In 1942 cash sales ae. 


ets, a decline in other purchasable counted for 43 per cent of the total 





the credit jewelry business. 
Instalment credit in U. S. jewelry aaeeae —————— 
stores dropped 47 per cent between 


Grobstein & Bra sche Sept. 30, 1941, the month when Regula- 

tion W was put into effect, and April 

30, 1943, says the Federal Reserve Sys- 

tem. On the latter date, instalment cus- 

Jobbers af tomers owed jewelry stores a total of 
$51 millions. 


Watch Cases and Dials During the same 19 months, instalment 


credit of department stores dropped 58 

















e per cent, of furniture stores 49 per cent, 
and of household appliance stores 77 per 
cent. 
O)NRE;a1:1028@) a @) = Besides a decline in debts, consumers 
are retiring their obligations more SUGGEST FOR 





stores, where the typical terms have 


always been shorter than the maximum 24 HOUR 


maturity established under _ regulation, 
there has been some shortening of ma- ARMY-NAVY TIME 


turities.” 
em ain OR 


As to charge account sales and re- 


ceivables, the System noted a decline | 
Wy i y ( after they became subject to Regulation NAME DIAL | 
W in May, 1942. “Although charge- 

7, oi TAY eaY account sales subsequently increased WITH OR WITHOUT 


along with other sales, the average period 
w of collection of such accounts has con- RADIUM 


tinued shorter than before regulation, SATISFACTION GUARANTEED 


and accounts outstanding have declined. 


eG also appears that the influence WRITE FOR PRICE LIST 


of Regulation W was mainly to expedite 
a collection, rather than to discourage sales —Business Reply Envelops Furnished— 


transactions on this basis.” 
$ AD «6 ai ‘ ‘ re i 
177 Canal Street In its 1942 “Retail Credit Survey 
° Reserve System says of jewelry stores: 
New York City Wé&W 


tly than before, the Federal Re- : 
i D ik sh oe. on at "jeushes MEN IN ARMED SERVIC E 


Complete Sets 


for Mailing in Dials 
released a short time ago, the Federal 
Sales—‘Total sales reported by 162 


credit-granting jewelry stores showed DIAL REFINISHING C0. 


an increase of 15 per cent from 1941 to 


sles in each olen Tistalnont valet de. | | 2617 Maple Ave., Dallas 4, Tex 


clined by 11 per cent, while charge- 


“A Case for Every Movement” 
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f sales compared with 31 per 
+ 1041. Only 36 per cent of tota’ 
- ‘ioe on instalment in 1942 ag 
sales st 46 per cent in the preceding year 
agai sredit sales comprised a little more 
_ wne-fifth of the total in both years.” 
than vivables and collections—*“Charge 
ie outstanding at the end of 1942 
- 20 per cent below those on the 
Se epondiDg date of 1941. The aver- 
Heath of time required for repay- 
> of such accounts declined about 
marth during 1942. Instalment ac- 
pare receivable declined 43 per cent 
fom the end of 1941 to Dec. 31, 1942. 
the average period for which such ac- 
counts were outstanding, which cus- 
tomarily has been below the current 
re ulatory maximum, was reduced con- 
siderably in 1942. Some stores located 
in or near large war production areas 
reported particularly rapid retirement of 
instalment debt — often within two or 
three months. The ratio of end-of-year 
receivables to total sales indicates that 
collections on both types of credit busi- 
ness were being made much more prompt- 
ly in 1942 than during 1941.” 
" Variations by size of credit jewelry 
stores—-“Small stores tend to do a great- 
er proportion of cash business than large 
stores. Substantial proportions of in- 
stalment business are more typical of 
the very small or the very large stores.” 
Jewelers’ instalment accounts in July 
declined 37 per cent from July, 1942. 
and 51 per cent from July, 1941, the 
Federal Reserve System said. Thirty- 


yolume 0 


four per cent of instalment accounts out- 

standing at the beginning of the month 

were collected during July, compared to 

2 per cent during July, 1942, and 1¢ 
per cent in July, 1941, 








Earrings in various patterns in 14 Kt 
Green and Red Gold 


St. Christopher Key—14 Kt in three 
sizes; also Bill Clips, Charms and 
Links to match 


Love Knot Ring—14 Kt Red and Green 
Gold Combination in four sizes Ear- 
rings, Cuff Links and Studs to match 


Our comprehensive line of 
Gold, Platinum and Enam- 
aled Novelties. including 
Vanity, Cigarette and Card 
Cases are distinctive and 
have sales appeal, 


CLIFFORD A. MILLER & CO., Inc. 


Manufacturers 


64 West 48th Street 
New York 





_— 


iE 











FOR OcToBer, 1943 








Retailers Will Probe 
Price Problems and 
Advise OPA on Results 


Taking definite steps in its new policy 
of letting business lend its advice on 
price regulations, the Office of Price 
Administration on Sept. 15, after an all- 
day pow-wow with retailers’ representa- 
tives from all over the country, an- 
nounced that it would soon set up simple 
and effective regulation to control prices 
on consumers’ goods, other than food. 

Speaking for the jeweiry industry at 
the Washington conference were ANRKRJA 
President Charles J. Michaels and Charles 
T. Evans, executive secretary of ANRJA. 

Looking for speedy results, OPA 
asked that 16 subcommittees of the new 
Retail Council, which will serve in an 
advisory capacity, make a thorough study 
of OPA regulations affecting the retail 
trade and report their findings at a 
special meeting in New York Oct. 19 
and 20. 

First meeting of the jewelry retailers’ 
group with OPA officials was held Sept. 
24. Under discussion were the GMPR 
and “the feasibility of a separate price 
regulation on certain types of imported 
Swiss watches”—probably Roskopf, pin 
lever, and cylinder. 

Heading the committee is Mr. 
Michaels. Committee members are Wil- 
son A. Streeter, Bailey, Banks & Biddle 
Co., Philadelphia; George €.- Brock, 
Brock & Co. Los Angeles; Myron 
Everts, Arthur A. Everts Co., Dallas; 
Henry W. von Unruh, Cincinnati; John 
Rivercomb, Woodward & Lothrop, 
Washington, D. C.; E. K. Bonebrake, 
Montgomery, Ward & Co., Chicago; 
Eliot Hirshberg, Finlay Straus Inc., 
New York and Charles W. Bowen, Jr., 
Bowen Jewelry Co., Lynchburg. 

Newly set up was the Consumer In- 
terests Committee, a special subcommit- 
tee made up of representatives of con- 
sumer and labor groups, who will consult 
with the retailers groups. 

It is OPA’s policy to receive sugges- 
tion from industry and trade committees 
before action is taken on regulations, 
James F. Brownlee, OPA deputy admin- 
istrator in charge of prices, assured the 
retailers. 


Jewelers’ Failures Are Low 


Setting a probable all-time record low 
in business blow-outs for the jewelry 
industry, failures during the first six 
months of 1943 amounted to only seven 
retailers, one manufacturer, and one 
wholesaler, the Jewelers Board of Trade 
has announced. There were no. failures 
of repairers. 

A Board of ‘Trade spokesman said it 
is probable that the six months’ period 
marks the lowest number of failures 
since the Board’s beginning in 1884. 

Total failures for retailers in dollars 
equalled $834,960—but the flash finish 
of Paul Flato, famed New York retailer 
and designer, accounted for $805,662 of 
that total. Failures of 75 retailers Jast 
year, in the same period, amounted to 
*752,760. 

The seven reailers who failed during 
the first six months of 1943 amounted 
to less than 10 per cent of the retail 
failures of either °40, °41, or °42, which 
were 75, 77, and 75, respectively. 




















FAST-SELLING 


STERLING SILVER 


COSTUME JEWELRY 





Exceptionally attractive, pop- 
ular priced, sterling pins and 
earrings that can be boxed in- 
dividually, or as “PIN AND 
EARRING SETS” with 
STONES TO MATCH... . 
Packed in one dozen lots 
— containing assortment of 
beautiful; stones in about 6 
outstanding colors—ruby, to- 
paz, amethyst, aqua, etc. 


Latest creations in various 
artistically conceived designs 
and styles in gold or natural 
silver finish. 


ALSO: GORGEOUS bril- 
liant blue white and colored 
RHINESTONE pins, earrings 
and -novelties in highly pol- 
ished finishes . . . Sprays, flow- 
ers . . . butterflies, peacocks, 
parrots, lovebirds, zebras, 
horses, giraffes . . . apples, 
pears, etc., etc. 


OUR PRICES RANGE FROM 
$5.50 to $120.00 a dozen 


Also ... A complete line 
of COSTUME JEWELRY in 


plastic, wood and other at- 


tractive materials. 


Special Selections sent upon re- 
ceipt of check, or C.O.D. 


DISCOUNTS TO JOBBERS, 
WHOLESALERS & DISTRIBUTORS 


ORDER NOW FOR XMAS 


IRVING SACKS 


Costume Jewelry & Novelty Supply 
House 


864 B Broadway, New York 3, N. Y. 
Near {7th St. 
Phone GRamercy 7-7715 
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GENUINE 
WHOLE 
PEARLS 


— All Sizes — 


GENUINE 
RUBIES & 
SAPPHIRES 


Squares, Rounds and 
Fancies 


GENUINE 
GARNETS 


Rounds and Ovals 


AMETHYSTS 
TOPAZ 
AQUAMARINES 


AGATES 


Plain or Drilled 





Mail Orders Promptly 
Filled 


Special Attention to 


CUTTING 
DRILLING 


MAX STERN « oo. 


Importers ~ 


17-23 John St. New York 
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Gold-Palladium Order Destructive to Small Business, 
Jewelers' Committee Tells WPB in Washington Visi+ 


Putting into action the views of the 
industry expressed at the meetings in 
New York last month (JC-K for Sept., 
pages 134 and 138), a committee of the 
Precious Jewelry Manufacturers Ad- 
visory Committee, accompanied by Presi- 
dent Charles J. Michaels of ANRJA, 
visited Washington on Monday, Sept. 13, 
and Tuesday, Sept. 14, to ask for liberal- 
ization of WPB’s order L-45 limiting 
the use of gold and palladium in jewelry 
manufacturing. 


Arguments were presented to the Con- 
sumers Durable Goods Division of WPB 
which wrote and is in charge of ad- 
ministering the order, to WPB’s Copper 
Section, and to the Smaller War Plants 
Corporation. It was pointed out and 
emphasized that the order has proved 
unnecessarily destructive to small legi- 
timate business and has fostered the 
black market and bootleg operator with- 
out producing corresponding benefit to 
the war effort and that no critical mate- 
rials are involved except a microscopic 
amount of copper. 

Officials listened attentively and 
seemed impressed by the presentation 
and it is hoped that some measure of 
relief may be granted. The committee 
was composed of G. H. Niemeyer, who 
is chairman of the Advisory Committee; 
E. D. Docherty, Budlong, Docherty & 
Armstrong, Providence; William Ogush, 
Katz & Ogush, N. Y.; Edward O. Otis, 
Jr., executive secretary, New England 
Mfg. Jewelers’ & Silversmiths’ Associa- 
tion, and W. Waters Schwab, J. R. 
Wood & Sons, Inc., N. Y. 





Regulation W Now Allows 
$10 Sales Without Authorization 


The Federal Reserve System has 
amended Regulation W in two respects, 
effective Sept. 1. 

The figure $5 is changed to $10 in 
paragraph 5 (f), which now reads as 
follows: 


“In case a registrant makes a charge 
sale of a listed article the cash price 
of which is $10 or less, he shall not be 
deemed to have violated section 5 (b) 
if the person authorizing such sale in 
behalf of the registrant acts in good 
faith without knowledge that the cus- 
tomer’s charge account is in default, 
provided the registrant, promptly upon 
discovery that such charge account {is 
in default and in any event within 15 
days from the date of sale, makes a 
request of the customer that he either 
return the article or else pay for it in 
full promptly.” 


Another change allows merchants to 
supply to their Federal Reserve banks 
for permission to spread the default date 
of their customers to the 40th day after 
the end of each current billing period. 
Previously, all charge accounts were in 
default when unpaid after the tenth day 
of the second calendar month after that 
in which the purchases are made. 


Omitted from this amendment, No. 10 
to Regulation W, were six other pro- 
posals, one of which would have required 
a one-third down payment on the conver- 
sion of charge accounts into instalment 
accounts, either before or after default. 


¢ 
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Security Alliance Heads 
Plan for Greater Service 


Taking advantage of th 
so many leading i. in New s 
at the time of the ANRJA conven 
the executive committee of the Jewell 
Security Alliance met at luncheon at th 
Waldorf-Astoria, Aug. 26, with a b- 
stantial number of out-of-town meni 
of the advisory board as their gnesta 

Plans for broadening the scope and 
improving still further the valuable Ser- 
vice rendered by the Alliance to the 
trade in the matter of protection against 
thefts, burglaries and robberies were 
discussed and many suggestions ge. 
veloped which will be actively consiq. 
ered by the executive committee. 

Otto D. Wormser, dean of the organi- 
zation, told of its early history and gd. 


velopment. Insurance problems wer’ 


discussed under the leadership of VW. 
Waters Schwab, chairman of the insyp. 
ance committee, and Richard Murphy, 
general counsel for the association, ex. 
plained the machinery of tracking down 
crooks and recovering stolen property, 

It was the sense of the meeting that 
although the Alliance already includes in 
its membership the majority of the more 
substantial jewelry houses, it should be 
broadened still further to extend its 
benefits to a greater number, and plans 
for such efforts were talked over, with 
Victor Lambert, vice-president of th 
association and head of the membership 
committee, leading the discussion. 

Advisory board members Jacob Davis, 
Barnett Davis, Pittsburgh; Harold Al 
berts, I. Alberts Sons, Inc., Boston; 
Leon Engel, J. Engel & Co., Baltimore; 
Benjamin Katz, Gruen Watch Co., Cir 
cinnati, and Arthur P. Care, E. W. 
Reynolds Co., Los Angeles, all con 
tributed to the symposium with helpful 
comments on their own respective sec- 
tions of the country. 

Membership in the Alliance, it was 
felt, is more necessary to the jeweler 
than ever in view of present-day difi- 
culties of replacing stolen merchandise 
and the fact that police authorities ar 
predicting a serious crime wave in the 
near future as the result of present-day 
conditions. A vigorous drive for it 
creased membership is therefore to bk 
instituted shortly. 


WLB Wage Ruling .. . 
(From page 152) 


compulsory—the order was designed to 
keep down excessive wages, rather tha 
increase wages. However, employers 
may follow the above procedures to rails 
the pay of deserving employees. 

Although employers are counted i 
figuring the size of a_ business, their 
salaries are not controlled in the sam 
way. Store managers and proprietors 
who receive a regular salary from anit 
corporated firm must get the okay @ 
the Salary Stabilization Unit of t 
Bureau of Interna] Revenue. 

If in doubt as to whether it is nect 
sary to apply to WLB for approval 
a pay increase, an employer may 
Form 1 with his local Board. Form! 
is an inquiry as to whether approval 
required. 
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McLoughlin, for many years 

a] manager of Bailey’s, Inc., retail 

ait firm at 9 E. 36th St., has pur- 

ee the business and will operate it 
ler the same policies. 


4 John L. 


leasings in the New York 
pede: National Jewelry Co., 630 
oly Stevensons, Inc., 420 Madi- 


- , Richard Polumbaum, 630 
$0 3 

ee Johns was the speaker at the 
{ t 20 meeting of the Horological So- 
ot New York. Mr. Johns talked 
a the surfacing of jewels. After the 
business session refreshments were 
served to the members. 


e J. Kisler, formerly buyer and 

on with H. & E. Oppenheimer 
and Harry E. Ogden, has opened his 
own offices at 655 Fifth Ave. He will 
specialize in diamonds and colored stone 
iewelry, and the purchase of estates. 
{ The Jewelers building, at 36 42 W. 
Mth St. has been sold to Joseph Perl- 
binder, New York builder. The build- 
ing, formerly owned by the Emigrant 
Industrial Savings Bank, is largely 
occupied by members of the jewelry 
trade. : 

Jack Teichlauf, partner in and western 
representative of S. Nathan & Co., Inc., 
importers and cutters of precious stones 
at 610 Fifth Ave., has spent some time 
in the hospital recovering from a minor 
operation, but expects to be able to see 
his friends in the trade soon. 

(Rudolph Bros, New York state 
jewelry chain, contributed $1,379 to the 
recent NACJ drive to send cigarettes 
to soldiers overseas. Ten per cent of 
the sales of Rudolph stores throughout 
the state on National Cigarette Day, the 
sum will buy approximately 5 million 
smokes for servicemen. 

(“I'm a jeweler,” claimed George Her- 
tick, flashing a pocketful of jewelry at 
Magistrate Peter M. Horn. Herrick had 
heen arrested at Aqueduct Race Track 
and charged with bookmaking. Mayor 
La Guardia recently swore to have Her- 
tick picked up until “he shows he is 
making an honest living.” 

qA new booklet, published last month 
by the Jewelers’ Fraternal Association 
of New York, lists the names, addresses 
and company affiliations of the 200 mem- 
bers. Other information includes the 
constitution and by-laws and an “in 
memoriam” roster of 85 members who 
have been taken by death since 1915. 

q Three robberies in 36 hours in the 
Long Island area recently caused three 
jewelers a total loss of $4,000. Herman 
L. Burns, proprietor of Clayton’s jewel- 
ers, Inc., Lynbrook, estimated his loss 
at approximately $1800. Pushkin’s, in 
Hempstead, suffered an estimated Joss 
of $1750, and Ernest Janelli of the 
Great Neck jewelry shop, Great Neck, 
set his loss at $400. 

( Walter Oppenheimer, of Oppenheimer 
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Bros. was named president of the Gem 
and Pearl Dealers Association in a re- 
cent election of officers and directors. 
Vice-president and treasurer is Julius 
Kaufman, Goodfriend Bros., Inc., and 
Aaron Sverdlik, Robinson & Sverdlik, is 
secretary. Directors are Albert Ram- 
say, Albert Ramsay & Co., Inc.; George 
H. Keller, 542 Fifth Ave.; and Bert 
Young, Jules Franklin, Inc. 
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q On Sept. 9, opening day of the Third 
War Loan drive, Carl Bittman, presi- 
dent of the Swiss-American Watch 
Hospital, Inc., with main offices at 11 
W. 42nd St. and 10 branches, asked 
Manager Hyman Silver to purchase 75 
$25 War Bonds. Later that day, one 
bond was given to each of the firm’s 
75 employes in the five New York shops 
and also branches at Newburg, and 
Poughkeepsie, N. Y.; Hartford, Conn.; 
Providence, R. I., and New Bedford 
and Fall River, Mass. 

q The annual dinner of the 24-Karat 
Club of New York, omitted because of 
war conditions last January, will be held 
as usual in January, 1944, members de- 
cided at a meeting in the 608 Fifth Ave. 
clubrooms Sept. 13. Arrangements will 
be in the hands of a committee headed, 
as traditional with these events, by G. H. 
Niemeyer of Handy & Harman. Elected 
to membership were Fred Finn, of Fin- 
kelstein Bros., and Robert Veit, of Miller 
& Veit. Both firms are diamond im- 
porters at 630 Fifth Ave. 


q Before its Bond selling campaign for 
the Third Year Loan Drive was even 
officially under way, the Jewelers Square 
Club had already made sales of over 
$100,000. Quota for the drive, which was 
opened at a special meeting of the group 
on Sept. 13, is half a million dollars. 
Heading the committee is Nat Newman, 
with committee members Sam Dorkey, 
Harry G. Kaufman, James Treise, Ben 
Rosenthal, Harry Bromley, Hyman 
Dubrowin, Dave Weinberg, Julius Herz- 
feld, Lloyd Lassner, and Arthur Berg- 
man. 

q Way over its quota went the New 
York Jewelers Benevolent Association 
in its War Bond drive for the purchase 
of a hospital plane for the armed forces. 
In less than one month the Bond com- 
mittee sold $539,325 worth of Bonds, 
Ben Rosenthal, chairman, announced. 
Only $165,000 was needed to buy the 
plane. On the committee were Adolph 
Pusrin, Max Wolf, Louis Cutler, Hyman 
Dubrowin, Herman Lehman, Al Jacob- 
son, George J. Knapp, Arthur Bergman, 
and Morris Sherry who accounted for 
$300,000 of the total. On Sept. 21 the 
Association presented an ambulance to 
the American Red Cross. 





N. J. Horos To Meet in November 


Early November will be the time for 
the convention of the Horological Society 
of New Jersey, Henry Van Laar, presi- 
dent, has announced. Circumstances 
made it necessary to set the time for 
November instead of October, as pre- 
viously planned, he said. 

A date will be named at a board of 
directors’ meeting in the near future. The 
Essex House in Newark is where the 
convention will be held. 

Representatives of several states will 
attend to discuss watchmaker licensing 
with the members, Mr. Van Laar said. 
Watchmaker legislation will be the con- 
vention topic. 
















| ENCRUSTERS 


STONE RINGS. ENGRAVED 
@ CRESTS @ DRILLERS 
@ COATS-OF-ARMS @GEM CUTTERS 
@ SCHOOL AND FRATERNAL EMBLEMS 
Estimates furnished without obligation 
BRAUNFELD & MEHLMAN 
108 Fulton St. New York, N. Y¥. 


















OMEGA 


Hl 
My 
The watch of world precision record 


NORMAN M. MORRIS 


WATCH CORP. 


608 Fifth Ave. ... New York 












FRIEDMAN GEM CO., INC. 


LARGE FINE 
he) vaw4 


STAR SAPPHIRES 
ZIRCONS OS = 


CULTURED PEARL NECKLACES 
71-73 Nassau St., New York City 











EWELERS 
BLOCK 


and all other lines of 


Insurance 
in all parts of the world 


PENDLETON & BERGER 

15 WILLIAM ST. NEW YORK 

Tel. HAnover 2-1771 CABLE “PENBERG” N. Y. 
ESTABLISHED SINCE 1907 










“ORIENTA” 
CULTURED PEARLS 
of QUALITY 


Lis theihlic 0 


65 NASSAU STREET NEW Y 











BEAD SPECIALIST 


All Kinds of Genuine Stone Bead Necklaces 
Earrings — Semi Precious Stones 


Selections on request to responsible Jewelers. 
Necklaces lengthened and restrung 


DOUBRAVA CO. 


12 Jchn St., New York City 
















SIMONS BROS.CO. 
THIMBLES 


269 So. 9th ST. PHILADELPHIA | . 
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“FineEnglish” 
SILVER 


POLISH 
Cuts Polishing Time 


Tested and approved by leading silver 
houses—Amazing working qualities— 
Finest—Most Efficient Polish developed 
by latest scientific research—Sold in 
bulk for trade—retail sales. 
8 oz. bottle 50¢ Keystone list. 
Write for free sample. 


WONDER CHEMICAL CO. 











545 THIRD AVE. BROOKLYN, N. Y. 
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COLT ORED PEARLS | 


ACES AND LOOSE PEARLS 


FELSENFEL 


NEW YORK 


JACK J. 
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Pat. No 
135268 





This unique tdea in Earrings can be also worn as a ring. 
Made with various precious stones or in Plain Gold. 


Special Order Work Upon Request 


B. PEREIRA INC. 











22 West 48th St. New York, N. Y. 





Rico MountTINGs 
of 
DISTINCTIVE DESIGN 
Write for Prices 
JOSEPH A. RICH 


Manufacturing Jeweler 
62 W. 47th St., New York, N.Y. 














WATCHES 
Swiss Lapel 
Water Shock Proof 
Sweep Seconds 


PEARLS 


Nearest to Genulne 
Oriental 
Pearl Replicas 


BETTY STRAHL 


385 Fifth Ave. @ NEW YORK @ Mau. 5-5519 
SHOWROOM HOURS: 1:30 to 5:30 P. M. 
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They’re In the Army Now 














q It was a military wedding for Lt. S. 
A. Luria, who married Miss Lucille 
Rubinstein in Gainsville, Fla., on Sept. 
1. Lt. Luria, who is the son of the 
founder of L. Luria & Son, Ine., New 
York, is in the Army Air Force and is 
now stationed at Lake Charles. 

q Receiving advanced technical training 
in marine clock and watch repair at the 
U. S. Navy Yard, Washington, D. C., 
are: Leo M. Block, formerly proprietor 
of Williams jewelry shop, West New 
Brighton, N. Y.; Robert G. DuBois, 
formerly a watchmaker at the John 
Schoeller jewelry store, Philadelphia: 
Peter Karuktis, a watchmaker at the 
Archie McGhee jewelry store, Jersey 
City, before his entrance into the Navy. 
q Al Hoffman, former salesman for 
Samuel Lashof & Co., 700 Sansom St.. 
Philadelphia, has been transferred from 
an Army Air Force base in California to 
Orlando, Fla. 

q Advanced to boatswain’s mate Ist class 
is Hayward H. Sweet, son of Harold 
Ki. Sweet, president of R. F. Simmons 
Co., Attleboro. He is an assistant op- 
erations officer at the Coast Guard base 
at the State Pier, Providence, R. I. 

q Miss Betty Stripp, a former clerk at 
Smith-Patterson Co., Boston, who joined 
the WAC several months ago is now sta- 
tioned at Camp Miles Standish at Taun- 
ton, Mass. 

q Piloting a dive bomber off Sicily is 
Lt. Sheldon Sandler, who used to be a 
diamond cutter for Max Fine & Sons, 


LT. SHELDON 
SANDLER 


Dives at Jerry 


W.¥ 


Sun photo 


Inc., 20 W. 47th St., New York. Lt. 
Sandler, who left his high-priced job to 
enlist last year, joined up because, he 
says, “I guess I felt patriotic.” 

q Donald P. McCabe, owner of the J. 
MeMaster Co., Providence, emblem man- 
ufacturer, has been inducted into the 
Army. 

q Folks at D. C. Percival & Co., Bos- 
ton, are chuckling over a card recently 
received from Bradford C. Hutchinson, 
a former associate who is now pharma- 
cists mate, third class, in the Navy. He 
wrote from the United States Naval 
Prison at Portsmouth, N. H., where he 
has just been transferred. “I am at an 
exclusive spot. JI.ook where the cattle 
train left me!’ ‘T'wo other Percival em- 
ployees are now in the Army—Richard 
T. Arnold, who left on Sept. 13, and 
Paul Keogh, who enlisted on Sept. 7 
and is now receiving his boot training 
at Newport, R. I. 

q Seeing service for 
brothers Sgt. George 


Uncle Sam 
F. Russell 


are 
and 


ieee 


Harold Russell, both formerly e . 

of Reed’s jewelry store, ae Rice 
N. Y. Sgt. Russell is now in En land 
his brother is in torpedo school - re 
U. S. Naval Training Station, New ort 
q Silver bars now gleam on the shoulder 
of Lt. William B. Inslee, former oa 
ployee of Oneida, Ltd., and now in the 


LT. WILLIAM B. 





INSLEE 
From — silver — to 
silver bars 
Army. He’s at the pre-technical school 


for aviation cadets at Boca Raton, Fla, 
q Carlton Brower, jeweler of Toledo, 
Ohio, who is a director of the GIA and 
chairman of its international comnnittee, 
has gone into the Navy, according to 
word received by Dr. Edward Wiggles- 
worth, president of the Institute. 

q It was from private to sergeant in one 
jump for Bill Bainbridge, son of Lay- 
rence H. Bainbridge, retail jeweler of 
Marion, Ill. Sgt. Bainbridge, who does 
expert precision work on airplane in- 
struments, has been seeing the country 
since he volunteered a year ago August. 
He has been stationed at fields from 
Texas to California, and is now at Boise, 
Idaho. Not long ago he finished in the 
upper 10 of his Army class in airplane 
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Silverware 
Equal to NEW 
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WM. HERTEL & CO., Inc. 


Silversmiths & Platers 
17 W. 45th St. 
New York City 


“25 years at the same 
address” 

















ETERNA WATCH COMPANY 
OF AMERICA, INC. 


MAKERS OF FINE WATCHES 
SINCE 1856 


580 FIFTH AVENUE, NEW YORK 
Telephone BRyant 9%-8660-8689 
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F as a reward was sent 
anicss and as a . ° 
ee Douglas plant at Santa Monica, 
to * 
Cal, as crew chief. 


Hugh Matheson, also a former Smith- 
oesin employee and member of a 
a division under Lt. Gen. George Ss. 
~ Jr participated in the invasion 
oo Mrs. Matheson, who is still 
. tbe company, says that she hears 
os her husband practically every day 
Be sester, salesman for the House 
f Milner, Philadelphia, was inducted 
int “the Army in early September. In 
th Navy is Morris Nemirofsky, of Ben- 
Nemirofsky, now at Bainbridge, 
id Lieutenant Ed Gording, son of H. 


p, Gording, 716 Sansom St., now is serv- ~ | 


, 7 my somewhere in En- 
ing with the Arm) 


PParies F. Fowler of the silver depart- 
ment at Shreve, Crump & Low Co., Bos- 
ton, has just received word from his 
son, Capt. John M. Fowler, after months 
of silence. He was taken prisoner by 
the Japanese many months ago in the 
Philippines. The “word” from him, says 
his father, consisted of a printed sheet 
of paper with a cross pencilled opposite 
these printed lines: “My health is good. 
lam injured. I am well. Hope to see 
you soon.” The news caused much ex- 
citement and rejoicing among his friends 
at Shreve’s. 

4P. J. (Buddy) Knight, who gave up 
his diamond cutting business in Cincin- 
nati to enter the Army, left for foreign 
dutv last month. Recently commissioned 
a second lieutenant, Knight spent the 
last night before embarkation with Wil- 
lian Lewe, New York diamond salesman, 
“talking shop,” and left with Bill’s best 
wishes for an early and safe return. 
qin the Army is James M. D. Worrall, 
former sales representative of the Lon- 


JAMES WORRALL 


In the Army 





gines-Wittnauer Watch Co. He covered 
the south central territory of the firm. 
qIrvin Harmond, former salesman for 
the Klein Bros. Co., Cincinnati, is now 
enrolled in the Army Officers Candidate 
School at Miami, Fla. 








Genuine 


PERUVIAN SILVERWARE 


Guaranteed 900 fine 


Handmade Bracelets, Brooches, 
Charms, Rings, Filigree, ete. 
Orders attended at low cost by 
Air Express. Sample assort- 


ment including freight, etc., 
$30.00. 


ENRIQUE KAUFMANN ROOS 


P. O. B. 886 Lima, Peru, S.A. 
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Other Watch Importers 
Halted from Selling 
Till OPA Sees Records 


Vigorously carrying on its campaign 
to enforce price ceilings on imported 
watches, the Office of Price Administra- 
tion promised court actions against “a 
substantial number” of importers and 
wholesalers as JC-K went to press last 
month, after it had already successfully 
sought restraint of 28 importers. 

In addition to the importers against 
whom it brought suit in August (see 
page 137, September JC-K), OPA ex- 
pected to take action against a group of 
both importers and wholesalers during 
the week of Sept. 27, said Arthur G. 
Warner, head of the New York district 
industrial materials enforcement unit, 
who appeared in court as OPA attorney 
in the previous hearings. 

In addition to the number of restrain- 
ing orders reported last month, per- 
manent injunctions, restraining them 
from selling watches until they had pre- 
pared and had been approved by OPA 
record of their price ceilings under 
General Maximum Price Regulation and 
Maximum Price Regulation 188 were 
issued against: 

Colomby Watch Co., 87 Nassau St.; 


Chase Watch Corp., 68 Nassau St.; 
Powell Brand and Andor Buchwald, 
doing business as P. Brand-A. Buch- 


wald, 26 W. 47th St.; Pierce Watch Co., 
Ine., 22 W. 48th St.; Louis Watch Co., 
Ine., 580 Fifth Ave.; Marcus Edelstein, 
doing business as Delmark Watch Co., 15 
Maiden Lane; Herman Pastor, 26 W. 
16th St.; David Riba, doing business as 
the De Riba Watch Co., 52 W. 47th St. 

Louis Marshall, doing business as the 
Accro Bond Watch Co., 20 W. 47th St.; 
Morris Epstein, Max Epstein, William 
Epstein and Sam Epstein, doing busi- 
ness as the Monarch Watch Co., 580 
Fifth Ave.; Harold Solow, doing busi- 
ness as the Solow Watch Co., 9 Maiden 
Tane; Saul Parker, Louis Parker and A. 
I. Parker, doing business as the Cornell 
Watch Co. and the Parker Watch Co., 
1 W. 47th St.; Ralph Wein, doing busi- 
ness as the Simplex Watch Co., 312 FE. 
23rd St., and Samuel Barruch and Sophie 
Barruch, doing business as S. Barruch 
& Co., 15 Maiden Lane. 

Max Geldzahler and Joseph Fuchs, 2 
W. 46th St.; La Salle Watch & Diamond 
Co., Ine., 93 Nassau St.; Samuel Weiss- 
man, Sylvia Shapiro and Florence Weiss- 
man, doing business as Weissman Watch 
Co., Welsbro Watch Co. and Weisco 
Watch Co., 20 W. 47th St., and Henry 
Rebhun and Sol Duhl, doing business as 
Rebhun & Duhl, 68 Bowery. 

No hearings have been held on the 
cases of Norman Flaxman and Irving 
Marcus, doing business as the Norman 
Watch Co., 82 Bowery, and Benny Bon- 
zoon, Room 1023, Edison Hotel, 228 W. 
A7th St., against whom OPA has filed 
complaints. 

A number of additional firms have 
volunteered to file price ceilings with 
OPA and settle past discrepencies be- 
tween their maximum prices and actual 
sale prices, Mr. Warner said. 

Investigations will continue among 
both wholesalers and retailers, he de- 
clared, and enforcement action will be 
taken wherever necessary. 








MARCASSITES 


GENUINE SWISS—ALL SIZES 


GENUINE OPALS 


GENUINE AMETHYST 
GENUINE TOPAZ 


MAX SCHUSTER 


10 WEST 47th ST. 
NEW YORK 














MANUFACTURER OF 


JEWELS 


Swiss and American in all sizes 
and diameters. 
Sold in gross lots to jobbers 


only—write for prices and fur- 
ther information. 


CROWN IMPORTING CO. 


116 Nassau St. New York 7, N. Y. 








REPAIRING of JEWELRY 


IN ALL ITS BRANCHES 
Also 
SPECIAL ORDER WORK 
ESTABLISHED 1910 


M. J. STERN 


61 Beekman St. New York City 








x DISTINCTIVE * 
MEXICAN JEWELRY 


See our extensive collection of silver Mexican 
handcraft including rings, bracelets, pins 
and earrings. 


F. EICHEN 


1133 Broadway New York City 











J. A. SAMUEL & CO. 


220 BROADWAY NEW YORK 
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ZENITH WATCH CLEANING SOL 
None Better at any Price 
Gal. $2.00 


Order from your Jobber 
.75 Sample & Booklet on Request 


ZENITH CLEANING FLUID CO 
52 Beekman Street ° New York City 
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TIME FLY BY! 






For your own good, we 
suggest that you visit the 
market frequently . . . and 
stop off at our showrooms. 
We always have some de- 
sirable merchandise avail- 


able. 
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q Frank Pearson, head of the James R. 
Armiger Co., 310 N. Charles St., Balti- 
more, has been away from his desk for 
several months, due to illness. 

q Bruce Watters, retail jeweler of St. 
Petersburg, Fla., has been elected presi- 
dent of the Florida Association of Civil 
Service and Personal Agencies. 

4q New to Louisville is the retail firm of 
Richard G. Tafel & Son Co., 122 W. 
Market St. Members of the new firm 
are Arthur G. Tafel, Charles R. Winter, 
and Charles H. Rothweller. 

4 Wedding bells rang for Miss Ruth 
Marks and U. S. Army Corp. Alvin 
Baum, Jr., on Sept. 11. Corporal Baum 
is the son of the proprietor of Baum’s, 
Inc., credit jewelry firm of Richmond, 
Va. 

q Jewelers in Louisville, Ky., are feeling 
the wedding ring shortage already—with 
two large military camps nearby, the 
turn-over in wedding bands is exception- 
ally high. Many soldiers are going in 
for rush weddings before being shipped 
off to other camps or overseas. 

q Baltimore traveling salesmen who have 
cut down their routes because of war- 
time conditions find plenty to do at 
home. Buyers come to the city’s whole- 
sale firms in a steady stream, and the 
former travelers are kept busy taking 
care of customers right at the home 
office. 

4q Two new partners have been admitted 
to the firm of Perel and Lowenstein, 
whose retail jewelry store is at 144 S. 
Main St., Memphis, Tenn. They are 
Philip A. Perel and Russell J. Perel, 
sons of Joseph and Lillian Perel, who 
will continue in the partnership with 
William P. and Marrie Lowenstein. 

q Atlanta, Ga., detectives L. E. Terrell 
and J. H. Winn are $100 richer because 
of their capture of a thief who bur- 
glarized the jewelry store of Claude S. 
Bennett at 207 Peachtree St. "The two 
detectives recently received a $100 re- 
ward check from the Jewelers’ Security 
Alliance. 

q Despite a severe blow on the head, 
S. D. Hardy, retail jeweler of Norfolk, 
Va., managed to sound an alarm and 
scare off two thugs who attempted to 





Columbia Firm Expands Facilities; 
War Work Only in New Department 


J. A. Buchroeder & Co., manufactur- 
ing jewelers at Columbia, Mo., have ex- 
panded their tool department to facili- 
tate the manufacture of government or- 
ders of bomber parts. 

The new tool department is being con- 
structed on the second floor of the 
Elvira Building and when completed will 
employ about 35 men. The company is 
making every effort to secure additional 
equipment, especially lathes, and while 
it has priorities on tools, it cannot wait 
the six months required to obtain them 
directly from the manufacturer, John 
Buchroeder, manager, said, but this dif- 
ficulty of obtaining tools and the short- 
age of labor are two problems the 
undertaking must solve. 

When completed, the department will 
engage 100 per cent in war work and 
hopes to work on a 24-hr. basis, employ- 
ing from five to seven men on a shift. 








hold up his store recently. The men en. 
tered Mr. Hardy’s shop and ordered him 
to “stick "em up!” Apparently he made 
a move that startled them, because suq. 
denly one pounced on him with a black. 
jack and the other struck him with , 
revolver butt. Mr. Hardy then kicked 
the switch which set off the store’s out. 
side burglar alarm, and the two men fled 
without taking any loot. 





All Repair Shops Sell 
Only 1-70th As Much 
As All Jewelry Stores 


How much “selling power” exists 
among the nation’s watch, clock and 
jewelry repair shops? Numbering 12,495 
when the latest U. S. Census of Business 
was made, these shops are almost as 
large in number as the nation’s jewelry 
stores—but they certainly lag far, far 
behind when it comes to sales. 

Volume III of the Census of Business, 
16th Census of the United States: 194 
gives the following analysis of these 
watch, clock and jewelry repair shops’ 
receipts: 

Total receipts from all sources, $29, 
902,000. 

Receipts from services (repairs of 
watches, clocks and jewelry), $24,726, 
000. 

Receipts from sales of merchandise, 
$5,030,000. 

Receipts from other sources, $146,000, 

As against the repair shops’ merchan- 
dise sales of $5,030,000, the 14,559 
jewelry stores during the same year sold 
goods valued at $358,000,000. Thus, it is 
interesting to note that the 14,589 
jewelry stores, though only slightly 
larger in number than the repair shops, 
accounted for more than 70 times as 
large a dollar volume of merchandise 
sales. 





Hulbert White has moved his Mitchell, 
Ind., retail jewelry store from 7th St. 
to the Schiebe Building on Main St. 
Larger display cases and counter cases 
have been installed in his new location. 
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of M. Sickles & Sons, 904 
has returned from a two- 


Massachusetts vacation. 
Se conkers, of 723 Sansom St., has 


Sol Sickles, 
Chestnut St., 


4 rehased an interest in a building now 


F by jewelry concerns on the 
wor sol Collar of 8th and Sansom 
-_ Woldow, New York and 
Philadelphia representative of S. O. Big- 
ney CO., Attleboro, Mass., has returned 
to his home in Philadelphia after com- 
Jeting a tour of the west. ; 
Brown, Gold Co., after occupying 
the building at 110 S. 8th St. for 15 
ears, has purchased it and will begin 
renovating the premises about Oct. 1. 
The firm also intends to enlarge its 
quarters, branching out into the space 

next door. 

Out-of-town jewelers on fall buying 
trips to Philadelphia included William 
Schoppy, of Atlantic City; Louis E. 
Wittekind, Trenton; Joseph Braiger, 
Wilmington; William Miller, Washing- 
ton, D. C.; Haskell Levenstein, Tren- 
ton, N. J.. and Kenneth May, of York, 
Pa. 

q Having found an all-day Saturday 
closing entirely satisfactory during July 
and August, several wholesale houses 
intend to operate on that plan in- 
definitely. M. Sickles & Sons, 904 Chest- 
nut St, H. O. Hurlburt & Sons, 817 
Chestnut St., and Joseph B. Bechtel & 
Co. 729 Sansom St., intend to remain 
closed every Saturday. 

q John Oberholtzer, in charge of the 
material department at Joseph B. Bech- 
tel & Co., 729 Sansom St., celebrated his 
70th birthday, Sept. 10. He joined the 














To The Editor... 
Swiss Watch Ceilings 


Editor, Jewevers’ CrrcuLar-KeEYsTone: 


Many thanks for your letter of Aug. 
31, and the issue of your publication 
which accompanied it. I read with in- 
terest the passages referred to in your 
letter and I would like to compliment 
you on the accuracy and completeness of 
your coverage of the cases. May I say 
in passing that this is the first time 1 
have had occasion to read THe JeweLers’ 
Cmcutar-Krystone, and I was very 
much impressed by its appearance and 
contents. 

Let me assure you that we are going 
to continue our enforcement efforts 
vigorously and do the best we can to 
see that the situation does not get out 
of hand. 

MITCHELL JELLINE. 
Chief Enforcement Attorney, 
New York Office, OPA. 


Aids "Better Understanding" 
Editor, Jeweters’ Crrcu.ar-Keysrone: 


You have no doubt already learned 
that this office has exempted diamonds 
of less than one carat, together with the 
mountings in which they are set, from 
price control... . 

I am writing you now to state that 
we in the Office of Price Administration 
appreciate your advice and assistance in 
this matter. We found your clear state- 





FOR OCTOBER, 1943 








Betchtel firm on Jan. 1, 1900, and has 
been in the jewelry business for 53 of 
his 70 years. A boyhood chum of Mr. 
Bechtel, he learned watchmaking with 
him when only 17 in Bally, Pa. 

Incidentally, the errand “boy” at 
Bechtel’s now is a girl. Clare Higgins 
was hired as messenger after a diligent 
three week search failed to uncover any 
available boys. 





ment of the issues involved in your let- 
ter of June 17 particularly helpful. 

We are sure that a better understand- 
ing of our mutual problems will lead to 
more effective price control. 

ALFRED AWERBACH. 

Price Executive, 
Consumer Durable Goods branch, OPA. 


Diamond Article Valued by WPB 
Editor, JewEters’ CrrcuLar-KEYSsTONE: 


This will acknowledge your letter of 
Sept. 3, and thank you for the enclosed 
copy of “The Diamond Industry in 
1942,” by Sydney H. Ball. Since the 
statistics in this publication come from 
one of the best informed sources, they 
are of great value in the work here 
which is obtaining rough industrial dia- 
monds for our tool makers. 

C. MASON FARNHAM. 
Chief, Industrial Diamond unit, 
Miscellaneous Minerals division, WPB. 


WPB Watch Freeze 
Editor, Jewe.ers’ Crrcutar-KEYSTONE: 


I received your lines of the 15th con- 
taining full information regarding War 
Production Board Order L-323. I write 
to thank you for your courtesy and 
promptness in giving me the desired in- 
formation. For the first time the watch 
situation as to the freezing order is 
clear to me. 

A. J. BLACK. 
President, T. C. Tanke, Inc., Buffalo. 





Canada Bans Jewelry Boxes 
Except for Watches and Rings 


Unless it is a watch or a ring it does 
not go in a box, comes the latest Cana- 
dian ruling to the Dominion jewelry 
trade. 

Even extension edges, ledges or flanges 
on set-up boxes are prohibited, except 
where the bottom ledge is necesary as a 
cover rest. The order covers almost 
every novelty merchandised in the aver- 
age jewelry store, except the two lead- 
ing lines mentioned. 

In the name of war economy, also out 
go those lace and padded tops which 
catch the eye of the feminine trade. The 
law of grim war necessity rules that 
padded tops used in a variety of boxes 
are expensive to make; use manpower 


and materials and are definitely non- 


essential. 
WINTERS IN FLORIDA 
Murray Lipton has sold out his inter- 
est in M. Lipton & Co., Inc., 67 Main 
St., Paterson, N. J., and is basking in 


the sun at Miami, Fla., where he expects 
to remain through the winter. 








JOS. B. BECHTEL & CO., INC. 
729 Sansom Street 
PHILADELPHIA, PA. 


WHOLESALE JEWELERS 


WATCHMAKER’S & JEWELER’S 
SUPPLIES 


We hace served the trade 
since November I, 1894 
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¢ Louis Sicktes « 
1015 Chestnut St. Philadelphia 
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ELGIN — WALTHAM — HAMILTON 
BULOVA — GRUEN 


REBUILT WATCHES 


of the better kind, for the better Jewelers, 
of every description in Swiss and American 
for ladics and gents.—Orders filled promptly. 
We also carry a full line of watch cases of the 
latest styles in every description at the lowest 
market prices. 
Write for Catalog. 
CENTRAL WATCH MATERIALS & 
SUPPLY CO., INC. 
134 S. 8th St. Phila., Pa. 
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BOWMAN 


Technical School 
Courses for Success for 
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Engravers, Jewelers 
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Write for free book Ye 


Future and Our 
JOHN J. BOWMAN, Director 
Bowman Bidg., Lancaster, Pa. 
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SCHOOL FOR WATCHMAKERS, 
JEWELERS AND ENGRAVERS 


Broad and Somerset Streets 
’ PHILADELPHIA. PA, 
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MILITARY EMBLEMS 


in 10K Gold or Sterling 
on any Metal, Wood or Plastic item 


List of complete articles furnished 
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SCHOOL OF OPTOMETRY} 


Four-Year Day Course 
For further information address 
Administrative Office 
1112 BOYLSTON STREET 


Boston, Massachusetts 
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q Shreve, Crump & Low Co., Boston, 
helped back the Third War Loan by a 
patriotic window display of flags, in- 
cluding its own service flag of 20 stars, 
one of gold. 
q The Boston Jewelers Bowling League 
will probably start the season with eight 
teams instead of the ten it usually as- 
sembles. Many of those who played in 
previous seasons are now either in the 
service or engaged in war work. 
q Arthur Byers, for many years with 
Smith-Patterson Co., 52 Summer St., 
Boston, as a jewelry engraver, is now 
located in the Jewelers building, 387 
Washington St., and engraving for the 
trade. 
q.C. H. Singleton & Co., 42 Newbury 
St., Boston, is now under the sole owner- 
ship of Mr. Singleton, who has _ pur- 
chased the interests of his former part- 
ners, Erie Grant and William Jones. 
Mr. Grant has gone into war work. 
q Mrs. Anne Shanahan and Mrs. Rachel 
Clark of Smith-Patterson Co., Boston, 
flew to Canada and back on their vaca- 
tions, and are now describing the thrills 
of flying to their less air-minded, co- 
workers, 
4 Tilden-Thurber Corp., Providence, in- 
vited the public to meet Frank Gardner 
Hale at an exhibit and sale of his hand- 
wrought jewelry and enamels. The ex- 
hibition, held on the fourth floor art 
gallery, ran from Sept. 13 through Sept. 
25. : 
q Earl H. Christopher of Uxbridge, 
Mass., formerly in partnership with 
Dexter R. Dodge of that city, has now 
bought out the Dodge interest and_ is 
carrying on the business. Mr. Dodge 
has another store in Whitinsville, which 
he has retained. 
q Providence jewelry stores are con- 
tributing advertising space to the Gov- 
ernment’s Third War Loan Drive. The 
George S. Gerber Co. advertised that 
on Sept. 16, between 7 and 9 p. m., it 
would give an alarm clock free to any 
defense workers buying a war bond of 
$50 or over. 
q Frank G. Hale, one of the leading 
jewelry craftsmen in the country, and 
member of the Arts & Crafts of Bos- 
ton, is closing his shop in the Park 
Square building and preparing to retire 
from the profession. Mr. Hale is nation- 
ally known as a lecturer and has also 
appeared on the radio. 
q Shreve, Crump & Low Co., 330 Boyls- 
ton St., Boston was robbed of jewelry 
valued at $13,445 on Sept. 2 by a thief, 
or thieves, who slipped unnoticed behind 
a sales counter, picked the lock of a 
glass-paneled door, reached into the 
show window and removed nine diamond 
rings. ‘The theft was not discovered un- 
til closing time when the superintendent 
of the diamond department went to get 
them to put away in the vault. 
q Annual meeting of the Eastern New 
England Guild of the American Gem 
Society was held at the University Club 
on Sept. 16, with Hugh A. Ford, former 
British Consul in Boston, as guest of 
honor at a banquet preceding the busi- 
ness meeting. Mr. Ford has one of the 
finest gem collections in New England. 
Reelected to office were Forest David- 
son, Thomas Long Co., president; Hay- 








— Macomber, Shreve, Crump & Lei 
0., vice-president, and Mrs. Ella j 
Bird, Peterson’s, Ine., Secretary-tres, 
surer. 
qA watchmakers’ school will be 
soon at the Waltham Watch Pi: 
Waltham, Mass., for the training 
pupils to be supplied by the retail trad 
Equipment and instruction will be fur 
nished by the Waltham Watch (Co, Trad 
School, which is conducted under the 
supervision of the Massachusetts De. 
partment of Education. The course vill 
cover an 18 months’ period. Exact datp 
of its beginning will be announced jp 
the near future, according to the firm’s 
spokesman. Idea for the school origi 
nated with the Massachusetts & Rhode 
Island Retail Jewelers Association, }y 
stated. 
q Several Boston jewelers have been 
swindled lately by a bogus representy- 
tive of a candy company, who collected 
a total of $280 in cash and jewelry fron 
three different stores by means of 
fraudulent checks. Police reported that 
he victimized three Portland, Maine. 
firms a few days previous to this 
His method of approach is to distribute 
candy samples generously, chat with the 
clerks until he has gained their conf- 
dence, then suddenly find a_ piece of 
jewelry that he wants to buy. He pays 
by a check bearing the candy company’s 
name and made out for double th 
amount of his purchase. 
q Miss Juanita Schaefer of Milwaukee, 
has been in Boston for the past three 
months studying at the GIA under Dr, 
Edward Wigglesworth. She is now 
ready to take her C.G. examination. 
qOne of the finest individual collections 
of jewelry and gems of recent years was 
sold at auction in Boston Sept. 3, when 
over 600 pieces belonging to the late 
Mrs. Grant Walker of Beacon St. were 
offered to highest bidders. Considered 
the most valuable collection ever to be 
sold in Boston, the jewels attracted bit- 
ders from points as far distant as Texas, 
Chicago, Philadelphia and New York. 
Some individual purchases totalled as 
high as $25,000, and the proceeds of the 
three-day auction totalled — approxi- 
mately $200,000. 
@ More than 500 buyers from New 
England and New York state thronged 
the Gift Show at the Parker House dur- 
ing the week of Aug. 30, where many 
wholesale jewelers carried on such a 
thriving business that they hailed this 
year’s show as “the best one ever held.” 
Among those exhibiting were: A and 1 
Chain Co., I. Alberts & Sons; A. Berk 
Jewelry Co.; A. Cohen & Sons; Geo. I 
Feldman Co.; Nathaniel I. Goodman, 
Inc.; H. I... Hirsch & Co., Providence; 
Norling & Bloom Co.; D. C. Percival 
Co., ine. 
Out-of-town buyers at the Show it 
cluded: Elmer Johnston of Caribou, 
Maine; Mrs. Alberta Chesley, Presque 
Isle, Maine; Lawrence Goodhue of Fait 
field, Maine; Edgar R. Forbush, Lisbon, 
N. H.; Napoleon O. Cote, Bellows Falls, 
Vt.; Frank L. Scofield, St. Albans, Vt: 
Lionel L. Tardiff, Waterville, Maine; 
Morton S. Naurison, Stafford Springs 
Conn.; Bernard N. Marcus, Nashua 
N. H., and N. P. Boutiette of Pascoag, 
mF 
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ye standard Enameling Co., Inc., 

Thee ncorporated in Rhode Island. 
_ firm will finish jewelry. Incorpora- 
The Orme. H. Dick, Roger L.. McCarthy, 
at Cecile M. Marchesseault. 
Richard J. Lund, director of the mis- 
(7 a minerals division of the War 
. duction Board, addressed a Sept. 3 
me +a group of members of the 


ing of 
meeting 3A. Another speaker was John 


‘Dh 5 / 

NEMh, manager of the Providence dis- 
trict office of the War Production Board, 
who discussed the silver report 1855 
: The association is among the 
<n indorsing the plan of the Gov- 


yroups } : 
es committee on metropolitan trans- 
ernor : 


ation. 

Srcapite intensive efforts, Providence 
elry stores have been unable to make 
‘much progress in cutting down backlogs 
of watch repair work. One of the larger 
now is four to five months behind 
yhile other stores have been forced to 
refuse new work. Those stores which 
till accept new business report that the 
inflow of work is ever increasing while 
the shortage of repairers creates a 
squeeze. Meanwhile, the stores report 
that stocks of merchandise are being de- 
pleted rapidly with one official declaring 
that “we are now reaching the really 
serious stage.” Lack of merchandise 
was held to be a much greater problem 
than shortage of help. 

JC-K survey of numerous Providence 
jewelry manufacturers reveals that the 
manpower shortage now is definitely the 
number one local problem of the indus- 
try. Whereas a survey made a _ few 
months ago showed that lack of materi- 
als was running a close second, the re- 
cent study brought out a virtual unani- 
mous opinion that lack of help is by 
far the greatest headache despite the 
severe limitations of those metals used 
by the manufacturers. Some firms re- 
ported that they can not get enough help 
to process the metals to which they are 
entitled. It is estimated that the New 
England jewelry manufacturing industry 
now is devoting about 65 per cent of the 
man-hours worked to war goods. Pay- 
rolls for August in Rhode Island jewelry 
and silverware plants were down 1.7 per 
cent from the preceding month, accord- 
ing to figures released by the Federal 
Reserve Bank of Boston. 


jew 


stores 


10 Per Cent Not Enough for Sarge, 
He Puts Whole Paycheck into Bonds 


Sgt. Joe Meyers, former Philadelphia 
clock repairman, is rapidly winning the 
title of the Army number one war bond 
purchaser. ; 

Sgt. Meyers, surpassing civilian patri- 
ots who turn 10 per cent of their earn- 
Ings into War Bond purchases, puts every 
single penny of his pay into them. Now 
attached to the Mississippi Ordnance 
Plant, Joe has put his entire salary into 
the purchase of Bonds since he entered 
the Army in January, 1942. As a civil- 
ian, his entire savings and all but bare 
living expenses went into Bonds. 

Sgt. Meyers also can answer Army 
roll call in seven languages. A native 
of Czechoslovokia, where his mother, 
father and brother. were Nazi victims, he 
speaks English, Slovakian, German, 
Hebrew. Russian, Hungarian and Czech. 


| 
When a salesclerk fails to ask “How 


many War Stamns with your change?” 
he’s guilty of “absenteeism.” 
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Handy & Harman Is 3-Time Winner of Army-Navy Award; 
Two Other Firms Also Receive Coveted Pennant 


Handy & Harman has received its 
third Army-Navy “E” award, President 
G. H. Niemeyer announced at the com- 
pany’s New England claimbake held 
for employees at Bridgeport, Conn., 
Aug. 21. Handy and Harman refines sil- 
ver and silver alloys for use in war pro- 
duction. 

Unveiling of a tablet dedicated to 
men and women from Handy and Har- 
man now in the U. S. services was a 
feature of the afternoon program. 
Names of all employees serving appear 
on the tablet. 

Thirty-eight men and women received 
special award pins for years of service 
with the firm. Howard W. Boynton and 
Edward Hughes won honors for 40 years 
with the company—pins for 30, 25, 20 
15, and 10 years were also awarded em- 
ployees. 

More than 6000 employees witnessed 
the presentation of the coverted “EK” 
award to the Ingersoll-Waterbury Co. at 
its Middlebury, Conn., plant, the end of 
August. 

J. Lehmkuhl, president of the 86-year- 





Bay State's Plan for 
Watchmaker Training 
Praised at UHA Session 


Watchmaker legislation and _nation- 
wide uniform standards for the watch- 
making craft were the topics of a special 
conference of the United Horological 
Association of America at Denver, Sept. 
20-22. 

A complete apprenticeship program, 
with assurances of top standards of 
training, was taken up as a necessity for 
the trade. Presented for nation-wide 
adoption, with possible revisions, was 
the apprentice watchmaker standards of 
the Massachusetts Guild of UHA. 

The apprentice program provides for 
four years of working experience for 
each apprentice with an approximate 
150 hours per year of instruction. In 
addition, the schedule lists the number 
of hours training in each skill which 
the student must receive. 

Apprentices must have at least two 
years of high school education, the 
Massachusetts ruling says. 

The first six months of employment 
under an apprenticeship agreement are 
purely probationary—ceither student or 
employer may terminate the agreement 
by notifying the approving ageney and 
Guild apprentice committee. After the 
probationary period, the agreement can 
be terminated only by consent of the 
committee and approving agency. 

Each apprentice is examined for pro- 
gressive skill every six months, and 
employers keep records of examinations. 

Special committee meetings were held 
to discuss watchmaker licensing legisla- 
tion in all states. 

The conference, which was called by 
the special request of the various state 
licensing boards, was devoted completely 
to business, with a streamlined program 
designed for brevity. 

A newly enlarged store has been opened 
at 81 S. Main St., Wilkes-Barre, Pa., 
by Herman Laks, who has been a Wilkes- 
Barre jeweler since 1919. 





| 


old firm, in accepting the pennant from 
Brig. Gen. Burton O. Lewis, told the 
gathering that the company’s volume in 


war production has now reached the 
record high of 16,576,294 instrument 
parts. 


John B. Kennedy, news commentator, 
presided as master of ceremonies. Presi- 
dent Lehmkuhl and six employees, four 
of the latter with service records rang- 
ing from 38 to 58 years, received token 
“Kk” pins. 

S. W. Farber, Inc., maker of metal- 
ware products, also received the Army- 
Navy “E” production award at a cere- 
mony at its Ridgewood plant, Brooklyn. 

S. W. Farber, president of the firm, 
made the address of welcome and Mil- 
ton H. Farber, vice-president, accepted 
the award from the hands of Lt. Col. 
Chester Mueller. Lt. Com. J. Douglas 
Gessford made the presentation of token 
“KE” pins. 





«DON’T BUY 


DIAMOND PAPERS OR JEWELERS SUPPLIES 


BUY..._ 


WAR BONDS & STAMPS 


If you must buy European or Domestic Papers, 
Wallets, Cotton, Tweezers, ete., buy them from 
us and we'll buy more Bonds and Stamps. 


Write for Catalog, Samples, Prices 


INC. 
7 W. 45thSt., NEW YORK 

















LL KASSOY 


REED & BARTON 


SILVER POLISH 


- superior polish—made by sil- 
versmiths for jewelers’ use and re- 


sale. 

Freight nuw prepaid in U. 8. in 
specified minimum lots — jeweler 
recewing full 100% proft. 

REED & BARTON - Taunton, Mass. 





ENGRAVING - ENGINE TURNING 
DESIGNING - BROCADING 
a 


NORTH ATTLEBORO ENGRAVING CO. 


ATTLEBORO FALLS, MASS 








y 


22 Patterns Sterling Stiiver 

ANCHESTER 
SILVER COMPANY 

Rhode Island 








Pravinenee 


Sold only direct 
to Retailers 





Cent 


250 Sterling Charms in Illustrated Catalog on request 
WELLS MFG. CO., ATTLEBORO, MASS. 
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Working 
for 
Victory 


Critical metals, steel — brass—nickel 
— lead — cadmium— zinc—etc., have 
gone to war. 


The nation’s labor has followed, de- 
voting their efforts to the production 
of necessary war materials and essen- 
tial civilian goods. 


Let the dollars join in this Home 
Front effort to insure the Victory— 
BUY WAR BONDS. 


F. H. NOBLE & COMPANY 


Manufacturers 
559 W. 59th St., Chicago, Illinois. 








Gold=Silver 
DLATING 


“ASK ABOUT” 


PHODAN IZE 
Resistant of Tarnish, 


TRADE MARK REG. U. S PAT. OFF 


Silverware 


REPAIRED & PLATED LIKE NEW 


Swartz & Co. 




















10 S. Wabash Ave. CENtral 6089 








CONSULT... 
M. Y. FINKELMAN 


for 
Diamonds and Diamond Jewelry 
EST. 1923 


29 E. MADISON ST. CHICAGO 








@UR WORK COSTS NO MORE THAN JU 
ORDINARY WORK Oo 
BECKER-HECKMAN CO. 


29 E. Madison St. CHICAGO, ILL 








Your Jospper Has 


NEWALL 
“Quality Findings” 





The Newall Mfg. Co. - Chicago 
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q Edward and Harry Borchers, sons of 
the late Charles H. Borchers, will carry 
on their father’s engraving business in 
the Heyworth building. 

q Harry Lesch and Maynard Levy have 
formed a partnership to operate a 
wholesale jewelry business as Lesch & 
Levy. The new firm’s offices are in suite 
805, Mallers building, 5 S. Wabash Ave. 
q Ernest E. Macey, jeweler and dia- 
mond setter located for several years in 
the Heyworth building, has added a 
complete line of gold mountings, cock- 
tail rings and watch cases to his own 
line of manufactured goods and moved 
to room 1221 where he has larger space 
for manufacturing and display purposes. 
q Thomas McMahon, of Thomas J. Dee 
& Co., president of the Chicago District 
Golf Association, presented prizes to 
Samuel D. Byrd, recent winner of the 
Chicago Victory National Open cham- 
pionship. Mr. Byrd, who was a base- 
ball player before he became a golf win- 
ner, received a $1000 War Bond and a 
diamond and gold medal. 


q Jewelry with an estimated value of 
$10,000 was taken from Connor’s jewelry 
store, Rock Island recently. Police said 
the thief apparently entered the store 
by a rear door during the day and then 
hid in the basement, jimmying his way 
through the basement door and entering 
the store after the shop was closed for 
the night. 

q Officers of the MHoosier Jewelers 
Travelers Club decided that during the 
period of suspension of convention ac- 
tivities by the Indiana RJA they would 
put the balance in their treasury to 
some good purpose. Accordingly the 
$3800 balance was donated to the In- 
dianapolis Service Men’s Centers, Inc. 
Officers of the Travelers Club, who stand 
ready to resume activities at the next 
convention are: President, Fritz Fromm, 
Indianapolis; vice-presidents, ‘ Herbert 
S. Schwab, of A. G. Schwab & Sons, 
Cincinnati, and Jack Keenan, of Hamil- 
ton Watch Co., Chicago; secretary, H. 
R. (“Doc”) Haerr, Gruen Watch Co., 
Cincinnati; treasurer, Maury Solomon, 
D. Jacobs & Sons, Cincinnati. 





Illinois RJA Names District Heads 


Chairmen have been chosen for 11 
Illinois districts of the Illinois RJA, 
Henry R. Mortensen, secretary, has an- 
nounced. The plan to divide the state 
into 11 districts, thereby increasing As- 
sociation activity and affording a greater 
local appeal for membership, was inau- 


gurated at the group’s annual convention 
held in Chicago, May 20. 


District chairmen are Paul W. Becherer, 


| Becherer’s jewelry store, 108 E. Main St., 


Belleville; C. D. Jacobs, Jacobs-Lane 
Co., West Frankfort; Earl H. Swingle, 
Hillsboro; Frank A. Bridge, 215 S. 5th 
St., Springfield; Glenn E. Wilson, Mon- 


mouth; D. R. Yoho, Watseka. 


Also Fred H. Sanders, Ottawa; Charles 


L. Ringer, 113 W. Stephenson St., Free- 
| port; Carl E. Lindquist, 1137 Broadway, 
| Rockford; Milo C. O’Dell, 104 S. Genesee 
| St.. Waukegan, and Harry 


W. Yaseen, 
1644 Halsted St., Chicago Heights. 





Receives JSA $100 Reward Check 


Frank Milhening, president of J. Milhening 
Inc., Chicago, hands over a $100 rewdrd 
check to William F. Mahoney. The chect 
is from the Jewelers Security Alliance, of 
which Mr. Milhening is a director. Los 
June 28 Mr. Mahoney helped capture Ernest 
Wishon, convicted killer of Joseph Schulte, 
Chicago west side jeweler. Wishon shot and 
killed Mr. Schulte after an attempted hold. 
up in his store. Mr. Mahoney trailed the 
murderer until police could join in the chase 
and capture him. 





q The Metropolitan Chicago Chapter of 
American Gem Society held their first 
meeting following summer recess, at their 
headquarters in the Pittsfield building 
on Sept. 21. President H. Paul Juergens 
announced that meetings will be held 
Oct. 19 and Nov. 16. Dr. Robert Gar- 
rels, of Northwestern University, will 
speak. 

q Leon Hurwitz, Hurwitz, Meyer Jewel- 
ry Co., East St. Louis and Granite City, 
accompanied by Mrs. Hurwitz, spent a 
week in Chicago last month combining 
vacation and business. 


"Bill the Diamond Man" Meets FIC 


“Bill the Diamond Man” last month 
agreed to stop using that name unless 
or until he actually sells diamonds. 

Actually, “Bill the Diamond Man” 
was a trading designation of Bill Adams 
Co., James Acuff, Richard Mockler, 
William Hoffman and Wayne Hoffman, 
who also operate the “Bible Study Club” 
as a mail order proposition from the 
Omaha Building & Loan Building in 
Omaha, Neb. 

The respondents also stipulated with 
the Federal Trade Commission, in con- 
nection with the sale and distribution of 
their merchandise, to stop designating 
their rings as “rolled gold finished” or 
referring to insets used in their imita- 
tion jewelry as diamonds or simulated 
diamonds; from representing that an 
advertised offer is unusual or special 80 
long as no price reduction or other trade 
concession is made with it; and from 
using the word “guarantee” or other 
word of like meaning in connection with 
the sale of merchandise unless, wherever 
used, clear disclosure is made of ex 
actly what is offered by way of se 
curity. 








Ask: “How many War Stamps with 
your change?” 
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e Will Return to His Habit of Instalment Buying 
After the War, Says U. S. Chamber of Commerce Survey 


John Do 


i intentions of the na- 
pee gg increasing almost 
_ nd present indications are that 
im urchases will be far in ex- 
gegty billions of dollars that were 
er eeoxpect last winter, says the U. S. 
per of Commerce. : , 
Bringing @ December, 1942, nation-wide 
-to-the-minute, the Cham- 
ervey vb ited Stat 
of Commerce of the Unite ates 

r ted today that 61 per cent of the 
par interviewed said they now are 
a to save. It was 56 per cent eight 
months ago. “These figures include only 
those people who think they are saving,” 
the Chamber says. “Actually, 84 _per 
cent, an increase of 3 percentage points, 
are either accumulating money in a sav- 
ings account or are putting it in some 
other form of savings or investment. 

At the same time, the public as a 
whole believes a little more firmly that 
the first year after the end of the war 
will be one of prosperity, and that there 
will be less unemployment than they be- 
lieved probable eight months ago. The 
Chamber’s figures show that the number 
of those who have grown more op- 
timistic has risen from 49 per cent of 
the people to 55 per cent. As to the 
public’s appraisal of industry’s post-war 
capacity to meet the demand for civilian 
goods, 86 per cent now believe that 
American factories will take more than 
six months to catch up with the demand 
for consumer goods. 

Not only are people in the higher in- 
come brackets more likely than others to 
be saving money, but they are saving a 
greater proportion of their incomes, the 
Chamber reported. For example, 34 per 
cent—it was 28 per cent last December— 
of all respondents say they are able to 
save more than 10 per cent of their 
monthly income. But, only 14 per cent 
of people earning less than $90 a month 
save that amount, compared with 32 per 
cent of those earning from $90 to $160 
monthly, and 54 per cent of those earn- 
ing more than, $210 monthly. 

“The American habit of instalment 
buying will continue to be a major fac- 
tor in large consumer purchases,” said 
the Chamber’s report. “Pertinent to this 
statement is the following data about 
instalment buying gathered in the sur- 
vey: 
‘Fifty-two per cent (it was 58 per cent 
last December) say they have used the 
time-payment plan to buy articles which 
they own; 15 per cent, compared with 
28 per cent in December, are still mak- 
ing payments for such purchases.” 


in P 
Cham 





NEW ALBANY, GA., BUSINESS 


Savelle & Crow Jewelers will com- 
mence business Oct. 10 at 232 Pine St., 
Albany, Ga., featuring special orders and 
repairs. The partners were formerly 
associated. with the Mayfair Jewelry 
Co, of Albany, M. J. Savelle, Jr., as 
partner and manager and C. M. Crow as 
head watchmaker. Before his Mayfair 
connection, which terminated Sept. 10, 
Mr. Savelle was with the Elebash Jewel- 
_ and Klein & Son in Montgomery, 

a. 





“Barry’s” is ‘now the name of the 
former Gireth jewelry store, 231 N. 
Brand Blvd., Glendale, Cal. The new 
owners are Sam and Albert Behrstock. 
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Army May Push Back Oct. 18 
Deadline, Halting Retailers 
From Selling Official Insignia 


Retailers may get an extension on the 
time during which they are allowed tu sell 
Army insignia, a U. S. Army Quarter- 
master Corps spokesman told JU-K on 
Sept. 21. Present deadline for the dis- 
posing of stocks is Oct. 18. No definite 
decision on a longer grace period will 
be made until the first week in Octuber, 
however. 

A “fair price” will be offered to re- 
tailers for their remaining stocks after 
the close of the selling’ period, the Quar- 
termaster spokesman said. The profit 
retailers will be allowed has not yet 
been set, but chances are that it will 
not exceed 10 per cent. It was em- 
phasized that the Quartermaster Corps 
does not expect to pay cost plus profits 
to retailers who claim to have originally 
purchased their insignia stock from 
wholesalers at prices the Quartermaster 
Corps considers exorbitant. 

A test case on the use of Army in- 
signia in jewelry was before the Gen- 
eral Staff as JC-K went to press. It 
was expected that this case, which con- 
cerns the reproduction of the Army cap 
insignia on tie clasps, would be closed 
by the first of October. 

If the use of cap insignia is approved 
for tie clasps, it may also be used on 
service rings, the Adjutant General’s 
office indicated. To what extent the 
outcome of the case will affect the fu- 
ture manufacture and sale of all insignia 
jewelry remains to be seen. At this 
point the deadline on sales by retailers 
is still Oct. 18. 





NACJ Conference ... 
(From page 151) 


Litt, of L. Litt Jewelry Co., Chicago, 
treasurer; and directors, J. L. Freund, 
St. Louis; Jess McEntee, of J. M. Mc- 
Entee & Sons, Oklahoma City; George 
Applebaum, of Marks Bros., Chicago; 
Col. Sam W. Becker, of Sam W. Becker 
Jewelry Co., Houston; Irving N. Chay- 
ken, of Armstrong’s, Hammond, Ind.; 
Louis M. Greenstein, of Morrey Jewel- 
ers, Columbus, Ohio; A. E. Newmark, 
of Newmark’s, Chicago; Fred B. Dreifus, 
of Dreifus Jewelry Co., Memphis, and 
Irving Wolfgang, of Cole & Irwin, Inc., 
Detroit. 

William Wagner continues as execu- 
tive secretary at NACJ headquarters, 
545 Fifth Ave., New York. 

With most members “in absentia,” 
the greater part of the voting was by 
mail. Thus re-elected, the 15 directors 
at Chicago decided unanimously to con- 
tinue six of their number as officers. 





Macy's Jewelry Brokerage Service 
Will Sell Private Owners’ Property 


R. H. Macy & Co., New York depart- 
ment store, said last month that it will 
open a jewelry brokerage department. 

Purpose, according to newspaper an- 
nouncements, will be to help people con- 
vert jewelry into cash, with the new de- 
partment appraising private owners’ 
jewelry and offering it for sale at ap- 
praisal value. 





FEINSTEIN BROS. 


+ Jobbersin + 
Watch Materials and Supplies 
Federal Finished Crystals— 
Optical Goods 


5 South Wabash Ave. - - Chicago 

WATCHES—New and rebuilt 

WATCH CASES—A case for every 
movement 

STRAPS for any case 

WATCH and RING BOXES 

J-B WATCH ATTACHMENTS 

TOOLS—New and used 


ZENITH Cleaning and rinsing 
solution 

NEW ADDITION to our repair 
department 


SEND your movement—we will 
rebuild in the latest style case, 
with modern dial—our guaran- 
tee for 120 days 

HIGHEST PRICE paid for old and 
new movements and tools 











CHAS. ASCHERMAN 
AND COMPANY 


Wholesale Jewelers 


503-7 Hippodrome Bldg. 
CLEVELAND 14, OHIO 















SWISS-AMERICAN 





GET IN 
TOUCH with PAULSON 


AULSON & CO. 
* CHICAGO 
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WANT ADS 
It pays to use Jewelers’ Circular- 
Keystone Classified Ads 


























ome WATCH CO. 
5 S.WABASH AVE. CHICAGOILL. \ 
USED WATCH. 
m 
MATERIALS = 
i=] 
7" 
USED MOVEMENTS oO 
Good Condition 2 x 
Good Dials i+) 
O-Size Elgin, > 
Waltham cel 
7J, $2.50—15J, $3.50 THE PRICE OF DB 
18 Size Hunting, — 
Elgin, Waltham NEW MATERIALS © 
7J5,$1.25—15J. $1.75 OQ 
18 Size O.F. Wheels, pinions, 
Elgin, Waltham pallet forks, etc., 
7J3,$1.50—15J,$2.90 | for all watches. 
Elgin, Wal- | Send sample of 
tham, Huntiag what you want! All 
71S rt ae Guoranteed! Remit 
ect. # satist ‘ 
6J.$2.00—15).$2.50 | only ¥ satisfactory 
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GRAFNER BROS. 


GENERAL LINE 
VALUE AND ASSORTMENT 
SPECIALIZING 
IN 


DIAMONDS 


818 LIBERTY AVE. PITTSBURGH 








MORRIS GOLDSTOCK 


WATCH CASES, DIALS, WATCH 


FINDINGS, OPTICAL SUPPLIES 


203 CLARK BLDG., PITTSBURGH, PA. 


MATERIALS, JEWELRY BOXES, SOLDERS, 








J. B. BERNSTEIN CO. 
Wholesale Jewelers 
DIAMONDS and MOUNTINGS 


502 Clark Bldg. Pittsburgh, Pa. 








LANDAW BROS. 
Watch Materials and 
Jewelers Supplies 


406-407 Clark Building 
PITTSBURGH, PA. 











Part-Time Employment for 
Housewives Urged by Miss Perkins 


Part-time employment of women in 
both war and service industries will pro- 
vide greater utilization of existing labor 
power and an inducement for women 
now not employed, Secretary of Labor 
Perkins reported last month. 

The survey shows that the primary re- 
serve for such employment should be the 
housewife who cannot undertake a full- 
time job. Pointing out that so far as 
the worker is concerned, the economic 
aspects of part-time employment have 
changed with the war, her report says: 

“No longer is it necessary for a woman 
who wants full-time work to take part- 
time work. At the same time the greatly 
increased opportunities for employment 
enable women who are not available for 
full-time employment to make a con- 
tribution to the war effort through part- 
time employment.” 

According to the survey,’ advantages 
of part-time work for the employer in- 
clude a better utilization of workers 
through placement of unskilled part- 
time workers on beginning work and up- 
grading of full-time workers for highly 
specialized jobs. 
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q Alfred Boas, 27, 
Leon Miller, Clark building, jeweler, is 
now in the Navy. 

q The recent induction of Max Gorgus, 
diamond setter for Bauer & Mutschler, 
Clark building, into the Army now 
brings the total of boys from the firm 
now serving in the armed forces to five. 
qN. P. Landay, of Landay & Finn, 
wholesaler, Clark building, has just re- 
turned from a two weeks’ vacation in 
Atlantic City. With him were his wife 
and son. 

qJust back from vacationing at Ocean 
City, N. J., where he spent three weeks 
with his daughter, Nancy, Peter Straus- 
ser, Bridgeville retailer, reports a 
pleasant trip. 

qMiss Virginia A. Pugh, credit man- 
ager of the Smithfield St. store of Pugh 
Bros. Jewelry Co., is planning an Octo- 
ber visit to the Officers’ Training School 
in Virginia, where her fiance, David 
Reese, is stationed. With Miss Pugh will 
be Mr. Reese’s parents. 

qLeonard Helfer, retailer, reports a 
robbery at his Liberty Ave. store on 
Sept. 13. Two armed men entered the 
store, threatened a salesman and escaped 
with $1,000 in rings. The salesman fol- 
lowed the two robbers into the street 
and gave chase. He succeeded in cap- 
turing one of them but the other, the 
one with the stolen rings, got away. 
qJ. Phillip Sommer, of Sommer Jeweler, 
Inc., and secretary of the energetic 
Pennsylvania Horological Association, 
left Pittsburgh Sept. 18, for the con- 
ference of the United Horological As- 
sociation at its national headquarters in 
Denver, Colo., Sept. 20-22. Mr. Sommer 
anticipated constructive progress toward 
solving the serious problems which have 


| gained considerable proportions during 
| the past year. 


| ¢The 


Western Pennsylvania RJA 


| through its president, John C. Grau, an- 


nounces a plan for a protest action on 
the WPB freezing of imported watches. 
“The move,” Mr. Grau says, “is ab- 
solutely unwarranted” and he adds that 


| protective measures on a national scale 


simply must be formulated since the 
freezing action “presents a serious men- 


' ace to most retailers in this district and 


no doubt the effects will be felt nation- 
ally.” 


| qR. S. Robinson & Co., Inc., wholesaler 


in the Clark building, experienced a 
robbery at 2 in the afternoon of Aug. 18. 
Three well-dressed men entered the store 
and engaged George R. Heaps, manager, 
in conversation. After the visitors had 
left it was found that $3,200 in new 
stones had left with them. The police, 


| to date, have been unable to trace either 


the thieves or the stones. 


| qS. H. DeRoy, of S. H. DeRoy & Co., 


408 Smithfield St., and Mrs. DeRoy 
have recently returned from a combina- 
tion business and vacation trip to New 
York. Mr. DeRoy says he was able to 
augment his stock with some badly 
needed merchandise, and plans a sales 
rationing program to conserve his in- 
ventory. No definite method has been 


| decided, however, he said. 


A recent visitor to the DeRoy Smith- 


PITTSBURGH | 


. | . . 
former salesman for | field St. store was Capt. Juliu 
cA s 











A 


4 . Army, 
in Pitts > 
first furlough. Other pte je “ 
DeRoy staff now in the Army the 
William Malcolm and Ralph Miller I 
of the Johnstown store. st, 


qAn unusual and original disp, ; 
being featured by Sean M. Robe, 
Son Co., at Wood and Diamond Sts. Th 

have arranged to have a noted Pitt. 
burgh portraitist, High M. Poe, furnish, 
at the rate of four portraits every two 
weeks, original pastel paintings of all 
United Nations’ leaders and distin. 
guished members of the military service 
As these paintings are received from 
the artist they are placed, for a period 
of two weeks, in an attractive Setting in 
the windows where they remain until the 
next set of four is received or until cyy- 
rent headlines warrant the replacement 
of one with the portrait of someon 
figuring in the news. After two weeks 
in the window the pictures are removed 
and placed on top of the wall cases jp 
the store. 


former floor manager now in the 
Capt. Kay was 


are 
oth 


q At a meeting of the Allegheny county 
local guild of the Pennsylvania Horo. 
logical Association on Sept. 14, Presi- 
dent William O. Smith created a pew 
appointive office by designating George 
I. Cogley, retail jeweler and wateh- 
maker of Freeport, Pa., to act as cor. 
responding secretary. Duties of the new 
office will include the compilation of 
news items, records, publicity features, 
etc., of local activities. The association 
also voted to change their meeting night 
from the second Tuesday of each month 
to the first Wednesday. Nominated for 
re-election for the 1944 term were 
William ©. Smith, president; Harold 
Krosney, vice-president; Virgil Petro- 
celly, treasurer; and J. Phillip Sommer, 


secretary. Election will be held in 
October. Stronger membeYship support 
is needed if the association is to be 


successful in its plans for the future, 
officers of the group stated. A comnit- 
tee was formed to study means for pro- 
moting greater attendance. 


War Risk on Shipments from Lisbon 
ls Cut to One-Fifth of Year Ago 


Landed cost of Swiss watch imports 
benefited last month from drastic down- 
ward revisions in war risk insurance by 
the War Shipping Administration. 

A year ago, the war risk insurance on 
shipments from Portuguese ports to the 
U. S. was $15 per $100, and as recently 
as a few months ago was $10 per $100. 
In two revisions during September, 
WSA first cut the rate from 7% per 
cent to 5 per cent and then, effective 
Sept. 20, trimmed it still lower to only 
3 per cent. 

Last war risk quotations on shipments 
from Genoa ranged from 14 to 20 pet 
cent, due to the hazard of heavy ait 
bombardment. Most U. S._ insuranee 
companies refuse to cover the trucking 
of merchandise from Switzerland t 
Lisbon, a risk handled by either Swiss 
companies or the Swiss government. 
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his from @ t-of-town buyers visit- 


th Among the sone fF the D. Jacobs Sons a Treasury Department representative | 

a ing the show ogee peer were Miss had communicated the new quota to Ben- LITWIN & SONS 

both f Co. during Evansville, Ind.; Phil Brod- jamin S. Katz, president, the Gruen or- 
da Kuehn, * Ala. and Al Meyer, ganization had sufficient pledges to meet 114 West 6th Street, Cincinnati, Ohio 
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a -ashville, Tenn. 
° ” : by ‘Pe - 

Ss & *Gerwe-Brown Co. a got to 
a picnic early in the summer 
md ee seme it was so success- q Because they didn’t foresee how loud- 
gy Mt Ale ait all ly Edward L. Meier, manager of the 


ish, ful they ee a if ine ue J. C. Hockett Co. store in Cheviot, can K L E | N a R O T Hi t & S 


be and now shout and how alert the Cheviot police 


ployees were awarded the first “10 per 
center” flag in the country. 
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re: cern. didates for the October election of cinnati awaiting action of the grand 
a! ti Guild, Ohio Watchmakers Jury. 


rom F the wil i weed i 6 eo According to police the two men en- 
cla : er a : tered the store near closing time one re- 
the ‘ See ickl ant Peask = cent afternoon and “ar ons engaged WHOLESALE JEWELERS 
‘ur ie Fisher is completing his second Meier in conversation, the other grabbed 
ent ned on president of the organization. several watches. The manager's piercing 
me: wired strunk of Strunk, Rosfelder & yell for help was heard by neighborhood 
eks | Schlueter Co., has the distinction—and police, oo a — = two hy ENQUIRER BLDG. CINCINNATI, O. 
ved fun—of seeing in a newspaper last month —s H hich on _ ired pistol shots, 
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jowder method around 1900. It shows ———— 
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r0- celebrating at a New Year’s Eve party. 
N. | The club is still in existence. Says Insurance Publication Harry Gree nw old Co : 
: Two salesmen who have been missed na 
ee by their friends and customers on the Although the number of jewelry sales- The House of Quality and Service 
Re vad wish to inform them that they are men on the road has dwindled consider- 1S WEST 7th STREET. CINCINNATI. OHIO 
th. sites” for the duration. Spencer ably due to wartime restrictions, this 
= i of the Seth Thomas Clock Co. is year’s losses in jewelry thefts will mount VIRGIN Diamonds 
cw now in charge of the company’s repair as high as in previous years, according 
ot lant at Chicago. Ed Whitman of the to a report in the National Underwriter, CELLINICRAFT Jewelry 
xs, Frerchede Hall Clock Co. is now work- insurance publication. | 
it ing in the plant, which is handling war ; 7 Though war oer wagrnnmend have cut Genre cele @ malice Mia tis 
th work. considerably on the traveling by jewel- las Uk Menlite ond sue: sale anul 
ws ¢ The Cincinnati delegation to the yer representatives in making contacts ae sate. Ren pts recommend FE on 
ANRJA Wartime Conference in New with their trade, companies writing jew- to your customers with confidence. 
Te York the latter part of August includ- elers’ block policies expect about the 
ld ed Henry W. Von Unruh, Peebles Cor- same losses as in previous years during 
¥! ners, re-elected a member of the execu- the next three months when losses are 
Tr, tive committee; Harry Schwettman, usually the heaviest of the year,” the 
Z Gruen Watch Co.; Frank Linlee, Loring report said. oe 
Andrews Co.; Edward Herschede, Frank “There are tremendous potentialities PROMPT SERVICE ALWAYS 
be Herschede Co.; Mr. and Mrs. O. B. Wise, because of the concentration of values. 
. and Edward Spitznagel of the George H. In many cases there is utter disregard 
i Newstedt Co. of common sense in the fact that these 
7 q Al Wallenstein, president, and George representatives continue to carry too GERWE-BR N i 
E. Brown of the Cincinnati Wholesale large a stock around the country with 
& Manufacturing Jewelers Association them, underwriters state.” 
report that a total of 200,000 cigarettes Spectacular robberies are going into Wholesale Jewelers 
A have been sent to American soldiers and a decline, due to gas rationing and the 
sailors in the Alaskan and South Pacific drafting of men, the article stated. How- 
war theaters as a gift from the Cincin- ever, it warned, losses of from $50 to 
SF nati jewelry industry. The purchases $100 are rising sharply. Such small rob- CINCINNATI 
' | were made with funds donated recently beries are usually the work of teen-aged 
Y | by retail, wholesale and manufacturing youngsters who are without parental 
jewelers here during a Smokes for Ser- supervision. 





mn vieemen collection campaign. re 

i § q There is much interest among workers if : 

y in the jewelry trade here in a plan under N. Ohio Guild AGS Hears Speaker W ae . ‘ 
E specialize in special 

















). discussion by the War Manpower Com- The Novtheran OMe Galt of th 

: nll mag a ye Ramana American Gem Society met Sept. 14 for order work. Send us your 

: employees to take over dal} a lecture on “The Natural Occurrence of . - 

¢ | four-hour shifts in war plants, working Gens end Matebe* Tn, Gien oe specifications. We'll sub- 

| in pairs to make the full eight-hour rg Accra ~ seal “echt 

ees esl Pag 8 ern Reserve University was the speaker. . M ith 
shift. A number of jewelry firm em- ' mit a design without 

s | ployees feel that they might be able to Heiss bli : 

+ help the war effort in that manner, work- J. B. Lentsch, jeweler of Akron, Ohio, obligation. 

‘ ng ow time . a war oa. No definite _— —— te ee 

| plan has yet been made. makers. s a wise thing, Mr. Lentsch 

_~ Gruen Watch Co., doing a splen- says, to choose for watchmaker training THE SCHUMER BROTHERS CO. 
id job in the war effort, has employees boys who have built model airplanes as ‘ 

°§ who are also individually smalls to a hobby. “They have the patience to Manufacturing Jewelers 

*§ the utmost. It was Gruen that was the work with small things, and their fingers 5 E. Third St. Cincinnati, Ohio 
first of 1,425 concerns in Hamilton county are trained,” Mr. Lentsch says. 
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OBITUARY 


Swney Younc Batt, 63, president of 
The Ball Co., Chicago wholesale firm, 
and director of the Jewelers Board of 
Trade, died sud- 
denly Sept. 10. 
Mr. Ball had been 
ill for _ several 
weeks. He began 
his career in the 
jewelry industry 
as a salesman in 
his father’s retail 
jewelry store, and 
later became presi- 
dent of the firm. 
1913 he was elect- 
ed director and 
president of the 
Norris, Alister- 
Ball Co., and re- 
mained president when the firm became 
the Norris, Alister, Ball-Bridges Co. and 
later The Ball Co. He succeeded his 
father as executive head of the Ball 
Railroad Time Service and Webb C. 
Ball Watch Co. in 1922. Always active 
in trade affairs, he was president of the 











Where to Buy 
IMPORTED 
China and Glass 








EDWARD BOOTE 
35 & 37 West 23rd St.. New York, N. Y. 
Tel. Gramercy 5-1605 
ROYAL CROWN DERBY CHINA 
WOOD & SONS DINNER AND 
HOTELWARE 
GIBSON & SONS TEAPOTS 














ROYAL DOULTON 
English Bone Chinn and Earthenware 


THOS. WEBB & SONS 


Hand made English Crystal 
IRISH BELLEEK 


The original production 


Wm. S. PITCAIRN CORPORATION 
212 Fifth Ave. New York, N. Y. 


JUSTIN THARAUD, Ince. 
129 Fifth Ave., New York City 


ROYAL ALBERT 
Engtixh Bone China 


MYOTT'S 
English Staffordshire Ware 











PAUL A. STRAUB & CO., Inc. 
19 East 26 Street, New York 
Importers of 
China, Glass and Earthenware 
Dinnerware, Art Goods, Giftwares 
Marray Hill 3.5460 


Wedgwood Ware 


Bone China Dinnerware, Queensware 
Jasper and Black Basait 
Trade-Mark WEDGWOOD 


Josiah Wedgwood & Sons, Inc. 























162 Fifth Avenue, New York City 
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Chicago Jewelers Association in 1926, 
and a member of the Golden Roosters 
, and the Chicago Jewelers Club. 


Joun A. BopenHeEIMER, 47, a member 
of the firm of Cooper & Forman, 3 
Maiden Lane, New York, died of a 
heart attack in his office Aug. 24. He 
was vice-president of Queens County 
Grand Jurors Association, and a mem- 
ber of the Jewelers Fraternal Association. 


Cuartes H. Borcuers, 77, engraver 
whose business was located in the Hey- 
worth building, Chicago, died Sept. 5. 

Harry M. Carey, for many years a 
retail jeweler in Keokuk, Iowa, died 
Sept. 11 after a brief illness. 


Georce M. Exuiot, 88, pioneer retail 
jeweler of Paterson, N. J., died there 
Aug. 13. Born in Scotland, Mr. Elliot 
came to this country and opened his 
first store in Paterson in 1879. At the 
time of his death he was retired. 


Aurrep L. Facrerr, 71, retail jeweler 
of Hollywood, Cal., died Aug. 15. 

Mitton Kouter, 91, pioneer jeweler 
of Hagerstown, Md., died Aug. 21. The 
oldest active merchant in the city, he 
began his business there 63 years ago. 

J. F. Krumricn, 62, in the jewelry 
business in Oshkosh, Wis., since 1896, 
died Sept. 7. He first opened his own 
store in 1907, and in later years his two 
sons joined him in business. Mr. Krum- 
rich was vice-president of the Wisconsin 
RJA from 1922 to 1924. 

Howarp Motyneavux, 48, was killed 
June 20 when he fell under a street car 
on Madison St. in Chicago. He was at 
one time proprietor of a jewelry store 
in Chicago’s loop district. 

Epwarp C. Rapp, 83, retail jeweler of 
Burlington, Iowa, died Aug. 15. He had 
been in the jewelry business since the 
age of 17. 

Frank J. Ryper, 67, treasurer and 
head of the Walter E. Haywood Co., 
jewelry manufacturer of Attleboro, died 
Sept. 6 at his home 
after a long ill- 
ness. He had been 
in Attleboro for 
more than 40 
years. He was ac- 
tive in the promo- 
tion of the jewelry 
industry, and was 
affiliated with 
NEMJ&SA, as 
well as a member 
of the Boston 
Jewelers Club and 
other New’ En- 
gland _ jewelers’ 
groups. 

Sytvan SanpFretper, for many years 
representative for D. F. Briggs Co. in 
the midwest and Pacific coast territories, 
died at his home in St. Louis, Sept. 4. 


Jacosp Youne, 48, retail jeweler of 
2136 Magazine St., New Orleans, died 
Aug. 7. He was active in New Orleans 
politics. 

James T. Sicxat, 73, watchmaker of 
Richmond, Va., died June 12. 


Ase SCHWARTZMANN, 69, head of the 
St. Louis, Mo., firm of Abe Schwartzman 
Co., died June 20. He had been in busi- 
ness 55 years operating jewelry depart- 
ments in department stores. 

Atoystus A. Van Rit, 55, retail jewel- 
er of Mishawaka, Ind., died June 19 in 
Hines, Ill. He had been ill for seven 
months. He had been in business in 
Mishawaka for 32 years. 











Davip ZIMMERN, 76 retired dj 
importer of New York died —— 
after an illness of six weeks, Befor he 
retirement from business he had be 
_ diamond importing firm, and at One 
ime was connected with 7} 

- ed with Zimmerp Rees 





When a salesclerk fails to ask “ 
many War Stamps with your cha How 








he’s guilty of “absenteeism.” nge® 
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ASTLETON CHINA 


INCORPORATED L. E. HELLMANN, President 


DE LUXE TABLEWAR 


for the 


FINE CHINA TRAD: 


MADE IN AMERICA ® MADE OF AMERICy 
212 Fifth Ave., New York, N, Y 


& 
of 








LENOX CHINA 
SERVICE PLATES 


DINNERWARE 
NOVELTIES 
LENOX Made in America 
LENOX, INC. Trenton, N. J, 








“CARENADE” CRYSTAL | 


Stemware, Bowls, Vases, Perfume Bottles 
and Smoking Accessories 


Send for Illustrated Catalog 
ENRIGHT-LE CARBOULEC, INC, 








160 Fifth Ave. eile dite New York City 
BLENKO 
HAND MADE GLASS 


also 


A wide diversification of smart gift lines ond 
decorative accessories. 


RUBEL & FENTON 


225 Fifth Ave. New York 














HAWKES CRYSTAL 
GLASSWARE 
for discriminating 


people—WRITE : 


T. G. HAWKES & CO. 
CORNING, N. Y. 
N. Y. Office: 542 5th Ave. 


MARY RYAN 


225 Filth Avenue 
Merchandise Mart 


OLD WATERFORD 



















DECORAT 
ACCESSOF 
FURNITUR 







GIFT AND >A 






Now York 
Chicago 





NOVELT 


















THEODORE HAVILAND 
FINE CHINA DINNERWARE 
MADE IN AMERICA 
All Decorations Are Exclusive 


THEODORE HAVILAND CO., INC. 
26.W. 23rd ST. 1550 MERCHANDISE MART 
NEW YORK CITY CHICAGO, ILL. 
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The ABC of Wateh Repairing 


Part Vi—The Train 


By L. D. STALLCUP 


N the ordinary watch we find two trains of wheels 

and pinions. The first, or main train, is the system 
of wheels and pinions in the main body of the watch, 
which carries the power of the mainspring to the escape- 
ment. The second, or dial train, is usually located outside 
the plate on the dial side, and consists of the necessary 
wheels and pinions for moving the hands. The dial train, 
for the purposes of this discussion, may also be said to 
include any additional wheels and pinions required for 
setting the hands, and the wheels in the winding mech- 
anism of the “rocking bar’ or “vibrating arm” types 
found in the older styles of watches. 

Let us consider first the main train of the watch. This 
usually consists of the center wheel and pinion, the third 
wheel and pinion, the fourth wheel and pinion, and the 
escape pinion. The design of these wheels and _ pinions 
is of great importance as they must deliver the power 
of the mainspring, eeduced in pressure, but increased in 
speed, to the escape wheel with the greatest possible 
smoothness of flow. The main wheel and center wheel 
should be strongly built, but as we go on down the train 
the wheels become progressively lighter. The reasons 
for this are three-fold: (1) When the escapement un- 
locks a light wheel will have less inertia and will start 
to move more quickly; (2) it will offer less resistance to 
the slight recoil that comes with the unlocking action of 
the escapement; (3) when the escape wheel tooth drops 
onto the pallet stone, the shock of the impact is lessened 
by the lighter weight. For the man who is interested in 
this and in improving his mechanical and _ scientific 
knowledge of these matters we recommend a careful 
study of the subject as presented in the book “Modern 
Watch Repairing and Adjusting” by John J. Bowman 
& Emile Borer, and in the second edition of “The Escape- 
ment and Train of American Watches” by Wilkinson. 
The profit and satisfaction derived from these studies 
will amply repay one for the time spent in their study. 

The man at the repair bench, however, is not con- 
cerned with altering the design of the watch in his 
hands. His job is merely to restore it to proper running 
condition. Moreover, the modern well-built watch re- 
quires no alterations in the train. It was correct when 
it left the factory. Gone are the days when the watch- 
maker felt that he had to scrutinize each pinion and 
wheel, and consider stretching the wheels and then 
using his “rounding up” tool on them. 

“Slow train” and “quick train” are terms frequently 
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met with in material catalogs, so a brief word on that 
subject is in order. 

The train of an ordinary watch is calculated as from 
the center wheel. Assume that we have a watch with 
the following wheel count: center wheel, 80 teeth; third 
pinion, 10 leaves; third wheel, 75 teeth; fourth pinion, 
10 leaves; fourth wheel, 80 teeth; escape wheel pinion, 
8 leaves; escape wheel, 15 teeth. 

It is evident that if we mesh an 80-tooth wheel with a 
10-leaf pinion, the pinion must make eight turns for each 
one of the wheel. We also know that the balance must 
make two beats for every tooth of the escape wheel. 
Therefore the number of beats of the balance per hour 
for the above train would be: 


80 75 80 
— xX — X — X 15 X 2 = 18,000 beats per hour. 
10 10 8. 


This is the beat of practically all of the pocket watches 
of today. In bygone years many of the old English 
watches beat as slow as 14,400 per hour. A few of the 
earliest American Walthams also beat this slow, but we 
seldom see such a slow beat nowadays. During the 1870's 
and 80’s the 18,000 beat watch was often termed a 
“quick train’, as some of the slower train watches were 
still being made. For example, some models of the Wal- 
tham 18 size as well as many of the earlier Elgins used a 
fourth wheel with 63 teeth and an escape pinion of 7 
leaves. This would give a beat of 16,200 per hour, which 
of course, cannot be checked on most of our timing ma- 
chines, so those of us who use timing machines should 
be careful to count the teeth on the fourth wheel and 
the leaves in the escape pinion on these old watches, be- 
fore we start monkeying with the balance to make it 
“time”. 

Nowadays the 18,000 beat is standard, and today a 


‘ “quick train” means one that beats faster than 18,000 


per hour. Many of the small wrist watches are such a 
quick train. Here are the beats of some of them— 


Elgin baguette and Omega 514"” . . 19,800 beats per hour 


Most of the small Gruens........ 20,160 beats per hour 
Small Haas, Meylan, Agassiz, old 
GOOG: 0.05 ca hs end esnnee kan 20,222 beats per hour 


Gruen 839,7’” Agassiz,7’” Meylan.20,944 beats per hour 
Baguettes by Patek, Omega and 
ETT e ee re 21,000 beats per hour 


Waltham ‘‘400” and an older model 
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Though Platinum has gone to war with other 
strategic metals, we are happy to offer RUTHO- 
PALLADIUM for the duration. Sheet or wire. 


KASTENHUBER & LEHRFELD 


NEWARK OFFICE REFINERY 
1060 Broad Street 21 West 46th Street 32 Flushing Ave. 
Tel. Market 2-4480 NEW YORK (19), N. Y. Brooklyn, N. Y. 


Telephone BRyant 9-1060 
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“THE PATHWAY TO SUCCESS” 
















This organization is now engaged in the pro- : 
duction of widely varied precision timing ——— wea 


instruments for the armed forces, as_ well 
WatchM f G i BRADLEY POLYTECHNIC INSTITUTE 
as atchMasters for Government agencies, SCHOOL OF HOROLOGY 


jewelers and watchmakers who require them 
in keeping watches for war time on time. Dept C. Peoria, Ill. 


Improved 
WATCH & OILS 

CLOCK 

Kor years, the majority of users of 
watch and clock oils have preferred 
Nye’s. Now, due to world condi- 
tions, others are turning to Nye for 
assured supply, and are discover- 
ing the unvarying high quality 
that built such a loyal following 
Nye Oil is an American product 
from ‘‘porpoise jaw to bottle’ 
Ask your materials supplier for 
Nye Oil. : 


















































Ke 2 
Watch Bch cS Master 


provides a printed record in thirty sec- 
onds showing the 24-hour rate and the 
cause of irregularities in any watch 


American Time Products 
580 Fifth Ave. Inc. New York, N. Y. 


Distributor of Western-Electric Watch-rate Recorders 
















WATCH © BRACELET WATCH 
wk CLOCK & ELECTRIC CLOCK & 
OILS 













“MADE AMERICAN” SINCE 1844 AT 
NEW BEDFORD, MASS. 
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RM so se cc nr ceeeerccess 21.600 beats per hour 

4s very few timing machines are arranged to observe 
vm odd beats, you must time them by trial. Our pur- 
se in mentioning them is to save the watchmaker the 


time and confusion that might result were he to try one 


on a timer. 
Regardless of the train a watch may have, the repair- 


man cannot just assume the train to be in perfect order. 
It must be examined carefully. If the mainspring has 
broken, carefully examine the teeth in the barrel or 
main wheel. One or more might be bent and require to 
be straightened. The recoil of a breaking mainspring 
quite often damages the leaves in the center pinion, and 
sometimes breaks a leaf out of the third pinion. In such 
cases new pinions are required. 

All pivots must be clean, and pivot holes smooth. If 
any pivot is cut or worn, it must be trued and repolished. 
This, reducing its size, will necessitate replacing its re- 
spective hole jewel with a smaller and properly fitting 
one, or, if the pivot hole be non-jeweled. a careful clos- 
ing of the pivot hole is required. 

If a non-jeweled pivot hole in a plate has a side shake 
of 1/3 or more of its diameter in the hole, the hole 
should be closed. If, from examination, you are con- 
vinced that the hole is worn evenly all around, it may 
be closed with a round punch in the stake. But in most 
eases you will find the hole worn slightly clongated. 
Fig. 20 illustrates an exaggerated example of this. 
When you have a pivot hole worn as at “CB’’, determine 
the direction in which the driving wheel exerts its force 
on the pinion whose pivot operates in this hole. With 
the wheel turning in the direction indicated by the ar- 


8 , Fig. 20. Non-jeweled 
pivot hole, CB, worn 

B in the direction the 
driving wheel turns. 


row, the wear in the pivot hole of the driven pinion will 
be in the direction of the small arrow. In closing a hole 
of this nature, the aim will be to push metal into the 
shaded space at ““C” and not to disturb the position of 
the side of the hole at “B”. Thus you will be endeavor- 
ing to return the pinion to its original position in the 
design of the watch. 

The hole should first be closed a little too much, then 
broached to a nice running fit with a cutting broach, 
after which the hole should be finished with a smooth 
polishing broach. Any burrs at either end of the hole 
should be removed. Check this carefully. Assemble the 
plates with this pinion in its newly-closed holes, together 
with its driving wheel. See that they run smoothly and 
that the pinion -has a bit of endshake. an amount prob- 
ably equal to 1/3 of the diameter of the pivot. 

If the watch is more than a 7-jewel and you have 
cracked or broken plate jewels they must be replaced 
to prevent any cutting of the pivots. 


FOR OCTOBER, 1943 


The plate jewels in most of the modern wrist watches 
and in many pocket watches are of the friction type. 
Some are set directly in the plate while others are set 
in mountings, which, in turn, -are set in the plate. If 
you have any of the well-known friction jeweling tools, 
it! came with full directions for its use, and there is no 
need to repeat them here. However, just a word of cau- 
tion: Replace the jewels with the best obtainable and 
don’t rush a job of jeweling. Take it easy, both to avoid 
cracking jewels and to assure getting them in square and 
with the proper leveling. The jewel is inserted in the 
plate from the inside. A slight beveling of the edge of 
the hole with your steel disc countersink, before reaming 
the hole, will be of help in getting the jewel started. 

We may find the jewel set in the plate or its mounting 
by the turned over bezel. While these may be often re- 
placed by reaming out the hole and inserting a friction 
jewel, this is not always expedient or desirable. 

Much has been written on how to set jewels, and 
setting Jewels is taught thoroughly in all reputable horo- 
logical schools. However, the man without the full 


Fig. 21. A smooth 
ball-pointed bur- 
nisher will serve in- 
stead of a bezel 
opener. 


equipment of a face plate, sapphire burnishers, etc., can 
still do a tolerably good job of jewel setting if he has 
a steady, firm hand. First, push out the broken jewel, 
then carefully get every fine piece er grain of it out of 
the groove or bezel. A set of bezel openers is helpful. 
Select one slightly smaller than the present size of the 
hole, see that its outer surface is smooth and polished, 
then gently rotating it in the bezel, open the bezel a bit at 
a time until the lips will just admit a jewel whose outside 
diameter fits the recess in the plate. If you do not have 
a bezel opener a smooth ball pointed burnisher shaped 
as in Fig. 21 can be made to do the job. 

Be sure the recess is clean, then select your jewel and 
place it in the recess, being sure that it rests evenly on 
a smooth surface. It must, of course, be the same thick- 
ness as the old one, or your endshake will not be right. 

Then, while holding it in place with the point of a 
piece of pegwood, carefully but firmly run the nose of 
the same .burnisher (Fig.:21) around the outside of the 
upturned lip until you have, bit by bit, closed‘ it down 
over the new jewel sufficiently to hold it in place. Assure 
yourself that the jewel is level and is held firmly, but do 
not overstress your closing of the lip, as you may easily 
crack the jewel this way. Now assemble as suggested 
for the non-jeweled pivot holes, and make sure of your 
shakes, as before. 

Straightening pivots on train wheels is seldom satis- 
factory. The danger of breakage at the base of the pivot 
is too great. Should you be compelled to try it, soften 
the pivot with the annealing tool described in chapter 

(Please turn to page 175) 
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HERE TO OIL—I heard it once, but would 

like to make sure, about the rule where to oil a 
watch or clock, and where not to oil. (Question No. 
5553.) J. R. K. 


Answer—The rule is: Oil places where there is slid- 
ing friction; do not oil places where there is rolling 
friction. Sliding friction is where surfaces both press 
against and move on each other, like escape wheel teeth 
and pallets, pivots turning in bearing-holes, mainspring 
coils passing each other, etc. Rolling friction is where 
surfaces press against each other but do not slide on 
each other, like on the acting profiles of gear teeth. An 
exception to the rule is that the pivots in the dial-train 
are not oiled, because that train has so little force to 
exert in merely turning the hour hand that there is 
practically no pressure at the pivots, hence practically 
no friction that would need reducing by lubrication. 
A principle in lubrication is that it is desirable to avoid 
placing oil where it is not absolutely necessary; because 
whereas fresh fluid oil does lessen friction, when oil 
becomes thick from evaporation and dirt, it has less 
lubricating effect, and when very old and thick it may 
even create friction where there would be very little 
without any oil at all. This is why, for instance, the 
gear teeth and leaves in timepieces are not oiled. 


RASS SETTINGS—What should be used to polish 
the flat top surface around brass jewel settings? 
(Question No. 5554.) T. D. 


Answer—Rubbing these on a flat lap of jasper stone, 
holding the setting on a finger end covered with watch 
paper or chamois skin, will do a good job of polishing. 
If you have no jasper lap, the blank side of a burnish- 
ing file in good condition, can do an equally good job. 
An old burnishing file, perfectly clean, makes a better 
job than one that has not been much used. 


EGULATOR PINS—How far apart is it allowable 
to have the regulator pins in a railroad grade 
watch? (Question No. 5555.) C. G. 
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Answer—The normal position of the regulator pins 
is as close together as possible to have them without 
actually “grasping” the hairspring between them. When 
this is correct, it is indicated by seeing that when the 
regulator is moved, the spring between the pins remains 
in place without being disturbed or moved in any way, 


REGUET HAIFRSPRINGS—Why do not all good 
bracelet watches nowadays have Breguet hair- 
springs? (Question No. 5556.) D. M. 


Answer—When small bracelet watches of good qual- 
ity do not have Breguet hairsprings, it is for no other 
reason than that the vertical space to accommodate the 
spring is so small that an overcoiled hairspring would 
be crowded into the space too much to be free from 
risk of rubbing on some other part at times, which 
would cause errors in timekeeping, and which would 
not be offset by the advantages of an overcoiled hair- 


spring. 


RILL TEMPER—By years of experience I have 

found drills cut best tempered to a color I would 
call very light brown, or very dark yellow. What would 
this temper compare with in degrees of the thermometer? 
This is maybe more exact than colors, which might look 
a little different to some people. (Question No. 5557.) 
6. %. 


Answer—The temper color you describe appears 
on hardened plain high carbon steel at a temperature 
of about 500 degrees Fahrenheit (260 Centigrade) ; this, 
as well as exact shades of temper colors, may vary 
slightly in steels of different analyses, but of the same 


type. 


ALLET PROBLEM—We just ran into a job that 

has us stuck, an English watch, with pallet stones 

set in slits cut across steel pallets, not up-and-down like 

American watches. Lock is shallow, but can see no way 

to adjust stones deeper. Please advise if possible. 
(Question No. 5558.) R. L. 
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ill no doubt find that the pallet yoke 
«. fastened to the lever by two steel screws with broad 
soalders on the heads. Slightly loosen these screws; 
: t enough to allow the pallet yoke to be moved with 
gt pressure applied through a blunt pegwood point, 
in which way you can set the locking deeper; then 
tighten the screws again. The screws must not be 
loosened more than will keep the pallet in any position 
ou push it, during adjusting. It is possible that the 
fault in lock was caused by screws being not tight 
enough; they should be very firmly closed after correct 


adjustment has been made. 


Answer—You W 


IL ABSORBER—What is it that is used in watch 

factories to absorb oil from pieces of work, be- 
fore measuring them, like when cutting pinions? (Ques- 
tion No. 5559.) M. C. 


Answer—The old standby for this is a wad of bread, 
cut away from the crust and squeezed between the 
hands until it becomes doughy; this is more suitable for 
small work than cotton waste, etc. No doubt other 
absorbents are also used in some factories. 


400- DAY CLOCK—Being advised to slow down 

the time of a 400-day clock by making the 
pendulum wire thinner, how can I do this the best way? 
(Question No. 5560.) J. T. 


Answer—Stretch the steel ribbon tightly against 
any hard flat surface, like a hardwood board or metal 
plate; fasten the ends under small blocks screwed to 
the plate. Fold emery paper over a wooden block of 
convenient size and with this rub the ribbon length- 
wise, With moderate pressure, ten or a dozen strokes. 
Try the wire in the clock; repeat the rubbing until the 
timekeeping error is found not too much to be cor- 
rected by the regulator weights on the pendulum bob. 
The final rubbing may be with 4/0 emery paper, to pol- 
ish the wire. 


ESTORING FINISH—How can I restore the fin- 

ish to top of a pallet bridge in a fine Swiss watch 
that is covered with small circular spots of a “line- 
finish” appearance, a patch of these being removed as 
if with emery paper by some previous repair work? 
(Question No. 5561.) C. W. 


Answer—Use a rotary pivot polisher, with a lap 
turned to a taper to fit the small inside taper on spindle, 
the lap of either hard wood, bone, or ivory, its outer 
end of the diameter you wish the spots to be. With 
the bridge on the lower plate held in a universal face- 
plate, cover its surface with oilstone powder in oil; use 
the index-holes and pin of the lathe pulley to set the 
work; run the lap-end against the work, set not quite 
flat on it; grind one spot, then reset the pulley index 
and grind next spot, repeated until one complete arc 
of spots is ground. Then reset polisher spindle to pro- 
duce another arc of spots, and so on until the job is 
completed. 


ky NAMEL DIAL—Want to slightly enlarge a hole 
in an enamel watch dial; how do this safely? 
(Question No. 5562.) M. G. 


FOR OcToperR, 1943 


Answer—With an emery countersink, bevel the cor- 


ners of the present hole to a little greater diameter than 
the enlarged hole will be; then file the hole to the desired 
diameter, with a very fine-cut round file dipped in tur- 
pentine. If the job is on a very fine dial, the upper 
bevel of the hole may be polished highly with a piece 
of copper in lathe chuck, turned to the same angle as 
the countersunk bevel and charged with fine diamantine 
or rouge in oil, with light pressure of the dial against 
the copper lap. 


THE ABC OF WATCH REPAIRING 
(From page 178) 


VII and run it as little as possible in the lathe between 
the jaws of your flat faced pivot tweezers. Keep the 
jaws of the tweezers moist with oil; this will help reduce 
friction between the tweezers and the pivot, thus saving 
a few that might otherwise be twisted off. 

A center staff is usually bent just outside the plate. 
Anneal it, and hold it in the chuck as shown in Fig. 22, 
and grasp the extended end with a good pin vise and 


Fig. 22. Long arrow 
shows direction to 
bend center staff. 


try to bring it to place. Don’t just pull. Try to bend 
in a circle whose center is at the point where the staff 


is bent. (C in the figure.) 


A bent fourth pivot carrying the seconds hand is 
common. You will usually find it bent as in Fig. 23. 
To straighten it, take it out and anneal it. Then put it 








Fig. 23 Fig. 24 Fig. 25 
back in between the plates and straighten it there, by 
working on the extended end. See Fig. 24. 

Fig. 25 shows what you might get if you tried to 
straighten it in your lathe chuck. This is because the 
fourth pivot is not usually bent at the base of the pivot 
as are the others. Generally the bend is outside the plate, 
hence it should be held in the plates, so that your straight- 
ening efforts will also be exerted outside the plates. 

Next month we will take up re-pivoting. 


(Part VII will follow nert month) 








Special Notices 
Payable invariably in advance. 
Rates under all headings except 
“Situations Wanted”’ $1.50 for first 25 
words. Additional words, 5c. a word. 

SITUATION WANTED 75c. for 
first 25 words. Additional word 5c. a 
word, 

Heavy type, $3.00 for first 25 
words, Additional words, 10c a word. 

Name, address, initials and abbrevi- 
ations count as words, and are charged 
for as part of the advertisement. 


If answers are to be forwarded, 15c. 
extra to cover postage must be en- 
closed. 


Advertising matter addressed to 
Classified advertisers will not be de- 
livered. 

Advertisers who are not subscribers 
should send 25c. if they desire a copy 
of the paper containing their adver- 
tisement, 


Special notice forms close 17th of 
month. 


Unless the advertiser instructs us to 
publish his name and address, all 
answers will be directed care The 
Jewelers’ Circular-Keystone. 


In answering ads, do not enclose 
original letters of recommendations, 
send duplicates. 


To avoid unnecessary correspon- 
dence mention your location in the 
advertisement. 


Jewelers’ Circular-Keystone 
100 E. 42nd St., New York 17 


| Situations Wanted 


Under this heading, 75c. for first 25 
werds, 5c. for each additional word; 
minimum charge, 75c. 





YOUNG WOMAN, sales lady, experienced 
in retail jewelry store, also do book- 
keeping and familiar with all detail 
work. Address ‘‘M., 4057,’ care Jewel- 
ers’ Circular-Keystone. 


ISNGRAVER; 30 years’ experience in 
first class stores; $2.25 per hour with 
40 hours guaranteed; Christmas jobs 
not considered. Address “N., 4122,” 
care Jewelers’ Circular-Keystone. 








AVAILABLE January; highly qualified 
manager for credit jewelry store; sal- 
ary expected to start $600 monthly 
plus attractive commission incentive. 
Address “‘W., 4080,” care Jewelers’ Cir- 
cular-Keystone. 





WATCHMAKER, 40 years’ experience in 
“all its branches; good appearance, well 
spoken; at present employed in south- 
ern town, wishes to go to Florida. Ad- 
dress “F., 4031,” care Jewelers’ Cir- 
cular-Keystone. 





MANAGER or assistant, 10 years’ ex- 
perience buying merchandising, adver- 
tising:; college education; Christian: 
30 years old; draft exempt; prefer 
southwest. Address “J., 4053,” care 
Jewelers’ Circular-Keystone. 


BOOKKEEPER, executive ability; pay- 
roll, tax reports, schedules, trial bal- 
ance; billing; own  corresponden-e ; 
efficient, trustworthy, charming person- 
ality. Address “O., 4084,” care Jewel- 
ers’ Circular-Keystone. 











Closing Date 





Advertisements to appear in the 
Classified Section of THE 
JEWELERS’ CIRCULAR - KEYSTONE 
must be received at our office not 
later than the 17th of each month 
preceding publication. 





BOOKKEEPER, young woman, experi- 
enced quite a few years in the manu- 
facturing line, job shop, atso in a 
plating factory; can take care of all 
detail work. Address “L., 4056,” care 
Jewelers’ Circular-Keystone. 





JUNIOR watchmake ri 
€ 1 r wishes 
New York City or vicinity P9sition in 
liable house to complete trate a re. 
errant, smatoved witha large fire’ at 
dress “G., 4131,” care r , mm. Ad. 
lar-Keystone, 3 Jewelers Ciren- 


vl, 





ENGRAVER : jewelry, ornament: 
watch cases, all kinds oo 
palladium, gold . 
work and fast; 
Address ‘“‘N., 4140, 
cular-Keystone. 


Tings 
jewelry ; first aU, 
Vicinity New York 

care Jeweltrs’ (ip. 





WATCHMAKER high grade 42 . 
lent worker on all types,’ is + 
position with high class org: Seekin 


sitio! ; 4 anization : 
porn in U. 8. A.: quality referenen” 
state salary. Address “Pp. 188” pnd 
Jewelers’ Circular-Keystone. . 





A-1 WATCHMAKER desires change, pi 
west or south preferred, anywhere — 
work is appreciated; draft enelar 
chain store and trade shop excluded, 
Address “N., 4165,” care Jewelers’ ed. 
cular-Keystone. afl: 





iii 
BOOKKEEPER, young woman, over 1( 
years’ diversified executive experience 
jewelry industry; knowledge stenog. 
raphy ; complete charge correspondence, 
collections and credits. Address “y 
4164,” care Jewelers’ Circular-Keystong’ 





SALES manager, jeweler, clockman anq 
buyer; general man in retail store: 
window trimmer; 45 years old: New 
York only; salary $75 per week. Aq 
dress “Q., 4185,” care Jewelers’ Cireu- 
lar-Keystone. ‘ 





RETAIL salesman, sincere earnest and 
competent; 30 years’ experience; seeks 
position of permanency, with reliable 
store; capable of assuming charge: 
locality is secondary. Address “’ 
4184,” care Jewelers’ Circular-Keystone 





SALESMAN would like to make a 
change; thoroughly experienced dia- 
monds and watches ; retail; prefer New 
York, but would go out of town: like 
salary, plus. Address “D., 4183,” care 
Jewelers’ Circular-Keystone. 





VERY CAPABLE watchmaker, 25 years’ 
experience, good workmanship, to do 
watchwork only; salary or commission: 
draft exempt; good references, Address 
“C., 4181,” care Jewelers’ Circular- 
Keystone. 





SALES representative; available for a 
temporary proposal if you have lost 
representation through war complica- 
tions; Philadelphia territory; best of 
connections and references. Address 
“F., 4048,” care Jewelers’ Circular-Key- 
stone. 





STENOGRAPHERS, BOOKKEEPERS, 
typists, clerks furnished; no charge. 
Fulton Agency, 93 Nassau St., Cort. 
7392, New York. 


FIRST CLASS jewelry jobber, stone set- 
ter and engraver, best references, over 
30 years’ experience. Address “C., 
4151,” care Jewelers’ Circular-Keystone. 








MANAGER 4F draft rating, married, 
aged 34 thoroughly experienced; locate 
in eastern Pennsylvania or vicinity. 
Address “B., 4072,’ care Jewelers’ Cir- 
cular-Keystone. 


DIAMOND MAN, married, experi- 
enced, loose goods, also bunch 
rings; finest references; willing to 
go anywhere. Address “A., 4021,” 


eare Jewelers’ Circular-Keystone. 








TEXAS connection wanted by prominent 
salesman equipped to perform excellent 
job in reputable jewelry store; mini- 
mum weekly salary $125. Address “A., 
4092,” care Jewelers’ Circular-Keystone. 


CONTACT this man if next’ year you'd 
be interested engaging at $10,000 an 
expert manager for one of your stores. 
Address “B., 4093,” care Jewelers’ Cir- 
cular-Keystone. 


YOUNG LADY bookkeeper thoroughly 
experienced in the jewelry line; capa- 
ble of taking full charge of office, 
orders, jobs, stones. Address “P., 
4085,” care Jewelers’ Circular-Keystone. 














MANAGER, salesman, married; dratt 
exempt; experienced in every phase of 
credit jewelry business; capable of tak- 
ing full charge; wants reputable con- 
cern only; salary $110. Address “H., 
4119,” care Jewelers’ Circular-Keystone. 





MANAGER, buyer installment; 20 years’ 
experience; A-1 salesman; capable of 
taking complete charge credits, collec- 
tions, trimming effective windows, ad- 
vertising, sales promotion. Address ‘‘M., 
4121,” care Jewelers’ Circular-Keystone. 


JISWELERY salesman, thoroughly re- 
liable; 13 years’ credit, selling; can do 
buying: entirely familiar with all 
phases of business; well recommended. 
Address “E., 4116,” care Jewelers’ Cir- 
cular-Keystone. 








with 83@ years’ experience in 
all phases of the jewelry business, can 
take complete charge of store; now 
employed; over draft age: married ; 
Protestant; references. Address “G., 
4118,” care Jewelers’ Circular-Keystone. 





DON’T PASS this; store manager; en- 
viable reputation; late thirties; March 
availability; salary first year $10,000; 
get acquaintcd now; confidential. Ad- 
dress “C., 4123,” care Jewelers’ Circu- 
lar-Keystone. 





POOKKEEPER, knowledge stenography, 
intelligent, personable, adaptable, 10 
years’ executive jewelry experience, 
payroll, all details; New York City 
only; $40. Address “H., 4135,” care 
Jewelers’ Circular-Keystone. 





MANAGER-SALESMAN: married, draft 
exempt; experienced in every phase of 
jewelry business; 22 years’ of experi- 
ence; capable of taking complete 
charge; southern connection preferred. 
Address “K., 4054,’ care Jewelers’ Cir- 
cular-Keystone. 








MANAGER-SALESMAN, experienced all 
phases credit jewelry business: capa- 
ble of assuming full responsibility, 
married, draft exempt ; proposition must 
offer at least $7,500 year; now ¢m- 
ployed. Address “H., 4106,” care Jewel- 
ers’ Circular-Keystone. 





DIAMOND MAN, §assorter, excellent 
knowledge of merchandising, manufac- 
turing, wholesale; capable, dependable; 
interested in responsible position; ref- 
erences; not subject to draft. Address 
“N., 4083,” care Jewelers’ Circular- 
Keystone. 





‘MANAGE R-SALESMAN, draft exempt: 


in prime of life; fully experienced; 
thorough knowledge of sales, credits, 
buying, etc.; industrious, conscientious. 
amiable and easily adapted to any set- 
up; salary $85 weekly. Address “P. 
4088,” care Jewelers’ Circular-Keystone. 





YOUNG WOMAN, intelligent, capable: 
thoroughly experienced diamonds, 
jewelry, desires connection _ reliable 
firm, responsible capacity ; charge small 
office books, correspondence, stocks. 
Address “A., 4130,” care Jewelers’ Cit- 
cular-Keystone. 
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gITUATIONS WANTED—Continued 











a 


“TIVE, expert knowledge and 
Tv iones in bookkeeping, credits, 
correspondence, finances, office 
management, and every phase of 
the jewelry business; outstanding 
record. Address “E., 4155,” care 


Jewelers’ Circular-Keystone. 





MANAGER, merchandiser and buyer of 
“watches, diamonds, jewelry and many 
‘ now aililiated with store 


undry lines ; " 
of $350,000 volume; over 30 years’ ex- 


perience ; well known to all branches 
of the trade; credit store preferred ; 
salary $10,000. Address “G. 4050,” care 
jewelers’ Circular-Keystone. 





Go ANYWHERE; manager or. as- 
“sistant, buying, selling, sales promo- 
tion, advertising, display; broad ex- 
perience, finest credentials; college, 
Christian, 41, married; available to 
well established, progressive cash store. 
Address “‘A., 4149,” care Jewelers’ Cir- 
cular-Keystone. 


en 
DIAMOND expert and jewelry salesman 
of high character and ability, 42, 
married: 20 years’ experience din- 
monds, watches, fine jewelry, wants to 
make a change; a permanent responsi- 
ple position with high class jeweler 
will only be considered. Address “D., 
4152," care Jewelers’ Circular-Keystone. 








JEWELER, exceptional ability; experi- 
enced hand made special orders; shop 
management background; wishes per- 
manent remunerative position, west 
coast; married; draft exempt. Address 
“O,, 4166," care Jewelers’ Circular- 
Keystone. 





SALES WRITER of outstanding per- 
formance; excellent character, enviable 
record; available reputable well stocked 
jewelry store; Portland, Tacoma ocr 
Seattle; substantial salary plus attrac- 
tive commission; strictly confidential. 
Address “J., 4136,” care Jewelers’ Cir- 
cular-Keystone. 





MANAGER, salesman, married, age 45, 
will operate the store for you or with 
you; thoroughly reliable in all phases 
installment selling, credits, collections 
and excellent window trimmer; I know 
my business; do you know yours by 
paying a top man a salary of $125 a 
week? Address “J., 4120,” care Jewel- 
ers’ Circular-Keystone. 





YOUNG LADY, descendant of prominent 
Viennese jeweler’s family; speaks 
fluent English, French, German: ex- 
perienced pearl tipper and_ knotter; 
seeks employment with high class 
wholesale or retail concern in New 
York as saleslady in confidential posi- 
tion: best references. Address ‘“A., 
4125," care Jewelers’ Circular-Keystone. 





WATCHMAKER, first class, high grade 
man, over 30 years’ experience in fine 
stores; thorough knowledge of com- 
plicated watches, baguettes and fine 
timepieces, desires connection with fine 
store where such work is handled; 
married, age 53; salary $100. Address 
“E., 4129,” care Jewelers’ Circular- 
Keystone. 





POLISHER, expert lapper, many years’ 
experience platinum, palladium, gold 
watch cases, rings, bracelets, clips and 
jewelry of every description; producing 
highest grade finishes; rapid workman- 
ship with high executive ability in tak- 
ing charge; best references. Address 
“R., 3941,” care Jewelers’ Circular- 
Keystone. 





STORE or credit collection manager; do 
you need a man with the above ex- 
perience; 40 years; draft deferred, i4 
years same concern, to manage a 
large or small unit or units selling 
jewelry, clothing or furniture: prefer 
Philadelphia or nearby vicinity; what 
have you? Address “V. 4174” care 
Jewelers’ Circular-Keystone. 








MASTER salesman on diamonds and 
watches, seeks position better class 
store; young man of clean character, 
widely diversified experience, enviable 
background ; consider weekly base $100 
plus commission; stand own trans- 
portation expense; available immedi- 
ately. Address “M., 4129,” care Jewel- 
ers’ Circular-Keystone. 





STORE MANAGER, admirably qualified ; 
better class voluminous cash or in- 
stallment business; enviable knowledge 
jewelry industry every conceivable 
phase; minimum salary $15,000; in- 
valuable asset to right organization; 
highest reference; available 1944. Ad- 
dress “R., 4143,” care Jewelers’ Circu- 
lar-Keystone. 





DEPARTMENT manager, executive Ci- 
rector, all around storeman to take 
charge sales department, or watch ser- 
vice department; capable of meeting 
finest clientele; 25 years’ experience 
as salesman and front watchmaker ; 
qualified to improve watch service de- 
partment; salary $100 week, plus haif 
of moving expense. Address “F., 4134,” 
care Jewelers’ Circular-Keystone. 


GENERAL MANAGER, 46, responsible 
party open for proposition after 
Oct. 15th; will manage one or more 
credit jewelry stores; if you are 
drafted I will conduct your business 
for you; also willing to enter into 
partnership, or to buy outright; ex- 
cellent credentials, both as to ability 
and character. Address “A., 4071,” 


eare Jewelers’ Circular-Keystone. 





COSTUME jewelry; Ohio salesman de- 
sires line of fine costume jewelry to 
sell to established jewelry trade; ref- 
erences furnished; commission basis. 
Address “B., 4179,” care Jewelers’ Cir- 
cular-Keystone. 


REPRESENTATIVE with large follow- 
ing, handling costume jewelry, is oper 
for additional line kindred merchan- 
dise for metropolitan area and New 
Jersey. Address “F., 4156,” care Jewel- 
ers’ Circular-Keystone. 











Help Wanted 


Minimum charge (25 words) $1.50 
Additional words, 5 cents a word 





WANTED good watchmaker; permanent 
position at good pay. Doyle & Cook, 
11 Central Sq., Lynn, Mass. 


WATCHMAKER wanted, competent ; 
steady job; name your salary. Klivans, 
Inc., 180 E. Market St., Warren, Ohio. 








WANTED expert watchmaker on R. R. 
and small bracelet watches; $75 per 
week to one who can qualify. Capo- 
Upp, Tucson, Ariz. 





WANTED first class watchmaker; per- 
manent position, top salary, retail 
jewelry store. Bernard Rainess Co., 
2372 Broadway, New York City. 





DIAMOND EXPERT, thoroughly familiar 
loose diamonds, mounted goods, old 
mine diamonds; buyer of large quan- 
tities here and abroad; also experi- 
enced buying from public; capable 
salesman, high caliber executive; 30 
years’ diversified experience; now ap- 
praiser and buyer with large firm; 
will consider change if mutually ad- 
vantageous. Address “K., 3995,” care 
Jewelers’ Circular-Keystone. 





POWERFUL salesman seeks position in 
large credit jewelry store, where his 
highly persuasive ability, developed 
through years of successful experience, 
could be put to greatest advantage; 
real find for wide awake progressive 
organization ; qualifications claimed 
will be supported by photograph and 
only very finest of reference; $150 a 
week and worth every cent of it. Ad- 
dress “K., 4137,” care Jewelers’ Cir- 
cular-Keystone. 





ATTENTION Mr. Jeweler; thoroughly 
experienced manager and _ salesman, 
honest, dependable and sober, now em- 
ployed but desiring change to better 
class store; will be available October 
15th; married, 3-A; eight years’ ex- 
perience covering sales, credits and 
collections, store and window displays, 
watch and jewelry job estimates and 
associated phases of the retail jewelry 
business: also can do simple engraving 
jobs when necessary on rush jobs, if 
you don’t have engraver; seacoast city 
preferred, but not absolutely necessary ; 
no “borax” stores, please: permanent 
connection desired; trial basis at 60 
days would be satisfactory; $100 
weekly, plus transportation. Address 
“D., 4098,” care Jewelers’ Circular- 
Keystone. 








Lines Wanted 


Minimum charge (25 words) $1.50 
Additional words, 5 cents a word 


WANTED, watch and clockmaker ; steady 
position; call or write George A. Ward, 
36-51 Main St., Flushing, N. Y. ‘Tel. 
Flu. 3-4243. 


IF YOU WANT a position as watch- 
maker, jeweler or optician write to 
Henry Paulson & Co., 37 S. Wabash 


Ave., Chicago, Ili. 








SALES LADY, retail jewelry store, ex- 
perienced; permanent position. A. M. 
Klausner, 428 Knickerbocker’ Ave., 
Brooklyn, N. Y. 


WANTED, an experienced watchmaker 
not subject to military call; permanent 
position to right man; state salary. 
L. D. Hoague, Jeweler, Carmi, IIl. 








WANTED, watchmaker and light jewelry 
repairer, salary $60 to $65 week; 50-50 
on overtime watch work. Carl W. Rose, 
826 Calhoun St., Ft. Wayne, Ind. 


WATCHMAKER- wanted; competent: 
steady job; name your salary. Klivans 
Bros., 271 E. Federal St., Youngstown, 
Ohio. 


SALESMAN, experienced, retail credit 
jewelry store; permanent position. A. 
M. Klausner, 428 Knickerbocker Ave., 
Brooklyn, N. Y 


WATCHMAKER, salesman, estimator, 
$100 weekly for first class man 
only; permanent position. A. Bart- 
ley & Sons, Norfolk, Va. 


WANTED experienced watchmaker, also 
able to size rings; state salary and 
reference in first letter. Vermillion’s, 
917 Meridian St., Anderson, Ind. 

















WATCHMAKER, draft exempt, combina- 
tion man preferred; permanent -/posi- 
tion in fine air conditioned store. New- 
ton’s Jewelry Store, Joplin, Mo. 


AM IN NEED of a first class watch- 
maker; salary $70 per week. Post 
Watch Repair Shop, 5th St. & New 
York Ave., Fort Dix, N. J. 








SALESMAN, traveling New York, Penn- 
sylvania, Ohio, Michigan, desires line: 
large following. Address “D., 4128,” 
care Jewelers’ Circular-Keystone. 


OHIO SALESMAN with established 
trade has opening for manufactur- 
ers’ line; references furnished; com- 
mission basis. Address “K., 4162.” 


eare Jewelers’ Circular-Keystone. 











WANTED, jeweler and engraver, also 
stone setter; steady position; good 
salary. Meyer Jewelry & Optical Co., 
15 Public Square, Wilkes-Barre, Pa. 





WANTED A-1 watchmaker, draft ex- 
empt, pleasant working conditions; 
state salary expected, give references 
and experience. Heart Jewelry, Ef- 
fingham, II. 





(Continued on page 178) 
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HELP WANTED—Continued 








ESTIMATOR; and watch repairman; 
good position with excellent salary and 
surroundings. Rost Jewelry Company, 
Indianapolis, Ind. 


JEWELRY diamond setter who is able 
to do some jewelry work; wonderful 
opportunity for a conscientious man. 
Address “C., 4159,” care Jewelers’ Cir- 
cular-Keystone. 


WANTED first ‘class diamond setter, 
preferably all around man, such as en- 
graving and hammer’ work. Reply 
W. R. Hoover, Inc., 587-591 Main St., 
Buffalo 3, N. Y. 


WANTED, first class watchmaker at 
once; permanent job for the right 
man; if interested wire salary ex- 
pected. Address “P., 4167,” care Jewel- 
ers’ Circular-Keystone. 


WATCHMAKER for West Coast posi- 
tion; permanent; good working condi- 
tions; state age and experience. Ad- 
dress “E., 2040," care Jewelers’ Cir- 
cular-Keystone. 


HAVE OPENINGS in our store for the 
following ; salesman, watchmaker, 
jeweler and engraver; send photograph 
with all applications. Keller & George, 
Charlottesville, Va. 


WATCHMAKER, salesman, light 
jewelry repairman and an. all 
around man; good salary and steady 
position to the right man. J. W. 
Nichols, Uniontown, Pa. 























WANTED watchmaker; permanent posi- 
tion, best working conditions; salary or 
commission, or percentage on all re- 
pairs to right man. Address “D., 
3760,” care Jewelers’ Circular-Keystone. 





WANTED first class watchmaker, draft 
exempt; fine store; will pay highest 
salary; store located Charlotte, N. C.: 
permanent. Address “M., 3775,"" care 
Jewelers’ Circular-Keystone. 





WATCHMAKER or assistant; permanent 
position; state experience, age; pzive 
references and salary wanted. Mueller, 
The Jeweler, 17 E. Stephenson St., 
Freeport, Ill. 





WATCHMAKER, one who can do plain 
jewelry work and engraving preferred ; 
steady position, attractive salary. H. H. 
Blase, 64 S. Main St., Wilkes-Barre, 
Penna. 


WATCHMAKER wanted, draft exempt, 
competent; references; steady job; 
salary $90 per week. Julian’s Credit 
Jewelers, 6330 Pacific Blvd., Hunting- 
ton Park, Calif. (near Los Angeles). 


STENOGRAPHER with diversified ex- 
perience for large wholesale jewelers 
in Rockefeller Center; permanent 
position. Address “T., 4171,” care 
Jewelers’ Circular-Keystone. 


WATCH IMPORTER wants experi- 
enced boxers with knowledge of 
clerical work; permanent position. 
Address “V., 4172,” care Jewelers’ 
Circular-Keystone. 


WATCHMAKERS in New York to take 
out trade work; skilled men only; 
write full details for interview. Ad- 

















dress “B., 3819,” care Jewelers’ 
Circular-Keystone. 
WANTED watchmaker dependable and 


efficient; salary or commission: pleas- 
ant working conditions in North Caro- 
lina store. Address “S., 4095," care 
Jewelers’ Circular-Keystone. 





WANTED watchmaker, man or woman, 
capable of doing first class work in 
good established store; salary no ob- 
ject; position permanent. P. O. Box 
143, Owensboro, Ky. 





JEWELER, repairman and diamond set- 
ter; $1.90 per hour, time and a half 
overtime; double time for Sundays and 
holidays. John A. Marshall, 508 Close 
Bldg., Toledo, Ohio. : 





FIRST CLASS watchmaker draft exempt, 
with engraving and ring sizing experi- 
ence; permanent position, fine store, 
highest salary. Hart Jewelry Store, 134 
W. High St., Lima, Ohio. 








Closing Date 


Advertisements to appear in the 
Classified Section of THE 
JEWELERS’ CIRCULAR - KEYSTONE 





must be received at our office not 
later than the 17th of each*month 
preceding publication. 








OPPORTUNITY for salesman, diamonds, 
also bunch rings, with old established 
firm, traveling Middle West territory. 
Address “G., 4032,” care Jewelers’ Cir- 
cular-Keystone. 


WANTED, jewelry salesman for retail 
credit jewelry store; reply stating age, 
experience and salary desired. Whalen 
Jewelry Company, 385 Main St., 
Worcester, Mass. 





WANTED, jeweler, en 
mond setter; steady” position@ dia. 
have good references; salary ' = 
week; wire when you can repent 
work. Address “R., 4168,” car re for 
ers’ Circular-Keystone. ’ oe 





FIRST CLASS watchmaker; 


position to Permanent 


right man in 

better class, old established Sn the 
a 4100, re ee Onto. Adare, 
“ & d EP care J wel 7 le 
Keystone. ewelers’ Circular. 





cr 
EXPERIENCED watchmaker wanted 
in modern jewelry store; perma 
anegaes-* top salary; advise ex. 
ence, salary expected, an 
ences in first letter. W. W. fang 
Tallahassee, Florida. 7 








WANTED, Al watchmaker for perma. 
nent position; $70 weekly 5 
time, time and one-half all ove. 
time work; average $100 per week 
and more; plenty of work. Anden 
sen’s Jewelers, Macon, Ga. 








WATCHMAKER wanted; prefer com. 
bination man; fine city; beautiful store 
permanent position; salary or salary 
and commission; can make $150 per 
week; good grade of work. Write 
Lewis Jewelry Co., Gainesville, Fla, 





ee 


WATCHMAKERS, enjoy the beauty ang 


climate of the Monterey Peninsula; 
highest wages; ideal working cond. 
tions; permanent position; write gor 


wire Glenn Foster, Jeweler, Monterey, 
Calif. 

ENGRAVER for lettering and 
grams; good class of work to engrave 
upon; good working conditions; you 
are your own boss; send samples and 
state salary expected. Lou Harris, 
Allen Bldg., Dallas, Tex. 








mono- 








WEST VIRGINIA jewelry chain has 
opening for experienced credit jewelry 
store manager; can also use experienced 
watchmaker. Address ‘‘W., 4070,” care 
Jewelers’ Circular-Keystone. 





WANTED first class watchmaker desir- 
Ing permanent position, top salary or 
commission basis; give full particulars 
in first letter. Goldners, 617 Church 
St., Nashville 3, Tenn. 


WANTED immediately jeweler and stone 
setter, one who can engrave preferred; 
steady position; wire immediately for 
conference. Ralph Roessler, Marion, 
Ind. 














EXPERIENCED retail jewelry salesman ; 
top salary to good diamond salesman ; 
permanent position; references; state 
salary; also first class watchmaker ; 
permanent. Peacock’s, 116 KE. Douglas, 
Wichita, Kan. 


WANTED immediately watchmaker 
and general workman; exceptional 
opportunity for future, for a high 
class man; wire for conference. 
Ralph Roessler, Marion, Ind. 








MAN to take in and estimate repairs, 
Detroit area, jewelry store; hours 
9.30 to 5.30; salary $65 a week; 
steady position. Address “Y., 4148,” 
care Jewelers’ Circular-Keystone. 





ASSISTANT watchmaker who can also 
do minor jewelry repairs; steady 
position, finest working conditions 
and good salary. Pollock’s, Zanes- 
ville, Ohio. 





WATCHMAKER, dependable and capa- 
ble: excellent opportunity; pleasant 
working conditions; permanent; state 
age, qualifications and salary expected. 
Address “J., 4321," care Jewelers’ Cir- 
cular-Keystone. 








WATCHMAKER wanted; steady, relia- 
ble; fine working conditions, air con- 
ditioned store; salary $100 per week; 
in town of ideal living conditions, in 
state of Oregon. Address “F., | 7 
care Jewelers’ Circular-Keystone. 





FIRST CLASS watchmaker to take 
complete charge of repair depart 
ment; excellent working conditions 
and permanent position; $60 week- 
ly. Kaplan’s, 33 East State St, 
Trenton, N. J. 

WANTED experienced watchmakers for 
our Hot Springs store; ideal working 
conditions and climate; steady employ- 
ment: salary $50 a week and _ bonus, 
plus overtime. Address “J., 4040,” care 
Jewelers’ Circular-Keystone. 














WANTED, watchmaker and _ engraver; 
$75 week guaranteed and all overtime 
you want to make; easy of good 
clean work in nice air conditioned store. 
J. L. Albriton. 418 East Capitol, Jack- 
son, Miss. 





EXPERT crystal fitter, male or female, 
to work in southern material house; 
excellent opportunity for advancement; 
State experience and salary. Address 
“(1 44073," care Jewelers’ Circular- 
Keystone. 





WATCHMAKER, permanent; excellent 
opportunity; excellent working com 
ditions; state age, experience and 
salary expected. Address Employ: 
ment Office, Schuster’s, Milwaukee 
1, Wisconsin. 








WANTED, first class watchmaker and 
engraver for modern air conditioned 
store in North Carolina; permanent 
position; good salary. Address “N., 
4094,” care Jewelers’ Circular-Key- 
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HELP WANTED—Continued 








, —_ aa 


AKER, experienced skilled 
La er large retail store; high 
Wages; permanent position; also 
second watchmaker to assist clock 
repairs; give full particulars. J. M. 
Clawson, Pottsville, Penna. 


SS 

ENT and pleasant position for 
paRMAr A-1 watchmaker; good work- 
ing conditions; excellent salary to the 
right party; must be draft exempt; 
references; location San Diego,  Ad- 
dress “E., 4029,” care Jewelers’ Circu- 
ar-Keystone. 


———————————_— r . ae 
JEWELER who is accustomed to doing 
special order work, as well as repair 
work, also to take charge ; a wonder- 
ful opportunity for a man of ability ; 
give information in detail in first 
letter. Address “M., 4158,"" care Jewel- 
ers’ Gircular-Keystone. 
JEWELER on mountings from designs 
and from castings; first class man, one 
who appreciates working in a fine es- 
tablishment; give information in detail 
as to experience, salary, ete. Address 
| 4160,” care Jewelers’ Cirecular- 
Keystone. 








FIRST CLASS jeweler and diamond 
setter for retail store in Detroit; per- 
manent position, short hours; your 
own boss; salary $75 per week; will 
pay transportation. Address “T., 
4146,” care Jewelers’ Circular-Key- 
stone. 

$125 A WEEK;; steady position for A-1 
watchmaker in jewelry store shop in 
Michigan; short hours, unusually 
pleasant working conditions; no 
forced production. Address “YV., 
4147,” care Jewelers’ Circular-Key- 
stone. 








WANTED, another first class watch- 
maker capable doing light jewelry 
work and engraving; permanent posi- 
tion with finest store in eastern Caro- 
lina; established 60 years; top salary: 
give full information in first letter. 
Louis Selig, Elizabeth City, N. C. 





SALESMAN wanted; Busch & Sons, an 
old established firm, offer an excellent 
opportunity to a salesman of initiative 
and interested in progressive advance- 
ment; please write or call for an inter- 
view. Busch & Sons, Inc., 875 Broad 
St. Newark, N. J. 





WATCHMAKER wanted by old reliable 
concern in clean up-to-date town in the 
health spot of Texas: excellent climate 
for out of doors recreation the year 
around; position permanent with good 
salary. H. Krezdorn and Sons, Seguin, 
Tex. 





WANTED watchmaker; a man capable 
of fine precision workmanship; in 
one of the South’s leading stores, in 
a progressive city; salary, straight 
commission, or commission with 
guarantee. Address “C., 3898,” 
care Jewelers’ Circular-Keystone. 





SECOND watchmaker, permanent posi- 
tion to one with ability, anxious to 
improve and increase his efficiency : 
first class store, good salary; Ohio 
town of 35,000 yopulation. Address 
G, 4101,” care Jewelers’ Circular- 
Keystone. 





ENGRAVER who can do good letter and 
monogram work; good working condi- 
tions; high grade store; living condi- 
tions reasonable; no military camps 
nearby; advise experience, age, salary 
expected; give references. lL. F. Hene 





bry, Roanoke, Va. 





A LARGE department store in the South 
has excellent permanent pens tor 
first class watchmaker; in applying, 
please give full details of experience 
and expectations, Apply to Thalhimer 
Brothers, Inc., 6th & Broad Sts., Rich- 
mond, Va, 





EXPERT watch repairman wishing to 
draw down big pay, 40% commission, 
all the work you can do at high prices; 
store open eleven hours daily; position 
permanent to production mechanic. 
Write, wire or phone Gem Jewelry 
Company, Columbus, Ga. 

FIRST CLASS jeweler, for retail store; 
well equipped shop, ventilated; good 
light; position just vacated because of 
illness; permanent to a good. steady 
man; salary $60 a week, time and a 
half for overtime. Address “H., 4038,” 
care Jewelers’ Circular-Keystone. 

WANTED, a watchmaker for permanent 
position; splendid working conditions; 
wonderful city to live in; not a war 
boom city where costs are terrific; liv- 
ing costs very reasonable; start at $65 
a week plus bonus. J. J. Smith’s Jewel- 
ry Store, Janesville, Wis. 





WANTED, draft exempt, experienced 
jeweler-salesman for retail store, in a 
eitv of 40.000 population; steadv nosi- 
tion and chance for advancement; 
pleasant surroundings; state salary cx- 
pected and give full particulars. Ad- 
dress Post Office Box 429, Rome, N. Y. 

MATERIAL man or woman, good on 
Swiss and American; prefer one who 
worked in small firm; age 24-42; give 
experience and salary to start; send 
picture; 40 hours—5 days; Pacific 
Coast. Address “P., 4062,” care Jewel- 
ers’ Circular-Keystone, 


—---—— 








BUYERS for wholesale jewelry firm. 
permanent, full time positions; only 
those having thorough knowledge need 
apply: desire man each for New York 
and Providence; state salary desired 
and full particulars. Wolf & Klsr, 
Fort Worth, Tex. 





PERMANENT opportunity for two 
first class watchmakers in _ high 
class retail store in Ohio; $70 and 
Commission; you can make up to 
$100 per week; our employees know 
of this ad. Address “V., 4069,” 
care Jewelers’ Circular-Keystone. 

WATCHMAKER wanted for perma- 
nent position; 5-day week; excel- 
lent working conditions; $75 to 
$100 per week; large stock of re- 
pair material on hand. Coast Jew- 
elry Company, Ist at Seneca, 


Seattle, 1, Wash. 








SKILLFUL mechanical workmen; watch- 
makers who can produce quality, not 
quantity ; ideal working conditions; top 
salaries paid to conform with your 
ability ; positions permanent : also 
watchmaker and engraver, jeweler ond 
engraver. Shaw Jewelry Co., Galves- 
ton, Tex. 

WATCHMAKER or jeweler or clockman 
or combination man, near New York 
City, all tools furnished including 
lathe; man wishing to gain experience 
considered; good salary, steady em- 
ployment, high class store. Address 
" 4090,” care Jewelers’ Circular- 
Keystone. 





WATCHMAKER, man of good appear- 
ance, capable of estimating work and 
doing such work as fitting crowns, 
stems, crystals: we also need another 
good watchmaker; ideal working con- 
ditions; plenty homes and apartments 
available ; reasonable rent, L. F. Hene 
bry & Son, Roanoke, Va. 








JEWELER who can set diamonds and 
has had some manufacturing experi 
ence in gold and platinum work; high 
grade store; good working and living 
conditions; houses and apartments 
available at reasonable rents; advise 
references and salary expected. Ad- 
dress L. F. Henebry, Roanoke, Va. 





YOUNG LADY experienced in han- 
dling all types diamond jewelry, 
also knowledge loose diamonds, for 
responsible concern in_ business 
many years; good chance of ad- 
vancement; permanent position. Ad- 
dress “D., 4078,” care Jewelers’ 
Circular-Keystone, 





FIRST CLASS jeweler, all round trade 
shop experience; small _ special 
orders, jewelry repairs, diamond 
setting; can earn upward from $85 
per week; long established firm in 
Ohio; full details and references 
first letter. Address “E., 3506,” 
care Jewelers’ Circular-Keystone. 


WANTED, first class engraver and 
jeweler; permanent, pleasant posi- 
tion for high class gentlemen in 
southern city of 50,000; air condi- 
tioned store; $75 per week; send 
references and qualifications in first 
letter. Address “R., 4109,” care 
Jewelers’ Circular-Keystone. 

JEWELERS, jobbing jewelers, repair 
men on fine jewelry; combination 
jeweler and setter; combination jewel- 
er and engraver; can use all three 
types of men for Miami, Fla.; steady 
work, good wages; give all qualifica- 
tions and salary in first letter. Address 
“R., 4067," care Jewelers’ Circular- 
Keystone. 








HAVE an opening for a good jewelry 
repairman, also a man for special 
order work and stone setting; can offer 
a steady position with good pay to 
first class workmen; time and one half 
for overtime after 40 hours; write full 
particulars as to salary expected and 
draft classification. Orkin Jewelry 
Manufacturing Co., Third Floor South- 
land Life Bldg., Dallas, Tex. 


SWISS watch repair clerk with com- 
plete knowledge of material and 
handling of repairs; permanent job 
with importer of nationally adver- 
tised watches; give all details in 
first letter; all replies strictly con- 
fidential; our employees know about 
this ad. Address “F., 4079,” care 


Jewelers’ Circular-Keystone. 











WATCHMAKER; a personal interview 
more satisfactory than correspon- 
dence; will pay transportation both 
ways to a reliable and capable man 
to look over position; a permanent 
position and salary to correspond 
with the times; advise with refer- 
ences and experience. R. E. Brig- 
ham, Onconta, N. Y. 


WANTED, combination watchmaker, 
jeweler, and engraver who is first 
class mechanic; salary $85 weekly; 
also want first class watchmaker 
only, salary $65 weekly; permanent 
positions; pleasant working and liv- 
ing conditions; give full informa- 
tion about yourself, M. Manas & 
Company, Paducah, Kentucky. 








HIGH GRADE man under 60 to assist 
president of one of the highest type 
jewelry stores in the East, not far 
from New York City; give all par- 
ticulars in first letter, to save time, 
such as age, where employed, salary 
expected; also any other details you 
think necessary. Write, “President, 
4110,” care Jewelers’ Circular-Key- 
stone, 





(Continued on page 180) 
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fi S ial N = WELL ESTABLISHED small _ jewelry FOR SALE, neck chains, limit 
pect otices stoie; plenty repair work; good prices: tity, 10 karat, 18 inch prison quan. $2 
four room apartment and yard in rear; natural, with spring vines link, 
- ideal for married man; central city; % pwt., at $1.95 each; j; S, . Weight 





four blocks from jewelry district ‘nd ‘ 
material houses, Philadelphia, Pa.; do heim Bros., Inc., 2 Maid 
not call; please write only. L. M™. York City. 
Bettelli, 2022 Spring Garden St., Phila- REMAN mmon : 
a delphia, Pa. sEIMAN BROS. polishin , 
“ “ A. C. motor, flat cone on A, new - 
HELP WANTED—Continued 2 x 2%; No. 3, Universal geared Ni 
CASH CREDIT jewelry_store established geared power rolls, 2% x 1%; thné 

32 years Bronx, N. Y.; must sell as pair extra rolls (soft) ; two Hoke jewel ) 
going business; accounts _ receivable, torches ; one perfect ring stretcher. 905 
stock, repairs, inventory $20,000; re- Osage, Kansas City, Kan. " 
quires about $10,000 to $15,000 invest- = | 
ment; very profitable business; guar- aul tia cee movements ang 
anteed $10,000 to $15,000 profit pn oe $3.95 3 two gross new watch = 
annually in peace time, double _ in aks be86; c one dozen clean seq FC 
wartime; must sell due to ill health. [i ‘ands pole Clean used | 

* “s ” re Jew rs’ Cir- 4 € i : wri 

Address “M., 4187,” care Jewelers’ Cir prices of used watch seviesantl fr 


cular-Keystone. Lowe, Box 311, St. Louis, Mo. 


livery ; send check with order Freude 
; “* 


(Continued from page 179) 
en Lane, Ney 























MANAGER - SALESMAN; somewhere 
there’s a man considering his per- 
manent future; to such a man, able 
and experienced, a fine position 
with excellent future is now open in 
a fine retail jewelry store of active 
New Jersey city; in reply tell all, 
history, age, draft status, salary ex- 


pected ; send non-returnable photo, ON ERS A a  RO OR eA RNASO IAN ESTA ee, 
if possible. Address “P., 4107,” care = 


Jewelers’ Circular-Keystone. ° ee 
: ee For Sale Business Opportunities 


Tools, Equipments, Merchandise Minimum charge (25 words) $1.30 
Minimum charge (25 words) $1.50 Additional words, 5 cents a word 
Additional words, 5 cents a word 











WANTED, good experienced watch- 
maker who understands rebuilding 
and recasing all types and makes of 
watches; per~uanent job; good pay 
to right parn."; we will guarantee 
same wages after the war; we need 
a good watchmaker, wages no ob- 
ject; if you are interested. wire at 
our expense, or write special air- 
mail. Houston Jewelry Co., 904 
Preston Ave., Houston, Texas. 











EVERY EFFORT is made by The Jewel. 
ers’ Circular-Keystone to keep its qq. H 
vertising columns clean. Advertiser, 
under Business Opportunities, et. 
must furnish trade references. An. 
nouncements must pass the strict ce. 
sorship requirements of The Jewelery 
Circular-Keystone. 





FOR SALE, Paulson time micrometer, 
guaranteed first class condition, Strobo- 
scope model, used very little. Dawson’s 
Jewelry Co., Miami, Okla. 








W. W. LATHE, motor, chucks, ete., slide 
rest; other tools. O’Shaughnessy, 1265 
East 24th St., Brooklyn 10, N. Y., or 
telephone evenings—Esplanade 7-4402. 


MR. WATCHMAKER: do you want to 
show your skill and make  bigzer 
money; I will pay $2.00 per watch for 
just oiling, adjusting and assembling 
watches; no. staffs, no jewels; no 
«leaning; we do aljl this; only assem- 
bling and oiling; you can make $12.00 
to $20.00 per day; only fast expert 





WOULD LIKE to buy established jewel, 
store, Florida preferred ; will pay high. 
est cash price. Address “P., 414)" 
care Jewelers’ Circular-Keystone. 





FIVE Swiss wrist watches in white cases, 
61%4L, 6%L, 10%L and baguettes, re- 











watchmakers need replay to this ad quiring some repairing, $15; en GORDON BROTHERS, cash buyer ae 
with references. Charles E. Chapman, BT Pg iy A eye 9 og Mo of complete jewelry stores and sw. Al 
alata 230 S. Halsted St., Chicago, pc tah yi Dies ig ; plus stocks; for details see our ad. 
, 3000 RING BOXES, paper; Hold-On vertisement page 139. 
clutches; 300 ring trays with covers: CASH for diamonds, watches and jewel. 


second hand electric clocks: wrist and 
pocket watches. Pollack, 95 Bowery, 
New York City. 





ry; established 37 years; send surplus 
stock for cash estimate; bank refer- 
ences. Emil Noel, 29 E. Madison St, 
Chicago, Ill. 


WOULD LIKE to purchase established 
jewelry store for going business; will 
pay cash; give reason for selling. Ad- 
dress “D., 4027,’ care Jewelers’ Circu- 
lar-Keystone. 


HIGHEST cash prices paid for surplu | _ 
or entire stocks and estates of dia v 
monds, watches and jewelry. M. 
Iralson, Suite 402, 209 S. State St, 
Chicago. 

YOUNG MAN wanted, to start in the 
jewelry business, watchmaker pre 
ferred; I will finance a store for the 
proper individual. Write to Carl Cook, 
907 W. Michigan, Lansing, Mich., for 
particulars. 


COLMES BROS.; eash buyers o 
jewelry stores with or without fix 
tures; we interview you at our ex 
pense in any part of the country; 
bank and trade references. 18 
Tremont St., Boston, Mass. 


OPTOMETRISTS; opportunity to hk 
in business for yourself; concession 
open in our Philadelphia and Cam 





For Sale 


Stores, Stocks and Businesses 


Minimum charge (25 words) $1.50 
Additional words, 5 cents a word 











Closing Date 














: Advertisements to appear in the. 
JEWELRY STORE established over 50 ee e 

years; $12,000 price for same. FE. R. Classified Section of THE 
McClintock, Dover, N. H., the old . ; 

A. W. Hayes Store. JEWELERS’ CIRCULAR - KEYSTONE 

must be received at our office not 

later than the 17th of each month 


preceding publication. 








QUANTITY of Mexican silver costume 
jewelry to dispose of, on account of 
enlisting in the army, and must liqui- 
date my business. Address “K., 4047,” 
care Jewelers’ Circular-Keystone. 








FINE BUSINESS opportunity, Balti- 
more, Md.; a going eptometry-jewelry 
and watch renair business; selling on 
account of illness; established over 40 
years. Address “H., 4051,’ care Jewel- 
ers’ Circular-Keystone. 








FOR SALE or exchange: emblem but- 
tons for all fraternal orders, solid gold 
$6.00 dozen; gold filled $3.00 dozen: 
special price on closeout. Peter H. 
Loeper, Ashland, Pa. 








FOR SALE, well established jewelry 
shop doing repairs and special order 
work for the trade; mostly mail 























orders; located in New England; BURGLAR-PROOF safe, still on premises den jewelry stores: very activemn & 
owner wishes to retire. Address *“M., of E. M. Gattle, Fifth Ave. Jewelers; mo 100 locatt : Addres 
3911.” J lers’ Ci lar-K. especially fine safe for one who is modern % ocations, i 
a looking for absolute protection. If in- “B., 4145,” care Jewelers’ Circular 
stone. terested, Mike Krasilovsky, 220 Center Keystone. 
St., New York, N M 
MODERN, moneymaking jewelry : CASH paid for your entire jewelry 
store; long established; college NEW AND USED wheel cutters; slide store or stock of jewelry; wa 
town; fine. agricultural section in rests; lathes and attachments; casb makers tools, watch materials, dj = 
western Montana; valuable fran- paid for used watchmakers’ lathes movements and any out of fs 


chises; owner wishes to retire; no 
auctioneers. Address “S., 4169,” 
care Jewelers’ Circular-Keystone. 





and attachments. R. P. “Dick” 
Gallien. 220 W. Sth St., Los An- 
geles, Cal. 





jewelry, etc.; I pay best price; 
at my expense. M. Harris, 
Hester St., New York, N. Y. 


—— 
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on | P| Oh 


BR SBERG will buy your 
$A: oho Pay ro stock and fixtures or 
suP os for cash; my direct outlet en- 


estates ay you higher prices; 
ables Phan wees references of the high- 
bank #racter. Write 37. Maiden Lane, 
mS york. ‘Telephone Bowling Green 
9-7151 





i j F sh your 

ER will ouy ror cash j 
v Se core complete or any part 
_ ?; my direct connections for out- 
thereor tie me to pay the best prices; 


m oe 
a“ enabvunications held confidentiai ; 
al trade references; write or phone, 


ba q York City; phone 
§ ster St., New York City; p x 
182 TG. 8242, night phone Tivoli 2-3715. 
<ALE, majority interest well estab- 
POR S81 manufacturing, special order 
“9 repair trade jewelry shop, fully 
amuipped for production, including drop 
camer, rolling mills, centrifugal 
baring; doing capacity business. Ad- 
arose “A., 4176,” care Jewelers’ Circu- 
jar-Keystone. 


jack M. WERST will pay you spot 
cash for your surplus or entire 
stock of jewelry, diamonds, estates, 
with or without fixtures; operating 
from Coast to Coast; best refer- 
ences; no deal too large or small; 
act now. Miami Savings Bldg., Day- 


ton, Ohio. 


HIGHEST PRICES paid for diamonds 
and diamond jewelry of any amount; 
cash remittance mailed the same day 
shipment received; goods returned 
prepaid and insured if you do not 
accept our offer; we also buy 
chipped, Old Mine and imperfect 
diamonds; turn into cash your ob- 
solete and excess diamonds and dia- 
mond jewelry; best bank and trade 
references; est. 1919. Harry Elkins, 
5 S. Wabash Ave., Chicago, Ill. 


ARE YOU GOING out of business? I 
can guarantee you the cost of your 
merchandise plus the expense of 
running a sale, with my personally 
conducted auction or flat sale; no 
sale too large or too small; I will 
also pay cash for your entire store 
with or without fixtures; write for 
my proposition, all correspondence 
confidential; best of references 
throughout past 30 years. Herman 
Nathan, 5 S. Wabash Ave., Chicago, 


WOULD YOU like to retire from busi- 
ness January first, if you were given 
a responsible guarantee that your 
entire stock would be closed out at 
a net profit of at least 100% above 
the actual wholesale cost? Our 
service will also dispose of your fix- 
tures, good-will, material, accounts 
and lease at a price far beyond your 
expectation; write us for complete 
details, you will not be obligated by 
so doing; references from many 
jewelers who have used this service 
recently will be sent you along with 
unquestioned bank reference. Write 
at once to McRae & Shaw, Sixth 
Floor, 168 N. Michigan Ave., Chi- 
cago, Ill. 


—— 


Wanted to Purchase 


Minimum charge (25 words) $1.50 
Additional words, 5 cents a word 


A 




















TEASPOONS; souvenir, antique, novel- 
ty, etc.; one or more pieces: what have 
you? Address W. J. Thomas, 912 Penn 
St, Reading, Pa. 





WANT TO BUY jewelry store for cash, 
in small town up to 50,000 population. 
Address “L., 2513,’’ care Jewelers’ Cir- 
cular-Keystone. 


JEWELERS power roller (flat & wire) 
for D. C. current. Harry Harms & Co., 
2 West 47th St., New York, N. Y. 
Me. 33-4725. 


WANTED Howard or post or sidewalk 
clock 12’ high, prefer used model. 
W. B. Hykes, 711 Plaza Bldg., Pitts- 
burgh, Pa. 














i _ 


WANT TO BUY late model Paulson time 
micrometer. Strutz School of Watcn- 
making, 2200 K Street, Sacramento 16, 
Calif. 





WANTED, watchmaker’s lathe and stak- 
ing tool: will buy complete set of 
tools to get lathe and staking tool. B. 
Hooks, Buladean, N. C. 





SMALL CHUCKS for Wolf Jans lathe, 
1 to 6 er 1 to 10; chucks for a Victor 
lathe would do. Address “H., 4033," 
care Jewelers’ Circular-Keystone. 


WANTED to purchase watchmaker's 
tools, also materials. Communicate 
with David Schapiro, 54 West 21st &t., 
New York City. 








WANTED, good condition, used diamond 
scale; also new type Leveridge gauge. 
Address “C., 4124,” care Jewelers’ Cir- 
cular-Keystone. 





CHRONOGRAPH, Giraud-Perregaux or 
similar, 30 minute and 12 hour register, 
gold case. Address “W., 4175,” care 
Jewelers’ Circular-Keystone. 


WANTED New Century engraving ia- 
chine in goou oruer; give lowest cash 
price and particulars. Address “B., 
4025,” care Jewelers’ Circular-Keystone. 








WANTED, watchmakers’ lathes, attach- 
ments and tools, engraving blocks, roall- 
ing mills, scales, drills, etce.; give full 
details. Linick, Green & Reed, Inc., 29 
E. Madison St., Chicago, Ill. 





To Let 


Minimum charge (25 words) $1.50 
Additional words, 5 cents a word 





SPACE to rent, share office large, north 
light for watchmaker or diamond deal- 
er; 45 45th St., Room 906, New 
York City. 








Wanted to Rent 


Minimum charge (25 words) $1.50 
Additional words, 5 cents a word 





WANTED office space with stenographer 
and telephone service, to maintain New 
York buying office for wholesale jewel- 
ry firm. Wolf & Klar, Fort Worth, Tex. 


Watch Work, etc., for 
the Trade 


Minimum charge (25 words) $1.50 
Additional words, 5 cents a word 





U 





WATCH repairing for the trade: first 
class work; for further information ad- 
dress “S., 4144,” care Jewelers’ Cireu- 
lar-Keystone. 








Special Order Work and 
Repairs for the Trade 


Minimum charge (25 words) $1.50 
Additional words, 5 cents a word 





HAIR SPRING _ tweezers, hardened. 
tempered and = sharpened. Valdemar 
Virtanen, 43 Park Place, Morristown, 
N. J. 








WANTED pocket or standard marine 
chronometers, no matter what iheir 
condition; highest prices paid; bank 
references. Rialto Watch & Clock Shop, 
1481 Broadway, New York City. 

D. PUNCHES (or the equivalent) aud 

balance screw holder’ for’ bracelet 

watches: metric micrometer, on stand 

preferred; and other small tools. 905 

Osage, Kansas City, Kan. 





Ix. 





WANTED to buy flexible shaft motor, 
oxygen gauge torch, polishing motor; 
give list of what you have and price. 
Address “B., 3943,” care Jewelers’ Cir- 
cular-Keystone. 





NEED cleaning machine, friction jew?! 
outfit, mic.uMmeces, midget parallel 
calipers, other tools, bench, Swiss and 
American material systems or parts, 
flexo cabinet, ete. Charles Smith, 381% 
Tenth, Des Moines, Iowa. 





I AM a World War I veteran, who has 
been given the chance to learn watch- 
making, and now needs a set of tools: 
I am willing to pay a fair price for 
them. Address “C., 4028,” care Jewel- 
ers’ Circular-Keystone. 





WILL BUY for cash midwestern whole- 
sale jewelry establishment having dis- 
tribution of American watches and 
standard silverware lines; give details 
first letter. Address “N., 4060,” care 
Jewelers’ Circular-Keystone. 





I WILL PAY for used Swiss movements 
in good condition, nothing broken, as 
follows: 5%4-5% ligne 15j. $2.50: 6%4L 
oval 7j. $2.00; 15j. $2.50; 6% rect. 
6-7j. $2.00; 15j. $2.50; 8%-9%L round 
7j. $2.00; 15j. $2.50; 10%4-11% ligne 
6-7j. $2.00; 15j. $2.50: 17j. $3.00; will 
pay postage: check by return mail. 
George Whitely, 1806 Everett St., 
Alameda, Calif. 





JEWELRY AND WATCH repairing; 
since 1914 we have repaired watches 
and jewelry for the trade; all repairs 
finished like new. Hasenjaeger Bros. 
Jewelry Co., 505 Arcade Bidg., St. 
Louis, Mo. 








Patents 


Minimum charge (25 words) $1.50 
Additional words, 5 cents a word 


F 





PATENT your good ideas; send me your 
simple sketch or model; free con- 
fidential advice-literature ; register your 
trademarks. Z. H. Polachek, registered 
Patent-Attorney-Engineer, 1234 Broad- 
way, New York City. 


Miscellaneous 


Minimum charge (25 words) $1.50 
Additional words, 5 cents a word 





LEARN WATCH repairing by doing it; 
thorough training under expert in- 
structors. For information write Stand- 
ard Watchmakers Institute, 1841 
Broadway, New York City. 


WATCHMAKERS; increase your ability 
through the highly recommended books : 
“Rules and Practice for Adjusting 
Watches” and “Practical Balance and 
Hairspring Work” by Walter Kleinlein. 
Your jobber or trade journal. 

RUSTED MOVEMENTS taken apart 
easily ; rust removed from parts with- 
out damage to finish; full % pint 
“Jarene” only $3.50; free delivery: 
send check or M. O.: money back 
guarantee. U. S. Detergents Co., 271 
Canal St., New York City: member 
Jewelers Board of Trade. 
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Manufacturers’ News| 





ELGIN AMERICAN OPENS NEW SHOWROOM 





A handsome ultra-modern showroom 
for the display of Elgin-American’s line 
of compacts, cigarette cases, dresser sets, 
and related novelties for the jewelry 
trade has been opened by the company 
at Suite 628 in the Empire State Bldg., 


in New York City. 


Representatives will 
be on hand regularly to serve the trade. 

The showrooms, one corner of which 
is shown in the accompanying photo- 
graph, was specially decorated and fur- 
nished by John D. Rybakoff. 





Hamilton Reports to Its Retailers 

With a dedication to “the retail jewel- 
ers of America whose support through 
50 years evolved a strong Hamilton 
Watch Co., which now renders distin- 
guished and invaluable service to an 
America at war,” Hamilton has issued 
an intensely interesting and informative 
book showing the company’s present 
manifold activities in producing for our 
fighting forces and explaining what 
Hamilton is doing now to protect the 
mutual post-war future of its dealers 
and itself. 

Forty large pages are crammed with 
factual information and photographs that 
tell without boasting of the tremendously 
important part Hamilton has played and 
is playing in the development and manu- 
facture of the precision equipment so 
vital to modern warfare. Naturally some 
of the details cannot be shown or told 
for reasons of military security but no 
one who sees this document can fail to 
be impressed with a realization of the 
unusual amount and importance of 
Hamilton’s contribution to the war ef- 
fort. 

Nor can he fail to understand that 
the present temporary absence of Ham- 
ilton watches from the civilian market 
is eloquent testimony of the wholeheart- 
edness with which this company has gone 
all-out in the fight for America. 

Meanwile, however, as the book ex- 
plains, Hamilton is also looking forward 
to the day when peace will rule, and is 
planning and preparing for the return 
to normal activities by its dealers and 
itself. New and improved products born 
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of the experience and new standards of 
precision developed under the stress of 
war are in the making, and a big and 
vigorous advertising campaign is being 
and will be continued without interrup- 
tion in preparation for the day when 
Hamiltons will again be available. 





Time Saving Booklet for Silver Sellers 


A handy little booklet that should be 
a great convenience to makers of and 
dealers in silver goods of all kinds has 
been issued by Walter Lampl, “Creators 
of the Unusual as Usual.” 


It consists of a series of tables show- 
ing the exact amount in dollars and 
cents that may be added to the old price 
of silver articles under OPA’s order No. 
226 which permits all sellers to pass 
along the extra cost of the newly mined 
domestic silver which they are now re- 
quired to use instead of the foreign sil- 
ver which was formerly employed. 

Under this order prices may be in- 
creased by 36 cents for each fine troy 
ounce of newly mined domestic silver 
contained in the finished article—a proc- 
ess which may involve considerable com- 
putation when the weight is in odd 
grains or pennyweights above the even 
ounces. 

The tables in the Lampl booklet en- 
able the user to read at a glance the 
dollars and cents that may be added for 
each unit of weight from one grain to 
100 ounces thus saving a great deal of 
burdensome figuring and the possibility 
of error. Copies may be obtained upon 
request to Walter Lampl, 608 Fifth Ave., 
New York. 








a 
New Catalog by Crawford Watch 


Crawford Watch Co. has just ; 

a beautiful new catalog itnstration at 
leading numbers in their line of ‘| 
tary and dress watches. By 

Done in two colors, the book is 9x12, 
with a window cover and shows a wid 
variety of timepieces for both men and 
women, ranging in price from $19.95 to 
$500. The flyleaf reproduces one of the 
company’s national magazine advertise. 
ments. 

Crawford was represented at the 
ANRJA’s exhibit at the Waldorf with 
a handsomely decorated booth. The com- 
pany has also placed a large patriotic 
display clock-sign at the N. W. corner 
of Broadway and 46th St. It bears the 
legend, “Right Time to Buy War Bonds” 


Oneida Aims at Post-War Market 


“Back Home for Keeps” is the theme 
of Oneida’s new fall advertising cam. 
paign directed to the jewelers’ important 
post-war customer, the young bride. 
She will be reached through a series 
of full color pages in Life, supplement- 
ed by page advertisements in several 
publications which have a special appeal 
to young women, such as Mademoiselle, 
Glamour and Photoplay. 


Illustrations for the advertisements 


are painted by the popular American 
artist, Jon Whitcomb (now Lt. Com- 
mander, U. S. Navy), and depict a sol- 
sailor, 


dier, a and a marine reunited 





Home-coming and home-building after the 
war is the theme of Oneida Ltd.'s fall 
campaign 


with their brides “for keeps.” The mee 
sage looks ahead to the day when Com 
munity Plate will again be found o 
jewelers’ shelves and showcases. (nt 
of the ads is reproduced herewith. 

Extra color proofs for “pin-ups” will 
be offered in all advertisements, and the 
three four-color advertisements Ww 
appear in Life are being reproduced # 
display cards. They are being sent d 
rect to “Community” customers togethet 
with a broadside telling of the advertit 
ing campaign, which will start in th 
early fall. 
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¢ Moves Plant to New York 

Company’s manufactur- 
oer as many om located in the 
ns M Harborside Building, Jersey City, 
not removed to 200 Hudson Street, 
- York City. _ . ‘i 

‘. move was dictated by the gov 
nt’s recent requisitioning, for war 
_ of these and the units of many 
, manufacturers in the big building 

t overlooks New York harbor. 

For several weeks the Lasko company, 

ufacturers of pop ular “Neet” 
atch straps, has been busy getting set- 

‘ in its new quarters. 

Production and shipping were natu- 
rally disrupted, but the report is that 
the company is now rapidly getting into 
position to efficiently resume its opera- 


We deeply regret the inconveniences 
caused by the unavoidable delay in meet- 
ine the requirements of our wholesalers 
and their customers,” said Sol Lasko, 
one of the company’s heads. “However, 
we are working fast at the business of 

ting re-settled in our new plant, and 
hope to resume manufacture and ship- 


ping soon.” 


Gruen Employees Boost Payroll 

buying in New War Bond Campaign 
The first of 1425 firms to increase pay- 

roll allotment purchases of War Bonds 

to meet new and larger quotas assigned 

all firms by the Hamilton County Payroll 

Allotment Committee was the Gruen 





Judd C. Benson, chairman of the Hamilton 
County Payroll Allotment Committee, pre- 
sents President Benjamin S. Katz of Gruen 
Watch Co. with a certificate signifying that 
the Gruen organization was the first in the 
district to meet its new quota. 


Watch Co., Judd C. Benson, chairman 
of the Payroll Allotment Drive, an- 
nounced. 

The War Finance Committee assigned 
these “dollar quotas” to each of the 1425 
firms in order to reach the goal of 51% 
nillion dollars in bond purchases each 
ng through the Payroll Allotment 

an. 

The Gruen organization had sufficient 
pledges to meet their quota within one 
day after Walter Hyman, committee 
representative, had assigned the quota to 
Benjamin S. Katz, Gruen president. 
Previously, Gruen employees had been 
awarded in July of 1942, the first Ten 
Percenter Flag in the United States for 
Payroll Allotment purchases totaling 10 
per cent of the gross payroll. 

All Gruen department heads and 
executives allot at least 15 per cent of 
their pay for bonds and other employees 
illot a sufficient amount to bring the 
average for the entire organization to 
near that percentage, Mr. Katz said. 
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CONSULTING FIRM SOLVES CENTRIFUGAL CASTING PROBLEMS 





Some of the difficult castings which jewelry manufacturers are successfully making by the 
centrifugal process with the guidance of the Centrifugal Casting Co. 


Centrifugal casting has been rapidly 
coming to the fore of late as a process 
for the production of both jewelry goods 
and small parts for military equipment. 

Such a trend is a natural one, inas- 

much as the centrifugal casting process 
turns out articles with a highly dense 
and tough metal structure, and at the 
same time offers the advantages of low 
manufacturing cost and rapid produc- 
tion. ; 
However it also brings with it some 
new peculiar problems as many manu- 
facturers who have embarked upon it 
can testify. The making of the molds, 
for example, is quite a different matter 
from those that are used for stationary 
pouring, the question of the right ma- 
terials for the wax patterns and for the 
investment material is unfamiliar, and 
so on down the list. 

However, once those problems are 
solved, the process does offer some de- 
cided advantages in the manufacture of 
many items. 

On that account the service being 
offered by the Centrifugal Casting Co., 
a firm of professional and expert con- 
sultants. in the field of centrifugal cast- 
ing, will probably be of interest to many 
jewelry’ plants now struggling to mas- 


ter the intricacies of the process. 

The accompanying photographs show 
a few examples of the work now being 
successfully turned out by shops that 
have benefitted by this guidance. Upper 
left is a navy officer’s cap emblem less 
than 1/16th inch in thickness, but mea- 
suring nearly two inches across—an ex- 
tremely difficult type of pattern in which 
to get a good flow of metal. Lower left 
is a small pipe fitting cast with threads 
sufficiently accurate to require no ma- 
chining. 

The two articles at the right are a 
small part for the piece of military” 
equipment. The upper one shows the 
piece as it was formerly made by an 
expensive series of machining processes 
from a solid block of metal; the lower 
is the piece which serves the same pur- 
pose now being made by centrifugal cast- 
ing at a fraction of the cost of the 
former—an excellent example of the 
economies made possible by this method. 

All of these were causing serious dif- 
ficulties before the Centrifugal Casting 
Co. was called in for consultation, and 
all of them are now going through 
smoothly and efficiently. The Centrifugal 
Casting Co.’s address is 147 W. 42nd St., 
New York. 





"Known and Used Everywhere” is 
Theme of New Ronson Ad Campaign 


Beginning as a purely American prod- 
uct geared to modern American life, 
Ronson lighters and Ronson accessories 
have now moved from nationwide ac- 
ceptance to universal acclaim, say the 
manufacturers, who boast that from 
London to New Guinea, and from Kiska 
to Chungking, these popular products 
have become synonymous with modern 
“lighting up.” 

Such is the theme of a series of con- 
sumer ads which Ronson has launched, 
featuring good-natured human interest 
angles and showing the important role 
Ronson lighter accessories are playing 
for fighting allies all over the world. 

The campaign currently running in 
such publications as Life, Collier’s and 
The Saturday Evening Post, besides 
pointing up the popularity of Ronsons 





all over the world, also graphically por- 
tray the necessity for keeping lighters 
of all types in excellent working condition 
because of the scarcity of new ones, and 
stresses the importance of proper lighter 
accessories — Ronson “Redskin Flints,” 
“Ronsonol” lighter fuel, and Ronson 
wicks. 

The demand for Ronson lighter acces- 
sories has been reaching phenomenal 
heights, say the makers, because of their 
excellent performance in all types of flint 
lighters. 





The directors of the Gruen Watch Co. 
declared a quarterly dividend of 31% 
cents a share on the $25.00 5 per cent 
preferred stock payable Oct. 1, 1943, to 
stockholders of record Sept. 15, 1943. A 
dividend of 15 cents a share was also 
declared on the common stock payable 
Oct. 1, 1943, to stockholders of record 
Sept. 15, 1943. 
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De Beers Resumes Consumer 
Advertising 


The national advertising campaign of 
De Beers Consolidated Mines, Ltd., in- 
terrupted a year ago by war conditions, 
will be resumed this fall with a series 
of eight full-page four-color advertise- 
ments in The Saturday Evening Post, 
Life, Time, and The New Yorker. Paint- 
ings by noted modern artists will il- 
lustrate the advertisements, and _ the 
copy will stress the diamond engage- 
ment ring tradition and the wartime 
value of its symbolism. 

The campaign will again be handled 
by N. W. Ayer & Son, Inc., and the 
same agency will also continue the dia- 
mond publicity work which has gone on 
even during the months when the con- 
sumer advertising was interrupted. 

The diamond engagement ring is made 
the theme of the series because of the 
ever-mounting tide of wartime weddings 
which brought marriages in the United 
States to an all-time high of 1,800,000 
in 1942 and is expected to break that 
record in 1943. The engagements rep- 
resented by these marriages create a 
potential market for diamond rings un- 
precedented in the history of the coun- 
try. The new De Beers campaign is 
designed to help the jewelers make the 
fullest development of that market. 

The separations of wartime increase 
the significance of rings that stand for 
love. Under these circumstances, the 
engagement diamond tradition has its 
deepest meaning—and its strongest ap- 
peal. That is the message of the new 
De Beers advertisements. 

A part of the copy will be devoted 
to industrial diamonds, showing their 
close relation to the gems and explain- 
ing how the sale of the gems helps down 
the cost of the industrials needed for 
war production. 

The first advertisement, appearing in 
September, is illustrated with a_paint- 
ing by Bernard Lamotte of a girl on 
the shore looking over the sea toward 
the absent sweetheart whose diamond she 
wears. There will be other romantic pic- 
tures of engaged girls and a series of 
paintings of American churches in New 
England, Philadelphia, New Orleans and 
California. 


Three Harvel Watch Broadcasts 
Given Over to War Bond Sale 


In cooperation with the Treasury De- 





partment, the Harvel Watch Co.’s broad- 


casts of John B. Hughes’ news reports 
dispensed with the usual Harvel com- 
mercials on the nights of Sept. 12, 19 
and 26, in favor of a direct appeal for 
the purchase of War Bonds by the mil- 
lions of radio listeners. 

The Harvel-Hughes programs on these 
three nights was conducted on a more 
informal basis than usual. During each 
of them Mr. Hughes interviewed a dif- 
ferent war hero—one a soldier, one a 
sailor and one a marine—all of whom 
had been wounded in action. These close- 
up chats with returned service men made 
a highly realistic background for Mr. 
Hughes’ own coast-to-coast appeal for 
War Bond buyers. 

During the course of the programs, 
Mr. Hughes presented each of the fea- 
tured fighting men with a War Bond 
and a Harvel military watch, with the 
compliments of Harvel. 
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Benrus Follows Through 
On Baseball War Bond Drive 


Eighteen famous baseball players, se- 
lected from the New York Yankees, 
Giants and Brooklyn Dodgers were pre- 
sented with Benrus watches by Oscar 
M. Lazrus, of the Benrus Watch Co., 
on the occasion of the All-Star baseball 
game promoted for the Baseball Writers 
Billion Dollar War Bond Campaign. It 
will be remembered that in June, the 
Benrus Watch Co. sponsored the lunch- 
eon for 1600 guests at the Waldorf, to 
launch this tremendous War Bond Drive. 

Some 40,000 fans filled New York’s 
huge Polo Grounds, and notables of the 
sports world, the screen, radio and stage 
turned out en masse. The unusual four- 
hour program, which included a “floor 
show” preceding the baseball game, pre- 
sented a brilliant spectacle. Master-of- 





Oscar M. Lazrus of the Benrus Watch Com- 
pany presents a Benrus watch to Brooklyn's 
famous Dixie Walker at the Polo Grounds 
during the Billion Dollar Baseball Bond All- 
Star Game. Mel Allen, well-known sports 
announcer, stands behind Mr. Lazrus while 
the Honorable James J. Walker, is hidden 
behind the mike. 


Ceremonies James J. Walker introduced 
the baseball greats of yesteryear, who 
included Hans Wagner, Tris Speaker, 
Duffy Lewis, George Sisler, Walter 
Johnson, Roger Bresnahan — and, of 
course, the Sultan of Swat, Babe Ruth. 
The Babe obliged his large audience by 
knocking a homer into the right field 
stands. 

Then, each of the 18 New York and 
Brooklyn players paraded before the 
microphone where they received a tre- 
mendous ovation as Mr. Lazrus made 
each individual presentation and thanked 
the players for the splendid part they 
have played in helping the drive to its 
Billion Dollar goal. 

“Hank” Greenberg, 


former Detroit 


star, and now in the Army, led the Ser- 


vice Team against the All-Stars. 


Kalisher to Nadis Ring Co., 
Nassau Distributing Subsidiary 


According to Michael Lee, president 
of Nassau Distributing Corp. I. KE. 
Kalisher is now associated with Nadis 
Ring Co., a subsidiary of Nassau Dis- 
tributing Corp. and Nastrix Watch Co. 
of 64 Nassau St., New York. 

Mr. Kalisher has been an active and 
well known figure in the diamond busi- 
ness for over 40 years. He was previ- 
ously connected with Kalib Watch Co., 
Acro Watch Co. and I. E. Kalisher & 
Sons. His son, Stanley Kalisher, who 
formerly traveled for his father and is 
now an Army. sergeant will join the 
Nadis Co. after the war, according to 
Mr. Lee. 


Uris Displays Draw Attention 





Tying in with ANRJA convention week in 
New York City during the latter part of 
August, Uris Sales Corp. had this sparklin 
display in the Saks Fifth Avenue deneat 
ment store throughout the week. The Uris 
booth at the Waldorf, unveiling a popular 
line of quick selling novelties, also Proved 
| a strong attraction, and was thronged with 
buyers throughout the convention. 





| War Veterans Inspire Bulova Workers 


Six departmental rallies were held on 
Sept. 3 at the Bulova factory at Wovod- 
side, Long Island, for the purpose of 
showing employees the importance to the 
war effort of the precision instruments 
which they are producing. 

Speakers were Maj. D. B. Mac Master 
of the Ordnance Dept., and two wound- 
ed veterans of the North African cam- 
paign—Sgt. Harry Schuman and Pyt, 
Louis Vintaloro. both of the First Divyi- 
sion. Both veterans in relating their 
experiences, pointed out the dependence 





of the men at the fighting front upon 
precision instruments, such as those pro- 
duced at the Bulova plant. 

During the course of their visit all 
three soldiers made a tour of the plant 
to observe its operations and products. 
The photograph shows Major Mac Mas- 
ter inspecting the telescopes which are 
used as artillery “fire-control” devices. 





| 
| Engraving Service for Watch 
| Importers Saves Time and 

| Trouble in Customs 


In view of the number of watches that 
have been arriving in this country with- 
out the markings required by the U. &. 
Customs Regulation for entry into the 
United States, the special service being 
offered by the firm of Schechner & Wink- 
ler should be of decided value to watch 
importers. 

This concern has developed a_ special 
machine and process for engraving the 
necessary markings and has a large staff 
of capable engravers. 

The work can be done at the Apprais 
er’s Stores, the foreign trade zones, the 
importers’ own place of business, 
Schechner & Winkler’s own shop at 8 
W. 48th St., New York. 
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BACK THE ATTACK 


As THIS ISSUE goes to press, the drive for the Third 
War Loan is in full swing, and long before now every 
reader of this page will have heard all the familiar 
reasons why every patriotic American should buy and 
buy and buy. 

We’re not going to repeat them here, but we would 
like to add to them one cold, hard, unemotional reason 
why every jeweler should buy just a little more than 
he had originally planned. 

You know, without our telling you, that much of your 
merchandise as you sell it out cannot be fully replaced 
today—and probably not for the duration of the war. 
In other words, when the war is over, you're going to 
have a big job of re-stocking to do—not just a matter 
of filling in sizes and styles and patterns, but of put- 
ting in a practically entire new inventory—at least in 
some departments. 

That’s going to take a lot of money—or credit— 
and the man who goes into the post-war era with a 
load of .debt to manufacturers and wholesalers hang- 
ing over his head will have two strikes on him before 
he starts. 

So, take that money from current receipts that you'd 
ordinarily use to replenish stock, and put it into War 
Bonds over and above what you're buying out of capi- 
‘tal and surplus. Earmark those extra Bonds for liqui- 
dation for the stocking up that you'll have to do when 
the war is over. 

It’s the one safe way of making sure that the cash 
to put your stock back in good shape will be there 
when the time comes. And in the meantime it’s in the 
safest place in the world and earning good interest. 

It’s good business as well as good Americanism for 
every jeweler to put into War Bonds today every cent 
of ‘eash above necessary operative expenses. Have you 
bought your limit? 


BETTER GO SLOW 


WatTcHES, FOR many months one of the jeweler’s 
major problems, were brought into the spotlight more 
sharply than ever on Sept. 9 when WPB by its new 
order L-323 froze importers’ entire stocks of timepieces 
with the exception of the cheap clock-watch types and 
the very smallest ladies’ sizes. 

First reaction throughout the trade was one of con- 
sternation, but developments of the next few days 
(see page 150 of this issue) indicated that in actual 
practice the operations of the order would be consid- 
erably less onerous than its bare text had suggested. 

However, that doesn’t mean that you're going to be 
able to get all the watches you want. On the contrary, 
deliveries will undoubtedly be somewhat tighter than 
even the average of recent weeks, particularly as the 
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progress of the war into Italy is bound to impose adg 
tional obstacles in the way of shipments from Swi e 
land to this country. 
More than ever, the situation is one that calls fo 
restraint by the retailer in his merchandising of watch 
so as to stretch out his inventory and so make sure thet 
he will continue to have at least some watches to sell. 
We've said before—and we say again—it’s better tp 
have a going concern with reasonable sales and Profits 
month in and month out than to make a big splurg 
today and have nothing to sell tomorrow. 
This watch order again emphasizes the fact 
goods are going to continue to be scarce for the dup 
tion of the war. Make up your mind to that fact ay 
conduct’ your business accordingly. 


POST-WAR PLAN 


Next to “Where can I get some waterpro 
watches,” the question that is probably most often ask 
by jewelers today is, ‘““What’s going to happen tot 
jewelry business after the war?” 

To a very considerable extent the answer to ¢ 
question depends upon what jewelers themselves do j 
the meanwhile. ‘God helps those that help themselve 
was never truer than in this situation. 

If jewelers sit back with folded hands and m 
hope for the best, they’re likely to find the going pre 
tough when the other products that have been off th 
market during the war begin to compete with them agai 
for the consumer’s dollar. 7 

But .if they get busy and do something to keep ¢ 
public wanting jewelry and diamonds and silverwar 
and watches, a long period of continuing prosperity ¢ 
be assured. 4 

The most effective way that you can help to insw 
that continuing prosperity for your business is to fob 
low the suggestion on the front cover of this issu 
The amount of money that any one jeweler alone cat 
spend to sell the idea of jewelry couldn’t begin to 
the job, but if you—and you—and you—will eadl 
chip in your bit, a fund can easily be raised that @ 
do the job of keeping jewelry well at the top of } 
& Mrs. John Q. Public’s desires. 

The Jewelry Industry Publicity Board is now rais 
ing a special fund for the express purpose of keepif 
jewelry going strong in the post-war period. Hé 
your own business by helping this fund. Send 3 
check today. Address, The Jewelry Industry Publie 
Board, 366 Fifth Ave., New York. 


OL, 


THE JEWELERS’ CIRCULAR-KEYSN 






Z 


Editor 





4 


